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You never saw a pipe threader quite like the 


We BEAVER 26-R 


the ONLY fully adjustable line of threaders The new Beaver 26-R is a great advancement over 





the “old No. 26"... the original 1 to 2-inch self-contained fully. 
adjustable pipe threader—which has been popular all over the world 
for the past 40 years. 


The new Beaver 26-R threads 1, 1%, 1% and 2-inch pipe with 
only one set of dies—now ground to cut far easier than ever before, 
A self-centering chuck insures perfect alignment—and straight pipe 
lines—yet ‘drip threads’’ may be easily cut when desired. Also, the 
Beaver 26-R is the only tool which can be instantly adjusted to cut 
either standard taper or straight electric conduit threads. It is the only 
“fully-adjustable” tool which will cut standard, oversize or under. 
size threads of uniform length, insuring better joints and stronger 
pipe lines. 

New Beaver 26-R will last longer—cost less to maintain—yield 
better work—and, what is most important, your men will like to use 
it better. We earnestly invite you to try the new Beaver 26-R in com. 
petition with any tool you are now using. Available as always only 
through legitimate supply houses. 


Write today for Catalog No. 48 with full information. 


SEND ME CATALOG NO. 48 
BEAVER PIPE TOOLS, INC.216-300 DANA AVE., WARREN, OHIO, U.S. A. 
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The Cover 


The importance of using demon- 
strations as selling aids cannot be 
over-emphasized. To point this up, 
our cover this month shows the tool 
display panel truck used by the Re- 
public Supply Co. of Emeryville, 
California. Displaying shop and 
small hand tools as well as electric 
tools, the truck is used by outside 
salesmen to show merchandise and 
put on demonstrations for plant 
management, foremen and me- 
chanics. Lift-up panels-on the sides 
of this custom-built truck provide 
display areas for the tools and a 
compartment in the rear contains 
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HOLO-KROME 
Completely (old Forged 


FLAT HEAD 





SOCKET CAP SCREWS 


Holo-Krome 
Unfailing Per 


Alert, progressive 
Holo-Krome 1 


FIBRO FORGED | 


ey 


SCREWS 


THE HOLO-KROME SCREW CORP. HARTFORD 10, CONN. 
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TAKE QUAL/TY FOR GRANTED 


speciFyY L/NK-BELT satt AND ROLLER BEARINGS 


paper” 


LINK-BELT for: 
QUALITY 
PERFORMANCE 
ECONOMY 
ACCEPTANCE 
COMPLETENESS 
SERVICE 


There’s no question about the 
high quality of Link-Belt Ball and 
Roller Bearings. 


Considering the precision man- 
ufacturing processes, the skilled 
use of the most modern equip- 
ment under closest control, and 
the years of scientific research to 
furnish industry with longer-last- 
ing, more efficient bearings, it is 
little wonder that ‘‘Link-Belt’’ 
quality is unquestioned. 





LINK-BELT COMPANY 


Indianapolis 6, Chicago 9, Philadelphia 40, Atlanta, 
Dallas 1, Minneapolis 5, San Francisco 24, 
Los Angeles 33, Seattle 4, Toronto 8. 


Eliminate all guesswork — 
specify ‘‘Link-Belt’’ on your next 
bearing order. Choose with the 
utmost confidence from the 
COMPLETE Link-Belt line... 
various mountings and sizes for 
practically all types of industrial 
applications. 

Good supplies of these popular 
bearings await your commands at 
distributor’s and Link-Belt stock- 
rooms throughout the nation. 
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equivalent to a 
shrunk-on fit 


; ‘The simplest, 
surest mechanism ever 
devised for holding 





a Holds fast to 
a the shaft with firmness 








‘wheels to shafts » 
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A Great, Time-Saving Development — 


TAPER:’LOCK 


V-BELT' SHEAVE 


This is one of the century's biggest developments in power trans- 
mission equipment—another Dodge “first.” Simpler, tighter-fitting, 
truer-running, infinitely easier to handle. Saves installation time 
and results in neater applications—in the plant or on your product. 


Dodge’s sole business is to “get the power through””— smooth- 
ly, steadily, economically. To succeed in this business Dodge 
has developed many products that are outstanding in the field 
of mechanical power transmission. Your Transmissioneer, the 
local Dodge Distributor, is equipped to give you valuable in- 
formation on new and better ways to transmit power. 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, IND. 





of Mishawaka, Ind. 


| 


No flange —no collar. 
Easy on, easy off. 
Slip it on and tighten 
while sighting | 


. 





_ range of sizes in 
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OTHER DODGE “FIRSTS” 
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> Taper-Lock Flexible 
4 basic types in a + Coupling. Ready toin- 
vast range of sizes. + stall without reboring. 
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Timken Bearing. 
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Rolling Grip Clutch. + “SC” Ball Bearing 
No toggles! Flexible. | with new Neoprene 
Positive. * metallic-backed seals. 











CALL THE TRANSMISSIONEER 


Look for the name of the Trans- 
missioneer, your local Dodge dis- 
tributor, under ‘Power Transmis- 
sion Equipment” in your classi- 
fied telephone directory. 


Stocked in complete _ 
Dual Duty (A and B); 
B, C and D grooves © 
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IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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PERMATEX COMPANY, INC., 
BROOKLYN 29, N. Y. 
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BRONZE 


eee oy 





Bunting Authorized Distributor is carefully se- 
lected for his ability to serve you from a well-maintained 
stock near you. He is backed by Factory Branch stocks 
and by our main stock at Toledo. Ask him for catalog 
of Bunting Standard Stock Bearings and Precision Bronze 
Bars. The Bunting Brass & Bronze Company, Toledo 9, 


Ohio. Branches in principal cities. 





BEARINGS x* BUSHINGS ys PRECISION BRONZE 
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SLUM 


Fast Selling Line! 
100% Distributor Policy! 


Money-Making Opportunity! 


d substantial profit tied in with this 
quality tools. Formerly produced 
they are now being made, sol 
e — with a 42-year reputation 
y fields. 




















There's a big market an 
new S eedmatic line of high 
under the “Uniquip” name — 
and guaranteed by Porter-Cabl 
in the industrial and building machiner 
from a prospe 
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Demand in your territory comes 
this:- 
BUILDERS WOODWORKING SHOPS FURNITURE MAKERS 
CONTRACTORS PATTERN MAKERS WooD SPECIALTY SHOPS 
DEVELOPERS CABINET MAKERS TOY MAKERS a. 
CARPENTERS MILLWORK SHOPS SASH AND DOOR PLANTS 
Speedmatic ROUTER 


And a policy of 100% sales protection through distributors 
means that you can obtain real money-making volume from ne 
this market — already actively campaigned b i enaite SURPER 











FOUR jfyeeluule POWER TOOLS 


use 
€ only I motor instead of 4 


Customers lik i 
e th : 
= combination. It a — multi- REPEAT BUSINES 
rea sa tools fom fc a t scores of bits ge mae 
of three motors! — e the and Sh ers for the Rout 
This intercha !— actually $267. ss 6 ne diff = 
' ngeable : for buildin erent templets 
cl , motor = g and w H * 
usive Speedmatic feature. A peli ee variety of ee jobs. This 
er back again and agai rings customers 
again. 


buys the Rou 
ter with Moto 
wants to use the Shaper, leg o rte a er ene 
atic Distributor pro 
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, he simply deta ositi 

from the Router and es the mater sition. Mail the coupon tod ; 

the oth attaches it t action. Distri oday for quick 

other three tools. Onl f ‘© any of ons nm sstributors will be selected 

to make this change! y a few seconds ptly. e 
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able Machine Co., Inc. 
Salina St-, Syracuse, N. Y- 
Please have your speedmatic represe 
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Hard-hitting industrial supply organizations are 
going to town on this easily-sold product. During 
the coming year, the greatest advertising and sales 
promotion campaign in Rust-Oleum history is push- 
ing sales to new heights. Already, all records are 
broken. Over 2,500,000 buyers will see Rust-Oleum 
ads in leading national and trade publications every 
month. Our plan of selective distribution assures 
fast, profitable turn-over on minimum inventory. 
RUST-OLEUM IS A TOP-PROFIT LINE. 

Every industry is a buyer. Because Rust-Oleum 
stops rust so effectively — factories, utilities, trans- 
portation lines, public works departments and 
thousands of other users need it for positive, low- 
cost, long-lasting metal protection. Rust-Oleum cuts 
preparation time and goes on faster right over the 
rust!...it saves 25% of application time, covers 
30% more area per gallon and ouftlasts ordinary 
paints two fo ten times. 

Write today for complete information and data 
on tested promotion and sampling campaign. 
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Attention 
istributors! 


Profitable territories open 
for this fast-selling drill chuck 









Change drills in a jiffy 
while spindle is running 
with this Automatic Chuck 








Cross-section of complete mechanism shows 

sturdy, compact ion of hardened 

and ground jaws. Tapered design gives oper- 
ator full, clear view on close work. 








Wahistrom Chucks are available in several types: Models 
for widest range of numbered straight shank 

tools; Model B for larger straight shank tools; Model C for 
taper shank tools; Fully automatic tappers. 





AMF Wahistrom Chucks are adver- 
tised in Machinery, Modern Machine 
Shop and Metal-Working Equipment. 
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Write today 
for details 


2. Insert new drill—push 
up tapered part—drill is 
locked in place. 


1. Grip sleeve—pull down 
—jaws open automatically 
—drill is released. 


Pull down sleeve—insert drill—push up tapered part...tool 
is automatically locked in place and precisely centered! 
No keys, collets or wrenches needed...no stopping of 
machine, That’s how simple it is with the AMF WAHL- 
STROM CHUCK—the only fully automatic drill chuck 
which holds the widest range of numbered straight 
shank tools...1/32” to 1/2”. 
That's why Wahistrom Chucks cut costly minutes in chang- 
ing tools for drill press work or for spotting, drilling and 
reaming in boring or milling machines. They'll also 
save money in lathe work for burring, turning, filing, 
etc. One spindle does the work of several. 
Tools last longer, teo...smooth, hardened and ground 
jaws grip tight without chewing into tools. Grip in- 
creases with the load. 


For fast, uninterrupted production, use the fully automatic 


quick-change 4 A ; 
your local distributor or write today for Bulletin 56 
HINE & FOUNDRY CO. 


WAHLSTROM TOOL DIVISION, AMERICAN 
5502 SECOND AVENUE BROOKLYN 20, N. Y. 





















WAHLSTROM 


fully automatic 


CHUCKS 


NO KEYS, COLLETS OR WRENCHES 



















Wahlstrom Tool Division 


AMERICAN MACHINE & 


FOU 
S502 2ND AVENUE, BROOKLYN mig Bie 




















Simplif 
your slow speer 


DRIVES 


The new Fairbanks-Morse Motorgear w 

combines double reduction, helical gears 
the well-known Axial Air Gap Motor is a complete slow spq 
unit — more compact than the average electric motor alom 
Wherever you are using a slow-speed drive in standard rat 
up to and including 10 h.p., the Motorgear will save space a 
weight, minimize servicing and improve the appearance of 
driven unit. Send for a Motorgear bulletin. Fairbanks, Mo 


A name worth remembering 


DIESEL LOCOMOTIVES © DIESEL ENGINES ¢ PUMPS © SCALES e MOTORS ¢ GENERATO 
STOKERS ¢ RAILROAD MOTOR CARS and STANDPIPES « FARM EQUIPMENT ¢ MAGNET( 

















































































































] 


A 














sO ade) 














CO NSIT ECO 











Circle ® Bolts and Nuts are 
manufactured on the latest precision machinery. 
You can share in their reputation for quality by 


stocking these dependable products for your customers, 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 








ENERATO PRODUCERS OF CIRCLE @® PRODUCTS — BOLTS + NUTS + RIVETS AND SPECIAL FASTENERS 


MAGNET 
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NEW 


OPEN GEAR GREASE 
2. DISPENSING METHOD 


3. ECONOMIES 


Here’s a brand new Keystone open gear grease, 
and a revolutionary dispensing method. Keystone 
Gear Grease No. 32 is packaged in rigid leak- 
proof cartridges to fit into a gun applicator. 
Specially designed nozzle ribbons the grease 
direct from the cartridge—for easier, cleaner, 
quicker application. 





Open Gear Grease No. 32 
is the newest member of 
the popular family of 


Trade Marks Reg. U. S. Pat. Off. 


SPECIALIZED 
LUBRICANTS 











Look at these characteristics 
of Keystone Open Gear Grease No. 32 
e Melting point above 400°F. e Water 
repellent—even boiling water e It 
quickly reaches and sticks to pressure 
surfaces e Resists removal by dirt, 
speed and wiping actione Retains plas- 
ticity below freezing. 


Easy, quick application of Keystone 


Gear Grease No. 32 saves man-hours. 
Saves production time—can be applied 
in most cases while gears are in motion. 
And grease consumption is decreased 
by longer service life of Keystone Gear 
Grease No. 32. 


The Keystone Distributor near you 
will be glad to cooperate in arranging 
a demonstration for your customers. 


KEYSTONE LUBRICATING COMPANY : Est. 1884 
21st, Clearfield and Lippincott Streets, Philadelphia 32, Pa. 
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Got Customers who own Benchgrinders ? 


a LOOK what 
they can do! 
ALUMINUM 
BRASS 
B X CABLE 
CELOTEX | 
CONDUIT 
COPPER TUBING 
PLASTICS 
STEEL 
TRANSITE 
MASONITE 


Ss and 
numerous other Materials 


SELL 
THEM 





























Because of the extra strength and flexibility, the side 
as well as the face of Bayflex wheels is used. This is ‘but 
one reason of many why Bayflex wheels are so easy to sell. 
For a really fast-moving item that means repeat sales 
investigate this revolutionary, this all-purpose abrasive 
tool. If you do not already carry an abrasive line, or if 
you are contemplating a change, write and ask for 


representation details. 
Branch Offices: Chicago — Cleveland — Detroit 





The simple, effective slotted work-rest seen in these illustrations 
can be made from metal, plywood or masonite. 
. 





“ia MORITA OTE 


j Cutting angle iron. Sharpening a tool bit. 





i Ad ; am dl 
Sharpening a chisel. Cutting a circle matting asneees brake: 
. lining. Slotting & 
: Cutting BX cable. out of sheet brass. : 
Beveling Celotex. 
of Performance Conscetently Duplicated 


BAY STATE ABRASIVE PRODUCTS CO., WESTBORO, MASSACHUSETTS, U. S. A. 
13 
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WHEATLAND STEEL PRODUCTS COMPANY, 
Bankers Securities Bidg., Philadelphia 7, Pa. 


Ves, Gentlemen: 


I'll hold tight on buying black and galvanized Steel 
couplings until | receive the colorful new Wheatland price 
list. Please send it to me at once. 


Name 


CAodress ES 
a 
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t 
' 
i 
t 
' 
I 
i 
1 
i 
t 
t 
! 
! 
i] 
i 
i 
' 
i. 


Bankers Securities Building Juniper & Walnut Streets * Phila. 7, Pa. 
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-BELT 


In addition to selling a product... Dayton Thorobred 
V-Belts ... that is unsurpassed in quality, performance 
and dependability, you, as a Dayton Distributor can 
enjoy these 7 additional advantages: 


@ V-Belts Packaged for low- @ A Complete Training Program 
cost handling and faster to help your sales force sell. 
service. @ Sales Helps and Advertising 
@ tab manne © Catalog to fit your own requirements. 





in the Industrial V-Belt field. 


@ A Factory Man in your ter- 
ritory to help you sell V-Belts. 


Altogether these are 8 BIG REASONS why it will pay you to 
sell the Dayton complete line of Industrial V-Belts, For the 
complete story, write The Dayton Rubber Company, Dayton, Ohio. 


42, oe 5 1 
OM | 


@ A Complete V-Belt Line to 
fit every power drive need. 
@ Warehouse Stocks to back 
up your own stocks of V-Belts. 
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THE MARK OF TECHNICAL EXCELLENCE IN NATURAL 
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AND SYNTHETIC RUBBER 




















ATKINS announces 








POWER HACKSAW BLADE 


A New and Better 
Power Hacksaw Blade 
for High Production Cutting 
of Lower Alloy Steels 


Twenty-five years ago Atkins introduced the first high speed steel 
hacksaws to be made in the United States. Today, in their field, 
Atkins “Silver Steel“ Hacksaws are still the finest blade made... 
excellent for sawing any of the high carbon, tough jobs, or any 


INDUSTRIAL DISTRIBUTORS other steels that can be cut with hacksaws. 


tis appearing 


NOW, in the field of sawing lower alloy steels, where high production 
cutting is essential, the NU-MOL rounds out the Atkins line of blades 
that covers every type of hacksaw requirement. 


in 8 major 


with circulation of 
m of the metal 
ound which NU-MOL is the result of years of metallurgical research, from which 

have developed new methods of manufacturing and heat treating. 


NU-MOL is a tough, yet exceptionally flexible power hacksaw blade. 
It reduces blade breakage to a minimum. Its teeth stay sharp longer 
with little chipping. Resistance to abrasive action is excellent. 


NU-MOL cuts fast and clean to extremely close tolerances. NU-MOL 
reduces your costs due to longer blade life. 








Find out what NU-MOL can do for you. Ask at tei 


your Industrial Distributor to demonstrate the | ¢ 8c. ' 
Avoilable in all standard 
new NU-MOL performance on your own Cut- | iencths ond tooth sises. 


ting jobs. Get in touch with him today. 














E. C. ATKINS AND COMPANY «+ Home Office and 
Factory: 402 S. Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon . Branch Offices: 


Atlanta + Chicago » New Orleans » New York « San Francisco 
“ATKINS ALWAYS AHEAD’ 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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Built-In” 


rye tap is nota tool whose value can 

be told by its looks. It is only in 
its performance that its merit becomes 
manifest. If it threads thousands of 
holes at high speeds with undeviating 
accuracy, it is a good tap. Its true value 
js built into it by the maker in his selec- 
tion of steel, his workmanship, and his 
refinements of design that are rarely 
visible to the eye- There is, We believe, 
still another important “built-in” value 
in “Greenfield” taps- It is the service 
which 1s available to the tap user from 
the distinguished list of distributors 
who stock the “Greenfield” line from 
coast to coast; and the on-the-spot help 
which is available from the trained 
“Greenfield Man” on any threading 
problem at any time. Such built-in” 
values are an important chapter in the 


“Greenfield” story of service and quality: 


GREENFIELD TAP and DIE CORPORATION 
6 


reentield, Massachusetts 


New Haven 15, Connecticut 


and 
AMPCO TWIST DRILL CORP. 


Jackson, Michigan 


HEY and 
JG THE GEOMETRIC TOOL co. 


Divisions of Greenfield Tap and Die Corporation 
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FOR 1949 


Your ~ \) — TIE-IN WITH THE PROFIT LINE 


1949 | 
> er Y 


1. Full line 


HEAVY DUTY FLOOR GRINDER 
Adjustable to Wheel Wear 


Heavy duty ball bearings, enclosed in dust- 
proof boxes, support heavy one-piece, alloy 
steel spindle. Push button control with over- 
load protection. Semi-steel wheel guards are 
hinged door type. ADJUSTABLE TO WHEEL 
WEAR. High-grade chrome-manganese alloy 
steel spindle is provided with positive shaft- 
locking device for holding shaft while renew- 
ing wheels. 

Standard equipment includes adjustable tool 


rests, eye shields, straight flanges, water post 
and tool tray on 2 hp and 3 hp. 





SOME CHOICE 
TERRITORIES 

NOW AVAILABLE. 
WRITE FOR DETAILS. 











UNITED STATES 
ELECTRICAL TOOLS 


Offer You Positively The Biggest 
and Most Complete Line in America 
and... you get the advantage of the 


2. Super-quality 
3. Economical prices 





U. S. SIX-POINT DISTRIBUTION PLAN 


4. Protection 
5. Good profits 
6. Sales aids 





MODEL 10 for 12” to 20” wheels 


CINCINNATI, OHIO, U.S.A. 














THIS CARTON IS PACKED WITH 


REPEAT BUSINESS FOR YOU --- 











..- the market for 
Beau SPRING WASHERS 


—the accepted type of fastener—is immense 
and constantly expanding. Almost every one 
of your customers who buys nuts, boits and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 
now uses or can be sold BEALL KANT LINK SPRING 
KANTINK WASHERS. 
One sale leads to another and to continuous repeat busi- 
ness for industrial distributors. ~~ 


BEALL HELICAL SPRING WASHERS is the only type 
that has adequate “live action”, regardless of wear, break- 
down of paint, scale, rust and bolt stretching. 


SNON-LINKE= Nationally advertised to industry and purchasing agents. 


OSITIVL. 
IN STOCK in all standard sizes (in cartons and bulk); 
carbon steel, stainless steel, Everdur, Duronze and other 
metals. 


BEALL Too. DIvIsion 
| 
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J Kk. ai products 


policy 
promotion 





| 
| When you handle the SGP line 
your sales efforts are backed by a 
| complete, versatile merchandising 
| program: 

| 


SOLS PRODUCTS offer you a com- 
plete line . . . more types and sizes of 
ball and roller bearings and pillow 
blocks than any other manufacturer 
... providing you also with textile 
tension pulleys, locknuts and _lock- 
washers, balls, flanged mountings... 
for all industrial uses. 


Carry these SKF products: 


Pillow Blocks 


Ball Bearings 
Red Seal Bearings 
Spherical Roller Bearings 
Cylindrical Roller Bearings 
Textile Tension Pulleys 
Atlas Boxed Balls 
Locknuts & Lockwashers 
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add up to more PROFITS FOR YOU 


SiSF. POLICY is pledged to the 
manufacture of quality products, de- 
livered on time... at a fair price. 
A complete engineering service is 
available. , 


SilSF PROMOTION is directed at 
your customers... showing them 
the superiority and dependability of 
SAIS products. 

For more profit per square foot ... stock and sell 
SS0S’. More information on 1949's top-flight mer- 


chandising campaign is available. Write, call, or 


wire: SS0SF Industries, Inc., Philadelphia 32, Pa. 
6685 






Industrial Bearings Engineered by GUST 
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YOU HAVE ALL TRUMPS 
When You Play This Hand! 


See How Card’s Distributor 
Deal Makes You a Winner 
All the Way... 





To help build its own business, 
Card goes all out to build your busi- 
ness because Card realizes the impor- 
tance of the Industrial Distributor in 
the economical marketing of its prod- 
ucts. Heré’s how Card backs you up: 


@ AGGRESSIVE ADVERTISING 
- » - in which three quarters of a 
million sales messages were brought 
to the attention of cutting tool pros- 
pects in 1948 .. . many of them your 
prospects. And every one of these 
messages carried Card’s unique sales 
idea: “Card... The Certified* Cut- 
ting Tools” — to give the products 
you sell a real competitive edge. 


@ PROGRESSIVE POLICY... 
toward its Distributors gives you full 
protection, full cooperation. Card 
goes all the way to help you — with 





wre 
refer ol ine 
We on to or eS customers oe 











a sales policy that’s second to none in 





the business! 
@e MODERN MERCHANDISING 


- . . that features material your 
customers can use, such as tap drill 
size charts — plus envelope stuffers, 
advertisement reprints and catalog 
inserts with your imprint that do a 
real “reminder” job. 


e@ ENGINEERING “EXTRAS”... 
Trained engineers who know the cut- 
ting tool field and its problems are 
ready to help you— and your custom- 
ers — to get the best service from 

Card tools. | 











Mamvrac 
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snare ane ©? 
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Want toknow more? 











Write: S.W. Carp 
MANUFACTURING Co., 
Mansfield, Massachu- 
setts. Division of 
Union Twist Drill Co. 





S. W. CAR! 


MANUFACTURING CO. 
Mansfield, Massochusetts 


DIVISION OF UNION TWIST DRILL COMPANY 
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Alo mokers of DIES 
DIE STOCKs 





*by the Pittsburgh Testing Laboratory 





SCREW PLATES 
TAP WRENCHES 










































Table is 25” deep x 33” wide with two 25”x7” 
side extensions. Guide rails can be shifted to 
increase capacity at right of blade from 20” 
to 27 





Aluminum rip fence clamps at both front and 
back. Has Micro-Set adjustment and scale 
pointer, for accurate setting. 





Big table cr plenty of working surface 
in front of the saw blade. Distance in front 
of blade on maximum cut is 12” with 13” of 
table support on a 1” thick cut. 





Universal motor bracket takes any frame motor 
with magnetic or manual starter. Motor and 
motor bracket form a compact unit within cabinet. 


Creates big, new sales 


Delta 8 








Hand-wheel controls for blade-raising and 
arbor-tilting mechanisms are conveniently lo- 
cated at front. Positive locking devices lock 
mechanisms securely. 





Anti-kickback fingers are mounted on splitter 
as one safety feature available. Splitter and 
guard tilt with blade. 
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Gives your a 
customers the = 
advantages of the 
famous Delta 10’ Unisaw 
in an 8''-capacity model... 


Get set for extra sales and profits, when 
you put this new Delta 8” Tilting-Arbor 
Saw on your floor! 


Here’s a notable example of Delta’s 
skilled craftsmanship, It’s a good-lookin 
machine that gives you plenty to tal 
about: 


A compact floor model that fits in small 
space. Takes 2%c” maximum vertical cut. 


Welded steel cabinet is made of 18-gage 
metal. It’s sturdy; there’s minimum vi- 
bration. 


Working parts and motor are suspend- 
ed from the table and are enclosed in 
the cabinet. 


Cast-iron table 25” x 33” is heavily 
ribbed, for maximum rigidity. Table surface is ground. 


Adjustable table insert gives full support to work. 
Dado-head and moulding-cutter inserts are available as 
accessories. 


Auto-set miter gage with individually adjustable index 
stops has full %«” diameter stop rods. Will not spring 


or twist. 
Miter-gage slots are located on both sides of the blade. 


“Super-Safe” saw guard rides with the work. Operator 
has clear view of blade. Saw guard and splitter tilt with 
the blade. 


All standard Delta Saw accessories can be used on this 
new 8” saw. 


These are just some of the reasons why this money- 
making Delta 8” Tilting-Arbor Saw puts you out in 
front of competition. Your Delta district man can give 
you the full story. Ask him about it. Order a sample 
and display on your sales-floor now. And order addition- 
al machines for stock. 


oO 


ELTA MANUFACTURING DIVISION 


ROCKWELL MANUFACTURING COMPANY 
MILWAUKEE 1. WISCONSIN 


Price subject to change without notice 






opportunities for Delta’ distributors! 


Tilting-Arbor Saw 
























$14950 


Includes cabinet with 
25” x 33” table, table in- 
sert for saw blade, rip 
fence and 114” guide 
rails, 214” arbor pulley, 
514” motor pulley, V- 
belt, 8” combination 
blade, miter gage, motor 
mounting plate, and 
power cord to connect 
motor and switch. 


(Splitter guard, motor, 
and switch are extra.) 


choice 











—for vital hospital services 


Among the great institutions of mercy there are 
few that can surpass the renowned Los Angeles 
County Hospital in beauty and utility. In it, as in 
many other modern hospitals, everything that pro- 
motes the health and comfort and sustains the life of 
ill humanity, has been incorporated. 

Primary and vital in the operation of this hospital 
is the maze of steel piping that transmits water 
heat, steam, electricity, chemicals, and compressed 
air to implement the ministrations of the ‘men and 
women in white.” 

In the selection of materials and equipment for 
such services . . . where only the most suitable is 


COMMITTEE ON STEEL PIPE RESEARCH 


good enough ... it is not surprising that stee! pipe 
is the first choice! Architects, engineers, and con- 
tractors know, from more than half a century of satis- 
factory experience, that stee/ pipe combines the 
qualities of serviceability, durability, adaptability, 
and economy. 

The fact that the overwhelming predominance of 
pipe used for plumbing and heating purposes is stee/ 
pipe, proves conclusively that stee/ pipe is first 
choice! 


The interesting story of “Pipe in American Life” 
sent upon request. 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Ave., New York, N. Y. 
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FOR ORDINARY 








APPLICATIONS" 









Buy your precision screws, socket 
keys, dowel pins and pipe plugs 
from your Allen dealer and get 
real service on a line of over 1500 
standard items, accepted all over 
the world as “‘tops’’. There’s no 
more respected guarantee of qual- 
ity than the Allen trade mark. 


WARNING 


‘TYPE screws arent 
Allen-TYPE 5 ADE. Be 


ALLENS. 


Dp ONLY T 


LEADING DISTRIBUTORS 





BUY FROM STOCK N 


i; 












LEN ‘IF YOU HAVE 


AN ENGINEERING 
JOB INVOLVING 








| FASTENERS" | 





A Dyoend On ent 


Write the factory direct for 
authoritative and imaginative 
engineering service on fastenings, 
backed by unmatched breadth 
of screw manufacturing facilities. 
Write here, too, for descriptive 


folders you require. 


ALLEN HANDI-HEX DRIVERS 


For continuous use, driving smaller size 
hex socket screws. Blade adjustable, 
reversible and renewable. Speeds assem- 
bly and cuts cost. 





ore onnecticut, V.>. 
NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES 
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Keynote of all 


Allen 


Advertising 





“Allen products are sold only 
through leading distributors... 
call on us direct for descriptive 
folders, catalogs and engineer- 
ing assistance.” 


x *k * 


This message or its equivalent will 
be repeated to a circulation of 
3,634,000 designers, purchasing 
agents, production executives, 
foremen and management men 
in twelve months’ time emphasizing 
that: 


1. Allen distributors enjoy com- 
plete protection. Every Allen 
screw, pipe plug and dowel pin 
sold is credited to the proper 
distributor, whether he makes 
the sale or whether it results 
from a direct inquiry. 


2. Allen gives you constructive 
sales help, not only through the 
Allen factory sales representa- 
tivein your locality, but through 
factory sales promotion and 
engineering assistance. 


Our policy is to continue making 
the Allen line not only a fine one to 
stock... but one profitable to push. 
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for Safety and Long-Time Service 


For schedules 40, 80 and 160 pipe — Sizes 1/9” to 4” 


SOCKET WELD TYPE 


Shocks and stresses imposed by high pressures and high temperatures are taken 








Vogt Ells, Tees, Crosses, etc., are 5 
—. eee ie cece in their stride because Vogt fittings are uniform in structure, fine grained, and 
Ee ckseuitemmumeees free from porosity . . . the superior product of laboratory controlled materials and 


giant forging hammers and upsetters. These properties also give higher resistance 
to erosive and corrosive conditions, thereby adding to service life expectancy 
in steam plants, petroleum refineries, chemical plants and related industries. 


HENRY VOGT MACHINE CO., INC. 
Louisville 10, Kentucky 


BRANCH OFFICES: NEW YORK e PHILADELPHIA e CLEVELAND e CHICAGO e DALLAS 


DROP FORGED 
STEEL FITTINGS 
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TESTS PROVE 


PYREX GAUGE GLASSES 


BRAND 


LAST LONGER and FIT BETTER! 
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CORNING BRAND STANDARD 
GAUGE GLASSES are made for 
moderate pressure service on boilers, 
vals, tanks, coffee urns, etc., where 
pressures do not exceed 200 psi. 





PYREX BRAND HEAVY WALL 
GAUGE GLASSES are designed for 
all the services listed above but for 
pressures up to 600 psi. 





PYREX BRAND RED LINE 
GAUGE GLASSES magnify the 
water level and stand out in dark 
inaccessible places—handle _ pres- 
sures up to 500 psi. 





PYREX BRAND HIGH PRES- 
SURE GAUGE GLASSES §$are 
recommended for pressures up to 
500 psi inclusive. They remain crys- 
tal clear under adverse conditions. 





MACBETH BRAND FLAT 
GAUGE GLASSES resist pitting, 
etching, fogging and staining to re- 
tain clarity for long periods under 
pressures up to 2000 psi. 





PYREX BRANDSIGHT GLASSES 
are available for low pressures and 
high temperatures as well as for 
high pressure service. They are de- 
signed for ovens, absorption columns, 
reaction kettles, furnaces, pressure 
vessels, stills and tanks of any kind 
where safe, internal visibility is 
required. 





PYREX BRAND OIL CUP AND 
LUBRICATOR GLASSES are made 
in sizes ranging from 14” to 6” in 
diameter to close tolerances. They 
provide high visibility and long life 
on machine operations, 















SALES OFFICES: 
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You give your customers the best service when you supply Corning Mill Supply Glassware 


Here is further evidence of the satis- 
faction you give customers when you 
supply Corning Mill Supply Glassware 

Comparisons of PYREX brand Tu- 
bular Gauge Glasses with other com- 
mercial brands available were made 
under identical pressure and service 
test conditions. These tests again veri- 
fied what users have long known... 
PYREX brand gauge glasses outlast 
any other make by a wide margin! 
They also fit more accurately and 
prevent leakage. 

When you consider the role research 
plays in developing and controlling 
all glass made by Corning, these re- 
sults are not surprising. But be sure 
you take advantage of them! You give 
your customer the best products... 
he gets the best service from them... 
you make a good profit on each sale. 

Well packaged and consistently pro- 
moted, Corning Mill Supply Glass- 
ware should be one of your leading 
lines because there are many needs for 


them “behind every smoke stack.” 





CORNING GLASS WORKS e CORNING, N.Y. 


NEW YORK « CHICAGO « SAN FRANCISCO 


MILL SUPPLY GLASSWARE 


TECHNICAL PRODUCTS DIVISION GAUGE GLASSES - GLASS PIPE --LIGHTINGWARE - SIGNALWARE 
LABORATORY GLASSWARE + OPTICAL GLASS +» GLASS COMPONENTS 
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-SHINYLAND 


MILLED STUDS 


a 
. 
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Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 


this quality product. 
Shinylands of the usual Ferry Cap high quality are S. imply < ecify 
furnished to regular milled stud standards with this ‘ 
additional feature — the land between threads a SHINYL AW os 
shiny, bright, mirror-finish. with land between threads 
Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 

%4” dia. and under. 

How's your stock of Shinylands? | 


=: 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD ° + CLEVELAND 13, OHIO 


CAP AND SET SCREWS * CONNECTING ROD BOLTS ¢ MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS ¢ HARDENED AND GROUND BOLTS © SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS - AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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SPECIAL FILE TYPES 
WHEN, HOW and WHY 


technical bulletins on 





penthesras SUPERIOR MILLED CURVED TooTH PLES 


© © 


be 


containing practical information on 





CONSTRUCTION. : 









Mirnlae Soapacies ited Cie wet Fant the \ 
Peet Biged Vanged "ope: ’ 











yse them for Aluminum, Babbitt, Brass, Bronze, 


pematin Magnesium, Die Castings, Cast Iron, 


Malleable Iron, Mild Steels, Annealed Too! Steels, 
Stainless Steel, Plastics, Die Making, Lathe Filing, 


WIGID AND FLEXIBLE TyPES 





Precision Work. 


Originally prepared and used os individual 


advertisements; now reproduced and bound in 
industrial monage- 

mphlet form for the use of i 
ens production heads, shop 


Lads, Aluminnes 
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With Nicholson, the manufacturing of files has had the 
study of four generations. New Nicholson designs and 
developments are unending. Nicholson-built file-mak- 
ing machinery is the most modern and efficient. 


To keep pace with industrial progress and modern 
production systems, Nicholson goes out into the field to 
study filing needs on the basis of “end results”. . . 
how proper files and filing methods can serve produc- 
tion managements in the saving of workmen’s time 


foremen and key mechanics. 
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00 Dstiern 


Piaeinte bie Molde. 





aad NICHOLSON | Fl 











800K, Hie FROLOFNY 
fang pein 





4e4, ; 
r ~ fe RICHOLSON FILE O0., 1 Acme Sirest. Providence § Reade intend 








ed 











LE CO., Providence 1, R. b > 


Conde, Port Hope, Ont 














“a oon help 


for industrial production heads, purchasing agents, key mechanics — and distributors’ salesmen 





(which is worth many times the cost of the files them- 
selves) and in the doing of better jobs. 


Much of Nicholson service is rendered through you 
the industrial distributor, through field engineers, and 
through highly informative printed material. 





e For the further file education of your salesmen, send for 
the above illustrated pamphlet, “10 SPECIAL FILE TYPES.” 


(State number of copies needed for you and your sales staff.) 


(In Canada, Port Hope, Ont.) 


NICHOLSON FILE CO. ¢ 42 ACORN STREET, PROVIDENCE 1, RHODE ISLAND = ato, 
Magnet 


FOR EVERY PURPOSE 
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puncing Big MORSE 





MAGNIFIED 6 TIMES ACTUAL SIZE 
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|| L000“PRIZE 


FOR THE BEST NAME for this 
















rr weeeen os eeees $1,000.00 cash 
 iiciseniuanas cicanuneenien $200.00 cash 
| L PEERELESTET TTT TT ETT TTT rT Tee $50.00 cash 
Fourth Prize..... So ceevecoesces Set of 4 dozen drills, 

any size you want. 
Pe NS eiicueiineieeuaneuws Set of 2 dozen drills, 


any size you want. 


ee ere ree ee Set of 1 dozen drills, 
any size you want. 


NOW IN YOUR INDUSTRIAL SUPPLY DISTRIBUTOR'S STOCK 


NEW MORSE DRILL 


AND 5 OTHER VALUABLE PRIZES 





TERMS OF THE CONTEST 


1. This contest does not cost you a cent, nothing but a little 
time and thought. No forms to fill out, either. Just typewrite 
your suggestions ona sheet of white paper the size of this page 
(smaller sizes might get lost) and write your name and address. 
2. There’s no limit to the number of names you can send in. 

3. Any person residing in the continental U.S. may submit en- 
tries—except employees and the families of employees of Morse 
Twist Drill & Machine Co., and its advertising agency. 

4. In case of duplication of winning name, duplicate prizes will 
be awarded. 

5. No entries can be returned, and all entries become the sole 
property of Morse Twist Drill & Machine Co. 

6. Entries must be postmarked not later than midnight, March 
15, 1949. 

7. The decision of the judges will be final. 

8. Address all entries to: NEW NAME CONTEST, Morse Twist 
Drill & Machine Co., New Bedford, Mass. 





WINNERS WILL BE ANNOUNCED IN THE MAY ISSUE OF THIS AND OTHER INDUSTRIAL MAGAZINES ... WATCH FOR THEM! 


FEATURES OF NEW MORSE DRILL: This new 
gold-colored Morse Drill delivers 50% more pro- 
duction, on multi-spindle automatic machines. 
This longer life comes from greater toughness and 
flexibility ...and guarantees substantial savings be- 
cause of far fewer drill-changeovers. 

Here is a completely new drill... ground from the 
solid, with heavier web, increased twist, and wider 


SOLD EXCLUSIVELY THROUGH MORSE-FRANCHISED DISTRIBUTORS 


flutes that clear chips through hole and jig bushing 
in a fast easy flow. But here’s the final payoff: Morse has 
added something new to drill manufacture... an 
extra, exclusive process that gives this drill more strength 
—more plain fighting guts to withstand higher speeds— 
than any other drill. This has been proved by thorough 
field tests. 58 sizes, from No. 80 to %", are now avail- 
able through Morse-Franchised Distributors. 


A DIVISION OF VAN NORMAN COMPANY 


BRANCH WAREHOUSES: NEW YORK, DETROIT, CHICAGO, SAN FRANCISCO 
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HOW TRUE! 


Trueness is all-important in the screw fastenings your 

customers use in their products. You can offer them con- 

sistent accuracy in dimension, thread and concentricity 
in Chicago ‘Safety Plus’’ Socket Screws. 

The unvarying precision fit of “Safety Plus’’ screws 
in quantities of thousands or millions means befter 
fastening for your customers’ products at lower cost. 
Due to their greater tensile strength, fewer fastenings 
are necessary—effecting a noticeable reduction in weight 
as well as a neater, sturdier construction. 

The extra in Chicago “Safety Plus” products results 
from the use of specially selected alloy steel, plus 
correct heat treating practice . . . combined with a 
precision threading method designed fo give full thread 
engagement, 

Have your customers find out how frue it is that the 
trueness and strength of Chicago ‘Safety Plus’’ Socket 
Screws will help them make better products . . . faster 
* « « more economically. 

Chicage "Safety Plus” Products Wuclude: 
Socket Head Cap Screws * Socket Set Screws * Strip- 
per Bolts or Shoulder Screws * Square Head Dog 
Point Set Screws * Socket Pipe Plugs °* Keys for 
**SAFETY PLUS"’ Socket Products * Hexagon Head Cap 
Screws, Steel and Brass * Square Head Cup Point Set 
Screws * Headless Set Screws °* Fillister Head Cap 
Screws © Flat Head Cap Screws * Taper Pins * Milled 
Studs °* Semi-Finished Hexagon Nuts, Steel and 
Brass °* Semi-Finished Hexag Castellated Nuts. 

Our merchandising policy is based on complete co- 
operation with the distributor. Write for details, 





INDUSTRIAL DISTRIBUTION © FEBRUARY, 1949 




















SALES 
STRATEGY &f 
THAT WINS 


Today, more than ever, plant operating men 
are looking for ways to cut costs. And Alemite 
“barrel-to-bearing” lubrication helps them do 
just that. It slashes the cost of handling and 
applying lubricants, saves time, work, and 
materials. Increases production of machines 
and profits, too. 





So, at every factory, mill, and mine you 
call on, tell the Alemite “barrel-to-bearing” 
story. Don’t merely sell a grease gun or a few 
fittings, sell the complete Alemite method con- 
sisting of all equipment necessary (1) for 
transferring lubricants from original drums 
quickly, without mess or waste, (2) for load- 
ing lubricants into guns with a saving of 334 
man hours for every 100 Ibs., and (3) for 
applying lubricants to machines with a saving 
of 23.9 man hours for each 100 Ibs. 


It pays off not only in more sales for you, 
but also in a bigger dollar volume per sale. 
In better satisfied customers, too! Alemite, 
1886 Diversey Pkwy., Chicago 14, IIl. 


-ALEMITE 


MODERN LUBRICATION METHODS 
THAT CUT PRODUCTION COSTS 


HIGH COSTS 





Why the Alemite Line Is Easier to Sell 
1, Every plant in every industry is a prospect. 
2. Alemite has the right unit and methods for every need. 
3. Alemite is the best known name in lubrication. 


4, Alemite backs you up with strong, consistent advertising. 
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A COMPLETE LINE 
OF QUALITY PRODUCTS 








A FAST-MOVING 
PROFITABLE LINE 





MARKET PROTECTION 
UNDER THE 
SELECTIVE DISTRIBUTION PLAN 





PERSONAL ASSISTANCE FROM 
SKILSAW REPRESENTATIVES 








SALES TRAINING FOR 
DISTRIBUTOR PERSONNEL 








AGGRESSIVE 
MERCHANDISING SUPPORT 











PROMPT AND EFFICIENT 
REPAIR AND PARTS SERVICE 
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As a SKIL Tool Distributor, you ve 
products models, sizes 


variety of 
accessories that help 


and the range of 


you sell more units -*° 
tions + °° in more fields ‘ 


SKIL Dis¢ Sanders 
SKIL Bench Grinders 


KIL Shears 
skit Nibblers 
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FITTINGS 


Connecting 
Copper, 
Brass, 
Aluminum 
Thin-Wall Steel 
and Flexible 
Tubing. 


Simple, efficient, 
easy to assemble. 


For low, medium, 
high pressure work. 
Gives repeated tight 
reconnection. 


HI-DUTY FITTINGS 


Available in Brass or 
Aluminum. Easier to 
assemble. Withstands 
vibration. 


Has flexible synthetic 
sleeve. Withstands 
major vibration, mi- 
nor tube movement. 


INVERTED FLARED TUBE 


Similar to flared tube 
fitting except seat for 
flare is inside body. 


and FITTINGS 


For making up flexi- 
ble liquid, air .and 
vacuum lines. 


BRASS PIPE FITTINGS 


Most shapes now forged 


VALVES 






For Low 

and Medium 

Most models Pressure 
made of Work. 


2-WAY HI-DUTY 


An extra sturdy valve 
for liquids and gases. 
Note solid bottom. 


3-WAY AND 4-WAY HI-DUTY 


Outstanding shut-off or dis- 
tributing valve for liquids, 
gases. 


2-WAY SHUT-OFF VALVES 


’ 


General purpose plug 
valves for a host of appli- 
cations. 





3-WAY SHUT-OFF VALVES 


For liquid and air lines or 
wherever two fuel tanks 
j are used. 


SHUT-OFF NEEDLE VALVES 
¢ 


Popular low cost valves. 
Compression, flare and pipe 
thread connections. 





DRAIN COCKS 


Plug and needle types. Vari- 
ety of styles. Positive shut- 
off, smooth operation. 








In Tube Fittings, Valves and Tubing Tools 
the IMPERIAL LINE is the COMPLETE LINE 





TUBE WORKING 
TOOLS 









a tool for every job 
—every tool a leader. 


t » Various sizes. Make 
ave / clean right angle 

re cuts on tubing %" to 
2%" 0.D. 


= 
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FLARING TOOLS 


Many excellent mod- 
els to flare tubing 
| sf Ww" to” OD. 


a se 
“Lilla ger 





a 


TUBE BENDERS 


Hand benders of 
open-side, heavy- 
duty and spring 
types. Sizes 1%" 
to %" O.D. 


OTHER TUBING TOOLS 


in the complete Imperial line include ream- 
ers, swedging, pinch-off and refacing tools 
and soldering torches. 









Ilustrated here are only a few representative 
products in the complete Imperial Line which is 
described in Catalog No. 350. Ask for 
your copy. A 


THE IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., Chicago 7, Ill. ‘ | 


for greater strength, 





— 
SHAPES and SIZES Elbows, tees, 
crosses, straight fittings. Std. sizes ¥e” to 34’ 
O.D. tubing. Pipe thread ends %&" to 12" P.T. 


SIZES %" to %" 0.D., %" to %” PLT. 
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Faster... . Positive 
Action and Control 
at Speeds to 5000 rpm 


Write for BULLETIN 
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AIR CYLINDERS 


A FEATURE OF CUSHMAN POWER CHUCKING EQUIPMENT 





AN IMPORTANT ANCE 
TO MEET TODAY'S DEMAND 


FOR SPEED '% macnn 








|_| Eee 











HIGH SPEED 
Qlaminum am CYLINDERS 


OPERA Om 

















2cs49 





The high r.p.m. of air cylinders for control of chucks, mandrels 
and other air operated devices mounted on spindles, posed a 
problem that Cushman engineers have solved . . . and we now 
present the new Cushman High Speed Air Cylinders for use with 
Cushman Power Chucks . . . and with other makes as well. 
Precision aluminum alloy construction lowers weight to a min- 
imum ... gives low flywheel effect . . . long service. 
Balanced air pressure on both sides of air seal minimizes leakage 
. means faster action, more positive control, time saving on 
short run operations. 
After assembly the entire cylinder is statically baianced for 
smooth operation. 
For advanced machine tool applications in sizes from 314” to 12”. Specify 
Cushman Power Chucking Equipment... for new or present machines. 


THE CUSHMAN CHUCK COMPANY 


Hartford 2, Connecticut 
Consult 


CUSHMAN 





| Clahig Exgisane Sizce 802 
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— WAREHOUSING 


for you 
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WIRE, » ROPE 


BOOSTING 
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ROEBLING ENGINEERS and your 
Roebling Field Man are always ready to 
work for you. They'll help you recom- 
mend the most efficient wire rope for a 
given job. They'll knuckle down and get 
the answer for any technical trouble. 
They'll lend a hand at showing users how 
to install and take care of wire rope for 
longest and cheapest service . . . Cash in 
on this help! It makes satisfied customers 
and brings repeat business. 





WHEN YOU'RE a Roebling distributor, 
it doesn’t matter where you're located. 
There's always a Roebling warehouse not 
far away . . . and it’s completely stocked 
with the full wire rope line and ample 
supplies of it. Roebling is thus able to 
supplement your own stock and to see 
that you get fast deliveries. Your custo- 
mers get what they want, when they want 

. Roebling distributors find that this 
helps hold old customers and win 
new ones. 


a Wy 
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ROEBLING ADVERTISING is boosting 
for you twelve months a year. It reaches 
everyone you sell and everyone you want 
to sell. Full pages, in color, run in trade 
papers throughout industry and tell of 
the extra performance and low-cost ser- 
vice of Roebling wire rope. Other adver- 
tisements, addressed to business owners 
and executives run in “Fortune” and 
“Business Week”. . . promote acquaint- 
ance with Roebling products and build 
demand for Roebling quality . . . 


BRANCH OFFICES AND WAREHOUSES IN PRINCIPAL CITIES 


Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. # Chicago, 5525 W. Roosevelt Rd. 
* Cleveland, 701 St. Clair Ave., N. E. % Denver, 1635 17th St. * Houston, 6216 
Navigation Blvd. % Los Angeles, 216 S. Alameda St. % New York, 19 Rector St. * 
Philadelphia, 12 S. 12th St. * Pittsburgh, 855 W. North Ave. * Portland, Ore., 
1032 N. W. 14th Ave. *& San Francisco, 1740 17th St. *% Seattle, 900 First Ave. 





JOHN A. ROEBLING’S SONS COMPANY « TRENTON 2, NEW JERSEY 


ROEBLING 
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DISTRIBUTORS! 


This advertisement, cur- 
rently appearing in 
leading industrial publi- 
cations, shows how Kop- 
pers is publicizing its In- 
dustrial Protective Coat- 
ings, and is paving the 
way for sales to plant 
management.Write us for 
full information. 








ait, 
KOPPERS 
WwW 


Taking the bite 


Koppers Bituplastic* Protective Coating 
does not “alligator.” This is a major im- 
provement over many types of coatings 
commonly used to protect exposed metal, 
concrete and masonry from the ravages of 
weather. 

For when a protective coating “alliga- 
tors”... breaks down into those unsightly 
cracks like the scales on an alligator’s back 
. .. portions of the underlying surface are 
frequently exposed, and protective efh- 
ciency is lowered. 

Koppers Bituplastic guards against that. 
It’s also waterproof, fire-retardant, virtually 
odorless and tasteless. It withstands ex- 
tremes of temperature. It’s an _ effective 





out of weather 


vapor seal over insulation . . . and can be 
used as a bond between the surface to be 
insulated and the insulation itself. Koppers 
Bituplastic completely covers exposed sur- 
faces with a thick, tough, quick-drying coat- 
ing that provides effective, lasting protec- 
tion against corrosion and deterioration. 
To meet varying corrosive conditions, 
Koppers makes a complete line of Industrial 
Protective Coatings. Koppers representa- 
tives will gladly recommend the Coatings 
that will give your plant the best protec- 
tion—that will hold your maintenance ex- 
pense to a minimum. Write us, without 
obligation, for new Protective Coatings 
Catalog. *T. M. Reg. U.S. Pat. Off. 


Koppers Industrial Coatings are sold through Industrial Distributors 


PROTECTIVE COATINGS 





KOPPERS COMPANY, INC., Dept. ID-2, Pittsburgh 19, Pa. 
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at this hacksawing record! 


PERFORMANCE 
of a single 
“JET-EDGE” Blade 


40 pieces 314” Nitroloy 


50 pieces 1” x 5” 
Cold Rolled Steel 


WEDNESDAY 
40 pieces 42” 50 Carbon 
Chrome Moly Steel 


THURSDAY 
10 pieces 4’2” 50 Carbon 
Chrome Moly Steel 


12 pieces 6” Standard Steel Pipe 
30 pieces 34” x 5” SAE 1020 


4 pieces 6°4" Rytense 


THINK what “Jet-Edge” can do for you! 


In metal cutting, records like this mean savings 
for your customers, more blade sales for you. It’s 
natural for your customers to want to standardize 
on the best, when “the best” means savings of 
from 20% to 50% on their power hacksawing 
costs. That’s what you can offer with this rugged. 
unbreakable new blade. A super high speed edge 
welded to an extra strong back is helping it out- 
perform the best blade you’ve ever sold. 


WRITE for details. 


Find out how you can profit from sales of this 
remarkable new blade. And don’t forget that it’s 
one of a wide range of Millers Falls blades that are 
proving profitable to alert industrial distributors. 


Mitiers Fatts Company. Dept. J 
Greenfield. Massachusetts 


MILLERS FALLS 
TOOLS 


It’s new! 
It’s “Jet-Edge”! 
it’s Millers Falls! 
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1. Is this an au-to-mo-bile? 
Yes, this is an au-to-mo-bile. 
It is a fine au-to-mo-bile and | 


POWELL VALVES 


helped to make every part of it. 


a, 








American Industry has gone a long way since McGuffey 
ee aie eee compiled his First Reader in 1836. But Powell Valves 


bolted flanged yoke, outside screw have matched every step in its progress. 
rising stem and tapered solid wedge. 


Literally, Powell Valves help to make everything that 
goes into the modern automobile. Because, whether it be 
motor, transmission, chassis, body, plastics, finishes, 
tires, anti-freeze, battery, gasoline or any other pro- 
cessed item,.there are Powell Valves exactly suited to 
control the flow of all media used in their production. 


This automobile merely illustrates the completeness of 
the Powell Line. The important point is that, no matter 
what your product may be, there are Powell Valves 
especially adapted for each and every one of your flow 
control services. 






<< 

Fig. 375—200-pound Bronze Gate Valve 
with screwed ends, inside screw rising stem, 
union bonnet and renewable wear-resisting 
“‘Powellium” nickel-bronze disc. 










Fig. 500—125-pound Bronze Gate 
Valve with screwed ends, screwed- 
in bonnet, inside screw rising stem 
and tapered solid wedge in sizes 
14" to 3%", inclusive; double wedge 
in sizes 1” to 3”, inclusive. 


+—- 

Fig. 150—150-pound Bronze Globe Valve 
with screwed ends, union bonnet and re- 
newable composition disc. 


eee 





Fig. 241—Large 125-pound Iron Body Bronze 
Mounted Globe Valve. Made in sizes 2” to 
16", inclusive. Has outside screw rising stem, 
bolted flanged yoke and regrindable, renew- 


The Wm. Powell Co., Cincinnati 22, Ohig — 2% verze seat and disc. 
DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 





They resist 
GRIDATION by cir, oxygen, ozone— 
have outstanding resistance to aging. 





They resist 
HEAT—are exceptionally stable or 
temperatures up to 250° F, 


qt Ry 





They resist 
SUNLIGHT AND WEATHERING—in o 
class by themselves in resistance to 
rubber's worst enemies. 


They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 





They resist 
ABRASION, CUTTING, CHIPPING—ore 
tough and durable under severe serv- 
tee conditions. 





FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories... new unusual applico- 
ions of neoprene. Write E. |. du Pont de 
emours & Co. (Inc.), Rubber Chemicals 
Division C-2, Wilmington 98, Delaware. 











/ 


Better rubber products are 
Du Pont NEOPRENE 


made with } 





It pays to sell compressor hose 
made with Neoprene 


After two years of continuous service, 
the air hose pictured above is still on 
the job! Conditions were tough, too... 
many lengths of hose blew out in a short 
time. No whip ends were used, and fre- 
quent overloading caused plenty of 
heat. But the neoprene cover and tube 
show no signs of failure. 

Even though the neoprene tube is 
covered with oil film and dried residue, 
it’s not swollen. Original fittings are 
still being used. And there are no soft, 
mushy spots in the hose . . . no tube 
disintegration . . . the cause of tool 
clogging and blowouts. The cover has 
been exposed to searing sun, driving 
rain, sub-zero cold. It’s been yanked 
and pulled over jagged terrain. Yet 
there are no cracks . . . no cuts or chips 
of any consequence. a 

You'll know why it’s good business to 
sell air hose made with neoprene—when 
you hear customers tell success stories 
like this. In air hose—and in any rub- 
ber product—neoprene meansefficiency 
and long, trouble-free service . . . im- 





portant factors in sales success and cus- 
tomer satisfaction. And neoprene can 
be compounded to supply exactly the 
right combination of excellent proper- 
ties required for a specific job. That’s 
why it pays to sell your customers neo- 
prene products. 

E.I.duPontde Nemours & Co. (Inc .), 
Rubber Chemicals Division, Wilming- 
ton 98, Delaware. 


NEOPREN 


cl PONT 


REG. U.S, PAT-OFE 
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Barry Steel Split Pulley 
. . . Correct design and 
distribution of material as- 
sure greater strength, true 
vibration-free running, and 
easy installation. Electri- 
cally welded tubular con- 
struction. Light in weight. 












\ 


Barry Conveyor Pulleys 


. . Light in weight but of tremendous 
strength. Welded construction with 
rims and discs of heavy gauge steel. 
Hubs of cast iron, removable and in- 











Dick Rope V-Belt Drives 


. . Belts can be depended 
on for maximum service 
with minimum stretch. Re- 
siliency maintained under 
hard service. High in 
efficiency. 

Sheaves carefuly balanced 
of accurately machined 
cast iron. Assure minimum 


belt wear. Highly efficient. 





Dick’s Balata Belting 


4” 


Immune to water and steam with 
high coefficient of friction, and low 
power loss. Designed and fabri- 
cated for maximum strength, uni- 
formity and durability. Applicable 
to power transmission, conveying 
and elevating. 


terchangeable. Straight or crown face 
as required. Tight drum construction 
prevents liquids or materials from get: 
ting into pulley. 








Essentials 
in a well-rounded 


power transmission 
service from a single 
source of supply . . 


DICK 














Ability to meet the essential re- 
quirements of industrial power 
transmission and conveyor serv- 
ices with the Dick line means that 
Dick distributors need look to 
only one source of supply for the 
equipment needed. Furthermore 
completeness with which Dick 


equipment is available means 
ability to sell more of your indus- 
trial customers. 

With Dick as your source of sup- 
ply you are assured a greater 
potential of the power transmis- 
sion business. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. Chicago, III. Seattle, Wash. 
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SUPER TOOL COMPANY 


21650 HOOVER ROAD DETROIT 13, MICHIGAN 


SURPLESS-DUNN CO. 


NEW YORK in Kohdkolaloi Mm °li taal olthaela- CHICAGO 
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“MARVEL” Has 





i the edge 





MARVEL High-Speed-Edge Blades assure Faster, more Accur- 
ate cutting with proven Economy and complete Safety. Only 
the MARVEL is a composite blade with a high speed steel cut- 
ting edge electrically welded to an exceptionally tough, strong 
alloy steel body. 


The High-Speed-Edge does the cutting while the alloy back, 
with hardened eyes, carries the load. Blade tensions up to 
300% higher than those possible with ordinary blades are 
recommended. This greater tension is confined to the cutting 
or leading edge by the location of pin holes (exclusive MARVEL 
design feature) and cannot be overcome by work resistance. 
Heavier feeds and greater speeds are practical without “run 


out.” 

High-Speed-Steel cut- 
With greater accuracy, higher production and lower cost per 1. i oo. oe 
cut, come the extra dividend of Safety, for MARVEL High- 9 cage. 
Speed-Edge Hack Saw Blades are Positively Unbreakable— ee 
they will not shatter. 2. alloy a body with 
MARVEL High-Speed-Edge Hack Saw Blades cost no more hardened eyes. 
than ordinary high speed blades. MARVEL High-Speed-Edge 
Hole Saws not only have the “edge” but the tough alloy steel 1&2 Integrally welded to 


bodies which give them the extra strength needed for deep 
work on drill presses and lathes. MARVEL Band Saw Blades 
come welded to size ready for use, packaged in individaul 


* make a _ fast-cutting, 
long lasting composite 
blade that is positively 


boxes . . . these three lines of superior metal-cutting saws 
constitute the very finest blade service you can offer your unbreakable. 
customers. 


ARMSTRONG-BLUM MFG. COMPANY 


“THE HACK SAW PEOPLE” 


5700 BLOOMINGDALE AVENUE CHICAGO 39, ILLINOIS 
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Range of Selling Services 
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VER 2,225,000 messaces TELL 


YOUR CUSTOMERS HOW TO INCREASE 
PRODUCTION AND CUT OPERATING 
costs --THE /inco/n way: 


Lie Cnte tic bang Stems) Forceful Lincoln advertisements are continuously telling 


Lower Maintenance Costs 


(gertyew fare industry how to automatically lower operating costs, increase 


production rate, control product quality, and lengthen 


machine life through Standardized Lubrication Practices. 


These Publications are read by YOUR Customers 


@ FACTORY MANAGEMENT * 

and MAINTENANCE @ MacRAE'S BLUE BOOK 
MILL and FACTORY IRON and STEEL ENGINEER @ THOMAS’ REGISTER 
* 


@ COAL AGE 
° 
* 
MODERN INDUSTRY @ TEXTILE WORLD MANUFACTURING and 
* 
° 


MECHANIZATION 


PLANT PURCH. DIRECTORY 


LUBRICATION ENGINEERING INDUSTRIAL DISTRIBUTION INDUSTRIAL ENGINEERING 
MACHINE DESIGN INDUSTRIAL EQUIPMENT @ CANADIAN INDUSTRIAL 
PRODUCT ENGINEERING NEWS EQUIPMENT NEWS 


These leading industrial publications carry Lincoln’s messages to your cus- 
tomers. Make the most of this opportunity to broaden your range of selling 
services by utilizing these messages. They will help you sell more Lincoln 
Lubricating Equipment. Lincoln Industrial Lubricating Equipment is distributed 
through Industrial Wholesalers—under a plan of selective representation in trade 
territories. Your territory may not be completely covered. Write for information. 


Apply the Right Lubricant . . . In the Right Quantity. . . At the Right Time 





T.M. Lincoln Reg. U.S. Pat. Off, 





Lincoln is the originator of the Kleen- 
seal Surface Check Grease Fitting —The Builders of complete Lubrication Systems for a quarter of a century 
modern fitting with the ball in the top. 


LINCOLN ENGINEERING COMPANY « 5701 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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Show Your Customers 
LOWER COSTS-—HIGHER PROFITS 
with Simultaneous 


BURRING e FINISHING 
CLEANING ¢ POLISHING 


OUR CUSTOMERS 

will appreciate your 
recommendation 
of Brightboy, which combines 
burring, finishing, cleaning, pol- 
ishing, .—including close-tolerance, 
precision work—into one time- 
saving operation! Comparison 
quickly shows the substantial 
savings and profits which Bright- 
boy achieves over these separate, 
time-taking production steps. 


WELDON ROBERTS 


Bright 


Dealers definitely need Brightboy to 
round out a complete abrasives service. 
Consistently advertised, widely-used 
Brightboy provides splendid profits be- 
cause of its adaptability and versatility; 
it is employed for a wide range of appli- 
cations immediately following the coarse 
grind and extending through the final 
finish and polish. 


The Brightboy Service Department will 
work closely with you, furnishing recom- 
mendations for solving specific finishing 
problems confronting your customers. 
Write for details of Brighthoy’s attrac- 
tive dealer franchise plan. 


WELOQN ROBERTS 


Brightboy 


CUSHIONS the abrasive 
‘Sim Itaneous BURRING - FINISHING CLEANING « POLISHING 


A eas Note 
in 
Abrasive 
Finishing 


ABRASIVE 
RUBBER 


The SOFT RUBBER binder. 


WHEELS 
BLOCKS © 
STICKS 
RODS ff 


; For Manual ig 
: _ And Machine 
ef vations ka 


The Soft Rubber "Binder Tiniiens The ‘aes 


BRIGHTBOY INDUSTRIAL DIVISION 


Weldon Roberts Rubber Co. Newark 7, N. J. 
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[ the SENSATIONAL NEW 
PAYSWELL 
















BUILT-IN 
COMPRESSOR 


and MOTOR 


_ NOMINAL 
WEIGHT 
ONLY 


a POUNDS j 





STURDY 


CONSTRUCTION . 


The PAYSWELL is the sprayer 


, 50 Ibs. pressure everyone has wanted. You can 


a 


sell it and make money. 


MAIL THIS COUPON TODAY! 


Selice Corporation, 815 Andrus Bidg., Minneapolis 2, Minn. 
|, too, want to make money with the Payswell Sprayer. | woule 

S E L ae 0 C0 R PO R ATl 0 N like to see all of your dealer aids and successful selling plons 
along with discount schedules. 

815 ANDRUS BUILDING 

MINNEAPOLIS 2, MINN. NAME 


(Please Print) 


ADDRESS 


——_ ZONE __STATE 

















Ra FR ER I SE 


: mas Sono eng 
RIN SF RS 








PRESCRIPTION? — SOLDER! 


New cars and body parts are still scarce. 
The old must be patched up... hammered 
back to shape, smoothed and refinished. 
Restoring auto body contours is just one 
of the jobs efficiently handled by solder. 
There are many others, and there is a Federated solder for each. 


In the manufacture of body solder, as in other Federated 


products, step-by-step quality control and adherence to exact- 
ing standards assure the user of precise mixtures. 





Whatever solder you need — body, acid core, rosin core, 
solid wire, triangle, strip, wiping, segment, bar, 
g k 
pig, drop, foil, or ingot —see Federated first. 

To order, call or write any of Federated’s 11 
y 
: 
plants or 25 sales offices from coast to coast. 











Seduce METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N. Y. 
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PYOTT 


PULLEYS 


Solve Your Pulley Stock Problem 























Now, by stocking only a few sizes of the new Pyott Que-Dee 
(Quick-Detachable) Pulley, you can offer your customers Pyott 
Red Face Quality plus immediate delivery on popular sizes. It's 
sondite because Pyott now makes the Red Face Pulley for use 
with the same interchangeable Taper-Tight Bushing which has 
long adapted Pyott Que-Dee V-Belt Sheaves to varying shaft 
sizes. You.stock only a few standard diameter and face width 
pulleys. Que-Dee Bushings adapt these pulleys to your customers’ 
shafts. In brief, a minimum investment equips you to provide an 
improved pulley and sheave service, fast delivery and Pyott 
quality that customers will appreciate and buy, to 
your profit. Write for full details, 





Pyott QUE-DEE Pulley 
with TAPER TIGHT Bushing 





328 NORTH SANGAMON STREET 
CHICAGO 7, ILLINOIS 
MONROE 6-0296 
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Good products. 
for you to handle...and 
here are 3 reasons why 


1 Whatever the heat-insulation need aa 
might be, you'll find an efficient, 
economical K&M product to meet 
that need. K&M has a complete line 
of low pressure insulating materials 
...as well as “Featherweight” 85% 
Magnesia and Hy-Temp insulations for 


higher temperatures. 


2 K&M has adequate, modern manu- 
facturing facilities to assure you of agood, 
steady source of supply of these materials. 


3 For 76 years, Keasbey & Mattison 
Company has been serving home and 
industry ...and has a Nation-wide 
reputation for high-quality producis. 


Put these 3 points together, and they 
add up to the fact that it will pay you 
to handle the K&M line of insulating 
products. For further information on 
products and profits write to us—we’ll 
answer your inquiry promptly. 


K&M Air Cell Pipe Insulation provided efficient insulation on low pres 
sure steam lines, while K&M Duplex was used on cold water lines, 


K&M LOW PRESSURE INSULATIONS 


K&M Air Cell Pipe Insulation 

K&M Air Cell Sheets and Blocks 

K&M Fine Corrugated Air Cell Pipe Insulation 

K&M Special Fine Corrugated Air Cell Pipe Insulation 
K&M Special Fine Corrugated Air Cell Sheets and Blocks 
K&M Simplex “Super Shrunk” Pipe Insulation 

K&M Bestfelt Pipe and Block Insulation 

K&M Duplex Pipe Insulation 

K&M Amblerex No. 2 Insulating Cement 

K&M No. 152 Asbestos Finishing Cement 


K&M HIGH PRESSURE INSULATIONS 


K&M “Featherweight” 85% Magnesia Pipe and Block Insulation 
K&M Hy-Temp Pipe and Block Insulation 

K&M “Featherweight” 85% Magnesia Cement 

Section of 4-ply K&M Air K&M Hy-Temp Cement 

Cell Pipe covering, show- 

ing its laminations of cor- 

rugated asbestos paper. 


7 
%aen 
Farcatea” 


Nature made bsbestos...Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY e AMBLER ¢ PENNSYLVANIA 
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FoR YOU! 






Here’s how Butterfield 
helps you wrap up 


new sales... 









Yes, Butterfield goes all the way to 
help its distributors make sales. Take 
« look at this list of helps: 





®A hard-hitting space advertising 
campaign that carried 775,422 selling 
messages to your prospects in 1948... 
with a direct appeal to “buy from your 
Butterfield Distributor”. 


® A basic sales idea — “Butterfield... 
The 100% Inspected Tools” — that 
stimulates sales by giving your 
prospects an exclusive reason why 
Butterfield tools are so dependable in 
performance, so uniform in quality. 


® A progressive distributor policy that 
insures you full protection... full co- 
operation ... because Butterfield real- 
izes the truly great value of Industrial veavor nc = 

Distributors to the economical marketing conc seavict |-——— 
of its products. Aun’ “<< 


a 
accunact 


yarsonmit 





® A well-directed “merchandising kit” 
which emphasizes materials which your 
customers want and use... including 
tap size charts, decimal equivalent 
charts plus really informative envelope 


stuffers. 





®A staff of factory-trained repre- 
sentatives to help you and your custo- 
mers get the most from Butterfield tools. 


5 ti 





All these are yours when you handle w4 |= =| =- 
the Butterfield Line. Why not see if 
there's an open franchise in your area? 
: Write: Union Twist Drill Company, 
BUTTERFIELD DIVISION, Derby Line, 
Vermont, and Rock Island, Quebec. 





aa? 


















aagii 
3 


: 





BUTTERFIELD 


7 

t 

i % CTED TOOLS 

INSPE 

THE 100 

» 

a 

a 


ae on ae tee ne 


ndividually Inspected 


Every Tool | 


ld TAPS © DIES *© REAMERS © SCREW PLATES 
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SALES OPPORTUNITIES, 4 VY 


Bench Grinders 


Precision Since 1840 


with the complete line of 


BRADFORD 


ELECTRIC TOOLS! 


Palm Drill ‘ i q Grinders 


Braprorp’s complete line of precision-made elec- 
tric tools gives you a sales prospect at every turn. 141 
separate tool models make it easy for you to supply the 
right tool to fit each customer’s work requirements. No 
other line of electric tools gives you so many market 
opportunities. 


More than 100 years of precision machine tool manu- 
facture stand behind the production of Bradford Electric 
Tools. Each tool model combines top-quality materials 
with skillful design and sound engineering. Your cus- 
tomers will approve Bradford design, construction, per- 
formance, price. Make it your business to do more busi- 
ness with Bradford—the complete line of modern elec- 
tric tools. Write today for details. 


~ Write tox your free copy of the fully 
illustrated complete Bradford Tool Cata- 
log. You'll see exactly how Bradford Tools 
fit into your market's sales potential. 


P a ' i 
Buffers fA oe ; 


Drill Stands 


Triple Tool 
Sander-Polisher-Drill 


THE BRADFORD MACHINE TOOL COMPANY 


655 Evans Street . . . . . Cincinnati 4, Ohio 
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94 PAGES OF USEFUL SALES DATA 


ERE’S General Electric’s latest aid 
to selling Planned Lighting. It’s 
an up-to-the-minute, simplified manual 
—‘Planned Lighting Guide Posts’’. 
This 94-page handbook contains the 


essential information every salesman 













must know to do a real job of selling 
lighting to factories, offices, and stores. 
In five clearly written, fully illustrated 
chapters, it covers the subjects of light- 
ing fundamentals, lighting design and 
layout, office lighting, factory lighting, 
and store lighting. Also included in a 












convenient back pocket are a G-E Fluo- 






rescent Lighting Calculator and a handy 
Footcandle Selector. 






A COMPLETE SALES TOOL 






The typical pages shown here give you 





e, Color in 




















General Ries ~~ an idea of the kind of information con- 
3 tained in “Planned Lighting Guide 
. Posts”. It is a complete sales tool for 
. oF both new and experienced lighting 
ighting Fixtures . | salesmen. 
—ie of HOW TO GET YOUR COPY 
















The “Planned Lighting Guide Posts” 
is available from your G-E lamp sup- 
plier at cost—$1.10. It’s another of the 
many ways in which General Electric 
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Another 
helps you make more Planned Lighting 














ae ar sales . . ; more profits. Call your G-E 
gmuzaion FA lamp supplier today for your copy. 
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easy way to select 
roller chain drives 


We've made it easy for you and your customers to 
select properly roller chain drives. In this new 
bulletin... No. 48-1... you can choose the right 
drive for your needs in six easy steps. Just follow 
the simple instructions and tables. That’s all there 
is to it! 








It’s a book that will save you and your customers 
time and money. The chains and sprockets listed 
are stock items . . . a range that is complete for 
virtually every need ... yet that’s streamlined to 
simplify selection, and cut replacement and stock- 
ing costs. 


Then, too, there’s important information on lu- 
brication, installation and maintenance . . . speci- 
fication and price data. And, there’s a section on 
Flexible Couplings . . . simple selection data, price 
and specification information. 


Don’t overlook this important selling tool. If 
you have not already received your copies, write 
today to Baldwin-Duckworth Division of Chain 
Belt Company, 378 Plainfield Street, Springfield 2, 
Mass. 








DWIN-REX 


ROLLER CHAINS 


a complete line from VYa-inch to 22-inch pitch 
BALDWIN-DUCKWORTH DIVISION OF CHAIN BELT COMPANY 
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SIVE CO. 





New Shipping Facilities 
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accel completed . . . and now 

aaa” in operation . . this addition 

AN to our Philadelphia Factory 

SIMONOS means better service from Simonds Abrasive Co. to 





Philadelphia, Pa. 


ATI. a. you and your customers. These facilities include 


spacious storage and work areas, the most up-to-date 





equipment for handling, marking, packing and ship- 


Arvida, Quebec 


sinsenapmnnenetagtinn ping grinding wheels and other abrasive products. 
SIMONDS ABRASIVE COMPANY 
is @ division of The result is better packing, quicker shipments. 


This progressive conception of service characterizes 





Saws, Machine Knives, Files every phase of our manufacturer-distributor set-up. Let 


pes ON2s aaa IONS us show you examples of the progressive, profitable 
a Montreal, Con. . . ° ° 


Nim sales helps Simonds Abrasive Co. distributors regularly 
receive. Write. 


SIMONDS ABRASIVE COMPANY, TACONY & FRALEY STREETS, PHILADELPHIA 37, PENNSYLVANIA 
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..e both in production 
and “on location” 








. when machine-builders buy the 
idea”’ of AMERICAN PHILLIPS SCREWS 


meODUCTION. “PAYOTS ai up toward American Phillips 
Screws are policing i bly departments. ° er and better. 
Shiny surfaces are never 8° scan Phillips Ss i e fumble- 
proof, skid-proof, slash-proof. And they can be handled by 4 

speed that time-savings average 50% over slotted screws. 


STEADY “PLAYS” ij sure to be attracted b hines, assembled with 
modern, attractive American Phillips Screws --° universal crossed 
recess. No burred heads to snag clothes. No loosenin ibration and 
incessant use- And no ma ou make oF vend, chan t doubly, 
too, through the production savings and merchandising powe Phillips 
Screws: Write. 


AMERICAN SCREW COMPANY, PROVIDENCE 1, R. |. 


Chicago 1: 589 E. Illinois St- Detroit 2: 502 Stephenson Building 


ALL TYPES © 
ALL METALS: Steel, 
Brass, Bronze, Stain- 
less Steel, Aluminum, 


Monel, Everdur (sili- 
con bronze) 





INDU 
STRIAL DISTRIBUTION © FEBRU 
ARY, 1949 





There’s a Porto-Power to Sell to 
Every Plant... Every rpg 


$-79 Heavy-Duty 20-ton Porto-Power kit includes 
hydraulic unit and a basic assortment of attach- 
ments for a wide range of industrial mainten- 
ance, production, and assembly jobs, and con- 
struction work. 


$-31 10-ton Industrial Maintenance Kit—a pop- 
ular assortment for mills, mines, factories, ma- 
chine shops and construction projects. Hydraulic 
Unit and attachments have versatility and ca- 
pacity for all general work. 


SA-16 2-ton Bantam Porto-Power assortment con- 
tains a complete selection of 23 attachments 
and compact hydraulic unit. A utility assort- 
ment for work requiring moderate force or for 
compact quarters. 





P-182 Electrically-Driven Hydraulic Pump, Con- 
verts hand-operated Porto-Power to power oper- 
ation. Handles one to 25 rams — speeds pipe 
bending and other work. Single control knobl 
Also adaptable ¢ to special installations. 


$-36 and S-30A Pipe Benders work with hand- 
operated units or fast P-182 pump. Bend con- 
duit and heavy-duty pipe from 1°’ to 4" in 
diameter without heat or auxiliary equipment. 





Z-258 Press for 1U-ton Porto-Power ram. Has 
special brackets for mounting on bench. Makes 
a durable, practical shop press for production 
operations and maintenance jobs. 








$-80 50-ton Porto-Power unit and Z-319 Toe- 
Lift Sleeve. Handles the big jobs. Weighs only 
110 Ibs. Easily carried by one man. Toe-lift 
slips over ram — permits safe, easy lifting of 
transformers and other heavy machinery. 








i 
i 
} 
' 
| 


ble spots. 


Wedgie is a crevice and tight-quarters special- 
ist. Works with standard 2-ton Bantam, or 10- 
ton Porto-Power pump. Solves problem of get- 
ting controlled power into otherwise inaccessi- 


$-76 This 7-ton hydraulic Porto-Power unit in- 
cludes standard 10-ton Porto-Power ram and 
special 7-ton short ram. Used in small restricted 
space where power and compactness are needed, 


Porto-Power VERSATILITY CREATES GREATER SALES 





OPPORTUNITIES FOR YOU 


Everyone you call on is a customer for Porto- 
Power. With its unmatched array of units and 
attachments, Porto-Power is adaptable to “1001” 
production and maintenance jobs. It is so ver- 
satile you can sell it in every plant you call on. 
And, not only will your push on Porto-Power 
pay you dividends, now, but it will keep on pay- 


A Product of BLAACKHAWK MFG, CO. Dept. 


ing, too, because Blackhawk constantly adds 
new attachments to meet the changing needs of 
industry. All of these are adaptable to the stand- 
ard Porto-Power units. For bigger profits now 
and continued sales, it will pay you to talk and 
sell Porto-Power and Blackhawk on every call. 


P-1729, Milwaukee 1, Wisconsin 


BLACKHAWK 


D JACKS — WHEELED JACKS — WRENCHES — PORTO-POWER — RECK 
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Hose for cleaning by air 


““‘Maybe your hose problem’s not so tough, maybe tougher .. .’ 


« 


“.. . But whatever it is, chances are that Raybestos- 
Manhattan has a hose to solve it.” This is the testi- 
monial of the Lewis Supply Company, Memphis, Tenn. 


One of their customers was having trouble handling 
anhydrous ammonia. Ice formed in the hose, which 
caused the hose to become brittle and to crack. Lewis 
Supply turned the problem over to Manhattan research 
men. They quickly developed a special “anhydrous 
ammonia hose”. 

This, of course, enabled this Raybestos-Manhattan dis- 
tributor to render outstanding service to the customer. 
It’s a story that has been repeated many times with 


Bondo HOMO-FLEX Hose “Flexible as a Rope” 


a 


many hose problems. Manhattan engineers have de- 
veloped no less than 63 different types of hose, each 
for a specialized purpose. 

Famous among Manhattan’s standard constructions 
are CONDOR, for heavy duty jobs from sand blasting 
to dredging . .. and HOMO-FLEX, the easy-to-handle 
hose for air, water, suction, paint spray, etc. Newest 
development is RAY-MAN, made with rayon cord for 
extra light weight and flexibility on small air tools. 


Many troublesome maintenance and equipment oper- 
ating problems are eliminated when you make Man- 
hattan your choice. 


Keen Ahead With Manhattan 





RAYBESTOS 


em es Rte naa 
ses a 


- MANHATTAN unc. 


PASSAIC, NEW JERSEY 
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Pre-formed 
CARMET CARBIDE 
Inserts for 
Blanking Dies 


ie produces 20 times % 
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THIS 82-PAGE BOOK ON 
WIRE ROPE IS FREE. WRITE 
FOR YOUR COPY TODAY! 


Thousands of wire rope 
users have found that the 
information packed in the 
pages of “Know Your 
Ropes” has made their work 
easier. It’s full of sugges- 
tions on proper selection, 
application and usage of 
wire rope. It’s easy-to-read 
and profusely illustrated. 
For your free copy, write— 
Wire Rope Sales Office, 
Wickwire Spencer Steel, 
Palmer, Mass. 





Field lubrication of wire rope does much to prevent friction and corro- 
sion and should not be neglected. However, it is only a surface treatment. 
To provide proper internal lubrication, every strand of Wickwire Rope 
is actually formed in a stream of hot, quick-setting lubricant which packs 


the many spaces between the wires of the strand. 


Fiber cores, too, are saturated with a compound that lubricates the 
strands after the rope has been put in service. This built-in protection is 
the result of years of study to develop a lubrication system that would 
afford protection against factors which bind ropes and result in loss of 


strength and rope life. 


Thorough lubrication is only one step in the quality control of 
Wickwire Rope manufacture—but we at Wickwire believe that every 
step is important to assure finished rope that will provide the utmost in 


performance, safety and long life. 


Wickwire Distributors and Rope Engineers are always ready to help 
solve your wire rope problems and supply the right rope for your needs. 
Wickwire Rope is available in all sizes and constructions, both regular 
lay and WISSCOLAY Preformed. 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 


WICKWIRE ROPE CR 


ESUBSIDIARIE 


WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. EXECUTIVE OFFICE— 500 Fifth Avenue, New York 18, N. Y. 


SALES OFFICES—Abilene (Tex.) * Boston « Buffalo * Chattanooga * Chicago * Denver « Detroit * Emlenton (Pa.) « Fort Worth * Houston * New York « Philadelphia « Tulso 
PACIFIC COAST SUBSIDIARY —The California Wire Cloth Corporation, Oakland 6, California 
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‘Tie NEW WET 


SIOUX 


VALVE FACE GRINDING MACHINE 
"“Stugle Head” 


Here’s a big unit at low cost for the 
average Garage or Car Dealer. Years 
ahead of anything on the market. 


Sold Only Through authorized SIOUX Distributo: 


STANDARD THE (if 3 WORLD OVER 
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GORHAM TOOL CO. « 14400 WOODROW WILSON ° DETROIT 5, MICH. 
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DISTRIBUTORS’ OPPORTUNITY 


There are still a few territories available for live- 
wire distributors. Profit by handling the fast selling 


products of the World's largest Gauge Maker. 
Write today for complete information. 





ers 


-- Beca Assures More 
use USG Assures More Value 





from year to year Original 7” the same 

manufacturers (OEM’s) d equipment 
gauge value ... accu s) demand substantial , 

quality at economy ie » durability, and SUPERGAUGE FIG. 1600 

: speci ICCB ws and , For heavy-duty service where a gauge 

ify US. Gauges. 6 om of 10 \ of quality and high accuracy is required. 

: : } Stainless steel movement with deep 

° a bushed bearings. Phosphor bronze, be- 


They know 
: that Us Tnstru ; 
: ™ 
service, more accuracy, more t _— give more ‘ fa ryilivm copper or welded stainless steel 
money. They know usc : bs value for the ro ‘ bourdon tube in.iron oF —_ —. 
: : ; can . Low back connections. nges: 0 to 
-needs~—-from highly specializ supply all their nea 15 1 20,000 tbs. psi 

Nellie ke boxe i pecialized instruments 

to siaidand t ow as 1” of mercury absolute 

vacuum to 106.0 gauges measuring from 30": 

“Crnge oe mae ase? seni ty Pash | 
en. ow that for more : 

years US Gauges have been Semen ree oster sy HIGH PRESSURE SOLID 

standard of FRONT GAUGES 
' Designed for testing high pressure gases 


al equipment ~ 
and liquids these gauges are built to 
the highest possible standard. Solid 


manufacturers speci 
other make. died US Gauges than any é* , 
: ; : wall, cast integral with case, separates 

‘ the tube and movement section from 


: you order gauges, pee 
_of these satisfied users bus follow the lead: R oobserver. Bourdon tubes of specially 
ee For more * ea ae woe y Us Gauges ’ y selected beryllium copper or stainless 
er inf forma tion about US G a. Pyare . steel are threaded at both ends. Has 
ake ay. United. States c oe an white — — deep bushed stainless steel movement 
oe ‘American Ma eggs rite Division of. : = 2% of high ratio. Cast brass case and ring. 
ae arias : e and eo et ; Ranges: 100 to 100,000 Ibs. pressure. 
oe 








Sect ee ——— 
iis pote Sek 3 


LE Rae? 
pee 


ABSOLUTE PRESSURE GAUGE 


iantidde-Aarreh uneibkc earrings 

du e.. . BETTER ON * hie E... BETTER oo 2y i A highly accurate, dependable instru- 
: . : YOUR PROD , es 8 " ment for measuring absolute pressures. 
. ; er eS Pe seit, DUCT mn ¢ Gauge is seal case type designed to indi- 
, ee oe  < cote pressure or vacuum admitted to in- 
ts Se Soe? ne Neue terior actuating the seasoned berylliym 
copper diaphragm.Blackmolded phenolic 
case is corrosion resistant, suitable for use 
inhighly contaminated atmospheres. Dial 
is 234" in diameter. Ranges: 20 milli- 

meters to 100 inches of mercury. 





: 
Volume Controls e Altitude Gauges e Boiler G es e hemi al G vges e« Dial Thermometers e Glass Tube 
Gauges ¢ Cc aug 
and Air-Brake Gauges ° Recorders ° Controls and Alarm Gauges e Voltmeters e Ammeters ° Welding Gauges 
a $ a 9g a Pp 
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FAMOUS 


WISS metal cutting snips 


for every purpose 


\ CUTS STRAIGHT 
\\ 
outs Lo, on M3 


gm “ 


4 
3 


METAL MASTER 

SNIPS 

Outstanding new development in snip 
design and construction. Compound 
leverage produces amazing cutting 
power with minimum effort. A set of 
3 snips, M-1, M-2 and M-S takes care 
of the most intricate jobs involving 
inside holes, circles, complicated pat- 
terns, etc. Rubber grips recommended. 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


STRAIGHT CUTTING 
SOLID STEEL SNIPS 


For workers who do not need the spe- 
cial qualities of Wiss inlaid snips. 
They meet government specifications. 
For garages, machine shops, home 
workshops, the farm, etc. 4 sizes from 


INLAID BLADE 


M2 


INLA!ID BLADE 

STRAIGHT CUTTING SNIPS 

The basic snips for straight metal cut- 

ting. Gun metal finish handles. Tough 

crucible steel inlaid blades. Popular 

because of cutting ease and long life. 
5 sizes from 912” to 144%” long. 


NO. V19 COMBINATION 
CUTTING SOLID STEEL 


V19 COMBINATION CUTTING 
SOLID STEEL SNIPS 


Strong, well made, solid steel combi- 
nation pattern snips. Will cut curves 
and irregular shapes with ease. Accu- 
rately tempered jaws and strong bolts. 
13” long, 3” cut. No. V13 is handy 
pocket size, 7” long, 154” cut. 


INLAID BLADE 

COMBINATION SNIPS 

Made with straight blades, but ground 

and shaped so they readily cut curves 

andirregular shapes as wellas straight. 
2 sizes—12%” and 13%” long. 


NO. 5 INLAID 
BULLDOG 
HEAVY-DUTY SNIPS 


INLAID BULLDOG 
HEAVY-DUTY SNIPS 


For cutting monel metal, stainless 
steel, Allegheny metal and other tough 
alloys. Invaluable for bench work for 
cutting strap iron bands. Regularly 
tested on 18-gauge galvanized iron. 
17” long, 24%” cut. 





8” to 12%4” long. Quality for more than a century 


J. WISS & SONS CO., NEWARK 7, NEW JERSEY 
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REFRAC TORIE 


| | 
M a continuing symbol of 


= NORTON QUALITY 


. « « the same wide variety of products ; . . backed 
by the same extensive research . . . backed by the same 
manufacturing skill in a modernized plant—now marked by 


a modernized version of the familiar Norton trade-mark, 


Every Norton product—from Worcester as well as from 
the Behr-Manning division at Troy—will bear this symbol 


of Norton quality. 


vr. 
o a 
oh 


PER 


SHARPENING STONE 


ee 


oe 
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three 
machines 
in one 


Gj 


This low-cost DURO Router-Shaper- 
Carver can be converted from one 
use to another in a few seconds 


An ideal machine for these quick-changing times— 
when the ability to shift rapidly and economically from 
one set-up to another is vital. 

Here is an unusually flexible machine that can be 
used for routing, shaping and carving wood, metal or 
plastics. Combines high speed (20,000 R.P.M.) power 
(1200 watts at the spindle) and solid, heavy construc- 
tion that gives smooth, vibrationless cutting. Is extremely 
filexible—can be transformed quickly into a Shaper or 
Carver. Standard equipment handles 1/4”, 5/16" and 
3/8” bits for routing—5/16" and 1/2" bore shaper 
cutters—and all standard cutters for carving. Has many 
special features including: Specially designed G. E. 
Universal Motors, New Departure Precision ball bear- 
ings, precision machining throughout; Table can be 
instantly adjusted to any height without holding foot 
pedal. Chuck is part of spindle and holds adaptor and 
cutter close to work, thus preventing whip. Many other 
exclusive features. Unusually low-priced. 

Send for Catalog — giving full specifications and 
prices on the DURO Shaper-Router-Carver—and other 
DURO quality Machines including Drill Presses, Circular 
Saws, Band Saws, Flexible Shafts, Lathes, Sanders and 
Electric Drills. 


~DURO TOOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO. 2691 N. KILDARE AVE., CHICAGO 39, ILL, 


ALSO MAKERS OF DURO HAND TOOLS 
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3 WIDELY USED AND PROFITABLE LINES 


BRAKO 


REG. U. S. PAT. OFF. 


PRODUCTS “unbrake” Socket Set “Unbrako”. Socket, Se "Uabrake” Socket 
Screw — with Knurled Screw — with Knurled Head Cap Screw — 


Cup Point — “won't Thread—"‘won't shake with Knurled Head for 
shake loose.” loose.” “'slip-proof’’ grip. 





Knurling of Socket 
Screws originated with 
“Unbrako” in 1934. 








a 9e(K-Y3 
SELF-LOCKING NUTS _ 


““Flexloc’’ Self-Locking Nuts—one- ~piece, all-metal, all-active thread 
—the nut that “won't shake loose.’ 


rawer i ra. 
Drawer is extra Fig. 847 


WORK BENCHES OF STEEL “Hallowell’’ Work-Benches of ae = or without back and end pieces and 


shelves. 


Yes, these Products sell fast and stay sold . . . make friends for you . . . assure a steady, repeat * i 
business to make your sales effort easier. Complete plant facilities, effective sales promotion a oes Se pot ee ee arene 
activities, consistent business paper advertising and prompt, courteous service to you and your use our No. 25 or No. 50 "Hallowell? Key 
customers ... all a part of “STANDARD” advantages. Kit, whose Hollow Handle contains most 
“UNBRAKO" ‘Socket Screw iene ore ged from Sei-gate alloy steel, to close tolerances— all hex bits. KITS: Pats. Pend. 
have these outstanding advantages: INTERNAL WRENCHING . . . that promotes compact designs 
. . saves space, weight, materials and costs; KNURLING +. an exclusive “Unbrako” feature— ep 
which on the head of the “Unbrako”’ Cap Screw speeds assembly—and on the threads or points of 
the “Unbrako”’ Set Screw assures positive Self-Locking; SELF-LOCKING .. . all of our patented 
“Unbrako” Set Screws, almost regardless of application, are excellent Self-Lockers . . . sizes avail- 
able in a full range of diameters, lengths, thread series and types of points. 
“HALLOWELL” Work-Benches of Steel—hydraulically riveted—and this fine, neat, ready-made line 
wears and lasts as only steel can. There is a —_ variety of styles from which to choose, making 
it possible to meet the most exacting and diversified needs of your customers. 


“FLEXLOG” All-Metal, One-piece, Resilient, Self-Locking Nuts—every thread fares its share of the % PAT’D and PATS. A, 
load—available in N. F. and N. C. thread series. The “Flexloc’ can be used over again and ogee PENDING (4, . 
without losing much of its cogme 7 which is controlled and very uniform. Sizes from No. 6 to 2” ' y 
diameter. Inquire about our lexloc’’ proposition which, we believe “stots appeal to you. 


Ask for your copies of the “Unbrako,” “Hallowell,” and “Flexloe” tal keep them handy 
for ready reference. ‘’Unbrako”’ Screw Products acknowledge no superior in ‘strength. OVER 46 YEARS IN BUSINESS 


JENKINTOWN, PENNA. BOX 519 


BRANCHES: CHICAGO DETROIT ST. LOUIS SAN FRANCISCO 
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Round Hoists reduce 
industry's largest labor cost 


Largest single labor cost in indus- 
try today is in materials handling 
... from receiving, through produc- 


tion lines . . . to shipping. 


Round material-handling equip- 
ment (hoists, crabs, cranes, trolleys, 
winches) is built in a wide range of 
sizes to meet every exacting specifi- 
cation. It will pay you to call your 


local Round distributor today. 


P&P—5041 


ROUND 


DAVID ROUND & SON 
Cleveland 5, Ohio 


Associate Companies: The Cleveland Chain & Mfg. Co., 

Cleveland 5, Ohio « The Bridgeport Chain & Mfg. Co., 

Bridgeport 1, Conn. ¢ Seattle Chain & Mfg. Co., Seattle 

8, Washington ¢ Round California Chain Co., So. San 

Francisco and Los Angeles 54, California « Woodhouse 
Chain Works, Trenton 7, New Jersey 


Round finer hoisting equipment for every material 
handling job includes Chain Hoists (hand oper- 
ated and electric) ¢ Trolleys « Winches « Crabs « 
Cranes (hand traveling and electric). 


Since DR" dime 1869 


The Round line includes ae 


® P |e 


CHAIN HOISTS TROLLEYS 


Standard type high-speed Plain and Geared Types. 
Spur Geared Hoists; also Designed for use on either 
Screw Geared and Differ- straight or curved I-beams. 
ential Type Hoists. 


WINCHES CRANES 
Above is No. 99 All Steel Single Beam, Double Beam, Underhung, 
Winch. Capacity up to 5 Geared and Push Type. Built to any require- 


tons. Many other types avail- ment. Timken Bearing Equipped. 
able for every lifting job. 
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no other 
distributor-cooperation 
will outperform 


/ ¢ National Advertising That Features You 


This year, Union is publishing well over 1,000,000 hard-slug- |~ 
ging sales messages in foremost industrial magazines. These | 
dramatic, full-page-and-color advertisements do double duty. © 
By pounding home two basic ideas — ‘‘NO OTHER CUT- | 
TING TOOL WILL OUTPERFORM A UNION” and 
“CONTACT YOUR LOCAL DISTRIBUTOR”—they build ~~ 
nation-wide business for Union .. . and steer that business | 
directly to you! 





2 ¢ Merchandising That Sells For You 


For your point-of-sale, Union supplies a timely tie-in with the 
national campaign. An attractive counter display for featuring 
each Union ad as it appears, while pockets on either side con- 
tain fact-full folders — with your imprint — which are equally 
effective as direct mail. In addition, tell-at-a-glance decimal 
equivalent and drill size charts make selection easier for the 
customer ... and selling easier for you! 


3 ¢ A Distributor Policy That Protects You 


In Union’s statement of policy, everything — from allotment Po 
of territories to technical aid from factory-trained personnel — | 
is down in black and white. It even includes this exclusive 
Union advantage — your listing in a special two-page insert | 
in the 1949 THOMAS’ REGISTER. Ask to see this policy. | 
Read how Union puts the final seal of 100% cooperation on a a 
promotional package filled with steadily growing profits! F 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS 
MILLING CUTTERS « GEAR CUTTERS « TWIST DRILLS « HOBS e« REAMERS e¢ CARBIDE TOOLS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 

BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 
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packing Up Sales 


Ti WE N gud Wow 


GEORGE WASHINGTON USED A HATCHET 
— Now, there’s an easier way. Maybe it’s not quite the 
sane job but if there’s a post or pole (not a cherry 
tree!) to be pulled or straightened, you'll find these 
Simplex Pole Pulling Jacks equal to the job. No. 329 
pulls or straightens any size pole; No. 325, Junior Pole 
Jack, for poles up to 30’, and No. 310A is the Simplex 


Emergency Jack, as versatile on pole work as it is on 
scores of other jobs. They are all pictured in detail in 
. Why not check your supply today ? 


Bulletin : Utilities 49.. 


PLANTS 











RECENT DISTRIBUTOR VISITORS TO THE 
T-K PLANT—Fred and Janie Zimmerman from Dallas, 
Tex.; Ed Zimmerman from New York: W. M. Shannon, 


M. D. Brand and H. W. Bodie of Bostwick-Braun, 
Toledo, and Dan Doyle of Buhl Sons Company, Detroit. 
All were arranging plans for a sales meeting with their 
men on “Home Ground.” Buhl Sons Company are also 
enthusiastic about their forthcoming Industrial Exhibit 
in Detroit February 22 to 24. 





























DON’T DISTURB —THERE’S A SALE IN THE 
MAKING — Provided that that’s your customer so 
busily reading the brand new Bulletin on the Simplex- 
Cramer Type Push-Pull Jack. The bulletin describes 
this recent addition to the Simplex line in detail, high- 
lights this jack’s applications in the construction field. 
Back page of the Bulletin gives an equally detailed pic- 
ture of the Simplex No. 310 Bridge Jack with Bolt Puller 
Attachment. Ask for you copies now! 
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(ADVERTISEMENT) 





A VALENTINE FOR EVERYBODY-=— In indus- 
try, in construction, in every field where fast, safe jacking 
is important, you can depend on Simplex Ratchet Low- 
ering Jacks to win you both sales and friends. Properly 
heading up the entire Simplex line, these jacks make a 
name for themselves wherever used. A wide range of 
models, capacities from 1% to 35 tons, single and double 
acting — and every one built to deliver, as only a Simplex 
can, “the low cost of lifting.” 


og SURE 


STRIKING IT RICH! —If you hear of a Simplex dis- 
tributor buying a new car, a yacht or otherwise giving 
evidence of being in the bucks don’t be jealous! It’s 
probably the extra profits he made (and you can, too) 
by using the special Simplex distributor ads for his own 
promotion program. Why not recheck with your T-K 
representative and let him show you again this sales- 
getting series? They are easy and profitable to use... 
if you really want that new car or yacht! 


HEAT ah 


DOESNT 7, 
BOTHER ME, 















































OUR NEW HAT—ONE SIZE LARGER — A Chi- 
cago manufacturer reports: “The Simplex Hydraulic 
Jack that we now have has been operating continuously 
for the past 18 months and it is interesting to note that 
the ram has traveled up and down approximately 47,000 
times at an operating temperature of 340 degrees, w ith- 
out repacking or reworking the jack in any way. 
With records like that, it’s no wonder that Simplex 
Hydraulics are finding new customers in virtually every 
market! (Incidentally, the writer of this letter ordered 
several more. ) 


GETTING BACK IN THE BLACK — So what if the income 
tax is going to get it all? There's one sure way to recoup 
and it's good for every month in the year. Simply step up 
your sales effort on Simplex Jacks and see how quickly it 
can mean more profits from more markets. 


TEMPLETON, KENLY & CO. 
1036 S. Central Ave., Chicago 44, II. 





This is one of a series of Spang ads which are appear- 
ing regularly in: Domestic Engineering; Mill and Fac- 
tory; Heating, Piping, and Air Conditioning; Factory 
t and Maint e; and Purchasing. 





“SEE YOUR SPANG DISTRIBUTOR FIRST” 


® Spang ads, appearing in leading trade papers read by your 


customers, sell distributors’ services. They emphasize the fair treat- 
ment and good service offered by Spang CW Pipe distributors. 
This ad and others appearing throughout 1949 will invite buyers of 
pipe and related products ... to see their Spang Distributor first. 


This is just one way in which we are trying to help our distributors. 
We are also making an earnest effort to make greater supplies 
of Spang CW Pipe available to them. 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detroit; Houston; Los Angeles; New York; Philadelphia; 
Pittsburgh; St. Lovis; San Francisco; Tulsa 
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ALL R/M PACKINGS FOR MAINTENANCE 


ARE SOLD ONLY 


THROUGH AUTHORIZED R/M DISTRIBUTORS 








A! 


RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. _ | Factories: 


Bridgeport, Conn.; Manheim, Pa.; 

No. Charleston, S.C.; Passaic, N.J. 

RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings » Asbestos Textiles » Mechanical Rubber Products 

Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings + Brake Blocks + Clutch Facings 
Fan Belts + Radiator Hose *« Powdered Metal Products + Bowling Balls 
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¢ BARNES PATH 


DISTRIBUTOR 


ROFITS 






























1. All engineering and produc- 
tion facilities devoted for over 
25 years to making one supe- 
rior product—blades tor band 
and hack saws. 





2. Over two million annual ad- 
vertisements, prominently dis- 
played in leading trade papers 
to create maximum trade ac- 
ceptance and brand preference. 


7 


saa PROUT J At 














en, 
3. Sales aids such as “Hand- 
book of Metal Sawing” and 
“Hack Saw Production Calcu- 
lator” to insure selection of the 
right blades from a distributor 
with a complete blade line. 





4. On-the-job assistance from 
Barnes service engineers to s 
increase sawing efficiency and | 
help production men solve 
difficult sawing problems. 


These are the ways Barnes helps its distributors produce satisfied customers, sell 
more saw blades and keep them sold for substantial year-in, year-out profits .. . 






the four reasons why industrial distributors prefer the Barnes line . . . the complete 






line with performance proven blades for every metal cutting requirement. 





ON OO he te eh ye a nt uae a 






1297 TERMINAL 


“A LE i RC NNN MEG Nel A EMAAR ye 
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WITH NEW IMPROVEMENT 
IN ROLLER CHAIN: 


RING-FASTENED FOR GREATER SAFETY...LONGER LIFE...LESS MAINTENANCE 


Here is Atlas Detachable Roller Chain with a new type of fastener less apt to be 
bent, sheared off, or dislodged entirely. Having no dangerously exposed points, it 
eliminates the possibility of a workman being pulled into a machine by the 
fastener catching onto his clothing. 

The new type of fastener consists of three internal, equally-Spaced teeth which 
are sprung radially into a groove on the pin. The mathematically predetermined, 
equal spacing of these teeth, and.spring action of the connecting links, assure 
that the ring will maintain a tight groove tension at all times.‘Consequently, when 
struck by a direct blow, it merely turns in its groove hugging it tightly. 

Disassembly can be accomplished whenever necessary with an ordinary screw- 
driver.. The recesses between the teeth are resilient enough to provide spreading 
any number of times without giving the ring a permanent set. 

Combined with the performance-proved qualities of Atlas Roller Chain, this 
new fastener offers greater safety, longer wear, and less maintenance for roller 
chain drives wherever they are used. For full details—write or phone Atlas today. 


’ 


Ask for our new catalog, ‘Atlas Roller Chain.’ 


| MANUFACTURING CO. 











A PARTIAL 
LIST OF 
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Tole Aola dale] Benches 


®@ We buy the steel from you or 
your customers and ship the pound- 
for-pound equivalent in any selec- 
tion of LYON products, at regular 
published prices (see partial list 
below) or special assemblies, sub- 


HOP DEsks 


i 
| 
jj er "ENCE. 


; 
? » 
fy 
@ % 


assemblies, parts, etc., for your 
customers’ products—to their 
specifications. 

For complete details of the 
“customer steel plan” contact your 
nearest LYon District Office. 


LYO at METAL PRODUCTS, INCORPORATED 





General Offices: 253 Monroe Avenue, Aurora, lilinois 
Branches and Dealers in All Principal Cities 


Toldelei mm @nel« 


Work Benches 


nets © Conveyors @ Tool Stonds Flat Drawer Files 


p Boxes © Service Carts Tool Trays ¢ Tool Boxes 
or Racks © Hopper Bins Desks ¢ Sorting Files 


Economy ‘Locker Racks ir Drawer Units ¢ Bin Units e Parts Cases Stools ¢ lroning Tables 
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Cuts Your Cost Per Hole 
oEliminates Breakage 








Speeds Production 





Yes, there are many advantages in selecting the right 
drill for each job. <> For instance, one of our cus- 
tomers was getting excessive breakage with regular 
jobbers’ length drills on the set-up pictured here 
—drilling holes %s inch deep in stainless steel. A 
Cleland Service Representative was able to correct 
this situation by recommending a stub screw machine 
. Lr, drill which, because of its heavier construction and 
ST. >) shorter length, is giving complete satisfaction. Your 
ys . drilling problems, too, perhaps can be solved by a 
~ ‘- Cleveland Service Representative — without cost 
/ or obligation. Contact our nearest Stockroom, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 1 * San Francisco 5 
Los Angeles 11 + London W. 3, England 





ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CLEVELAND TOOLS 


VUAVeg lel ae 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Talk of the Trade 


celebrated their 48th wedding anniversary . . . The Rays 
have five married daughters, they have 22 grandchildren 
and 6 great grandchildren . . . Most of them attended the 
celebration . . . Congratulations, Mr. & Mrs. Ray. 


PROMOTED: Congratulations Eddie Hirshon and Bill 
North . . . Eddie is now a vice-president of W. S. Wilson, 
New York and Bill is assistant to the president of Ferry 
Cap Screw. 


THAT BREAK-EVEN POINT: There’s been a great 
deal of talk about staying above the break-even point in 
business . . . Many of us have a similar problem in our 
personal affairs . . . However, we’ve uncovered a solution 
entitled “How to live on $15.00 a week” . . . Here ’tis: 


Whiskey and Beer 
Wife's Beer 
Meat, Fish & Groceries 
BRS Pr rrr ere tre Pav next week 
Midweek Whiskey ; 1.50 
Coal 
Life Insurance (wife) 
Cigars ‘ 
a ae SO YOU HAVE TROUBLE?: Business Action, a U.S. 
Gas hor Cor <a aa all ital 150 Chamber of Commerce publication, reports that in a 
oy Total hd a atatiannines ical $16.65 formal Unfair Labor Practices Act complaint, the New 
This me: tack ag hia war et ag ae ed Zealand Electrical Workers Union charged an Aukland 
1is means going in debt so cut out the wife’s beer. firm with employing an unregistered worker . . . He was 
a ferret which was used to drag 600 feet of wire through 
a conduit. 


ROBBED: When Jim Good (J. H. Williams) returned 
from a shopping trip to his home in Chicago recently, 
he got quite a shock . . . During his absence a thief had 
entered his home and robbed his visiting mother-in-law, 


Mrs. Olfina Dughi, of $7,500. 


INVENTORY COMPLETED: Now that your inventory 
days are in back of you, for a few months anyway, maybe 
you'll enjoy as much as we did the report Leon Watkins 


(Watkins, Inc., Wichita) received from the tool room: 


Job No. 8—Mother Cat (adult female) 
Kittens (3 weeks old) 
Brown & White (male) 
Brown & White (female) 
Calico (female) 
Black (female) 





HOME AGAIN: L. L. Nelms (Wessendorf, Nelms, 
Houston) took a combination business vacation trip 
A BIG DAY: There was big doin’s down Memphis way through 21 states, the District of Columbia and Canada 
recently when Mr. & Mrs. H. A. Ray (Hays Supply Co.) .. » He traveled 6,000 miles in six weeks. R.W.B. 
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NEW “TUFFARD” SPINDLE Aluminum bronze of 
tensile strength exceeding 65,000 Ibs.—tough to take 
stresses, hard for long wear. Bigger in diameter — more 
strong threads. 


MORE THREADS, LESS WEAR Additional threads 
in bonnet and on spindle assures full thread engage- 
ment—open or closed—less load, less wear per thread. 


NEW STURDY LUGS Flat-faced, V-shaped lugs on 
union bonnet ring and body ends permit firm fit and 
grip of open end, pipe, or monkey wrench, withstand 
repeated disassembly. 


NEW SLIP-ON, STAY-ON PLUG Simple design with 
T-slot for engaging spindle head is stronger, trouble- 
free, permits free flow. Mirror-finished bevel assures 
perfect mating with seat ring. 


500 BRINELL ARMOR SEAT DEFEATS TOUGHEST 
VALVE ENEMIES Plug and Seat Ring of Jenkins 
JX500 special alloy stainless steel—heat treated to 500 
Brinell hardness and extraordinary ductility—lapped 
together to a mirror finish. Unoffected by throttled 
steam, resists galling, abrasion, erosion, and corrosion. 
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ANOTHER SALES-LEADER FOR 


JENKINS DISTRIBUTORS 


Now, for the worst valve-killing services, there’s a 
super-tough valve that will set new economy records— 
the new Jenkins Fig. 976-A. Compare it, part for part, 
and you'll agree it’s as nearly wear-proof, trouble-proof, 


and maintenance-free as any stock valve can be. 


In any industry, the new Fig. 976-A will safeguard 
production against shutdowns due to valve failure. It’s 
the dependable choice for the most severe services 
pressure regulation, steam control by-pass lines, tem- 
perature regulation, bleeds, drips, and drains, soot 
blowers, or any close regulation of steam. In services 
where throttled steam threatens wire drawing, where 
entrapped pipe chips, scale, or rust tubercles are a 


problem, it will lower maintenance, last longer. 


Once again, Jenkins Distributors can cash in on a 


valve engineered to serve better and sure to sell better. 


Watch for the announcement—in 25 February indus- 


trial magazines—with over 650,000 readers—includ- 


ing everyone in industry influential in valve selection! 


Jenkins Bros., 80 White Street, New York 13; Bridgeport, Conn.; 
Atlanta; Boston; Philadelphia; Chicago; San Francisco. 
Jenkins Bros., Ltd., Montreal. 


ENKINS 
VALVES 


Types, Sizes, Pressures, Metals for Every Need 
Sold through Reliable Industrial Distributors everywhere 


TAKES 18,340 LB. LOAD WIYHOUT CRACKING Compare the 
Jenkins JX500 Seat Ring (left) before and (right) after being 
deflected over 37% by a nine ton load, Not a sign of fracture! 
That’s proof of its super toughness! 


SMASHED PIPE CHIPS, WIRE LEAVE NO SCARS Chips from a 
standard steep pipe (left) and 49” wire rod having a Brinell 
hardness in excess of 300 were crushed between the new Jenkins 
JX500 Plug and Seat Ring without leaving a scratch or dent, 
That’s proof of super hardness! 














HERE’S WHAT REPUBLIC. DISTRIBUTORS SAY... 


Republic Franchise keeps. 
its Distributors out front — 


In Youngstown, Ohio, and throughout the nation people 


have confidence in the rubber products made by Republic men. 


REPUBLI 


REPUBLIC MAKES NO COMPROMISE 
WITH THIS 26 YEAR OLD 5-POINT SALES POLICY 






A LINE of rubber items sufficiently complete to permit 
effectively supplying the requirements of the trade solicited. 


A QUALITY of product uniformly good and capable of deliv- 
ering service results that should reasonably be expected. 


A PRICE basis inducing and making possible aggressive 
competition with reasonable profit return. 


FREEDOM from competition from his source of supply, either 
direct or indirect, among the trade covered by his day to day 
solicitations. 


SELLING helps of reasonable amounts so that his sales force 
may be given the advantage of specialized training and a 
knowledge of the product sold. 


‘ 


‘REPUBLIC RUBBER — 
DIVISION 


Briggs -Wea 
Machinery Cony 


IC CAI » WATER ON ONE SHOULD 

Are you free from DIRECT OR INDIRECT compet 
from your source of supply? Mr. De Witt’s company ani 
Republic Rubber Distributors will tell you that Republic 
not compete with them. Republic pitches in and helps 
distributors with sales and engineering service . . . liter 
national advertising and direct mail at no cost. For ov 
quarter century Republic has followed this practice, 
Republic carries water only on one shoulder . . . on the 
tributor’s side. Do you want to know more? Write ot 
the coupon today. 


REPUBLIC RUBBER DIVISI0 
LEE RUBBER & TIRE CORPORATION - YOUNGSTOWN, 0 


Lee Deluxe Tires & Tubes Conshohockes 


WHO REPRESENTS REPUBLIC IN MY ARE 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHIO 


a 
Firm. 


Address 
City. 
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Industrial Distribution 














Sales Costs Too High? 


— business of distributing industrial equip- 
ment and supplies is essentially one of selling. 
Thus, broadly, all costs may be viewed as selling 


‘costs. And in controlling these costs, the expenses 


associated with the performance of every opera- 
tion are subject to analysis and review. 

Quite justifiably in the months ahead, manage- 
ment must increasingly seek a successful answer 
to the question, “Are my sales costs too high?” 
Here are some suggestions which may prove help- 
ful. They are broad, they are general and they 
don’t supply answers. But they make up a list 
of thought starters which can be developed and 
expanded by each distributor in cooperation with 
his sales personnel. 

1. Build a monthly sales forecast and budget ele- 
ments of sales expense to prospective sales 
volume. Expense detail should be provided. 
. Intensify sales analysis operations to provide a 
more accurate picture of (a) most worth while 
customers, (b) lines with highest potentials and 
(c) territories which warrant most intensive cul- 
tivation. Then concentrate sales efforts in 
directions where the pay-off is greatest. 

. Re-examine territories, routing and call sched- 
ules of salesmen. Wasted calls, backtracking 
and lack of preparation boost selling expenses. 

4. Review all inside selling operations, including 
office and order routines. Telephone selling 
procedures and methods of handling corre- 
spondence should be checked step by step to 
eliminate waste motion. 

. Adjust inventories to sales and territorial re- 
quirements. The cost of handling inventories 
that don’t move is a very real sales expense 
while inventory shortages mean lost sales in a 
time when buyers will call alternate sources. 

. Devote more time and effort to planned sales 
training. The day is here when both old and 
new salesmen will require the best in product 
knowledge and in salesmanship to do the job. 
There is a tendency to “go through the mo- 
tions” without imparting real training. We 
can’t make progress by “kidding” ourselves. 

. Examine all forms of incentives to stimulate 
and reward superior sales performance. ‘The 
salesman compensation plan now in use may 
not do the job intended in today’s changed 
selling conditions. Opportunities for the em- 
ployment of special seasonal contests or special 


line promotions should be canvassed. 

8. Scrutinize all forms of sales promotion. There 
is a big job of easing the way for personal 
selling that can be performed more econom- 
ically by the various forms of advertising than 
by the salesman himself. All promotion activi- 
ties should be integrated with other selling 
efforts to achieve maximum results. Current 
sales needs may require more rather than less 
effort and money on this operation. Mailing 
lists should be brought up to date. 

9. Take all necessary measures to expand volume 
which in turn leads to less sales expense per 
unit. War and post war shifts of industiy in 
your territory may have opened the sales door 
for new product lines. And old lines carried 
by the firm should be pushed more intensively. 
Set up a continuing educational program to 
increase the size of each order and each invoice 
line extension. Sell ‘em more. 

10. Dress up your place of business with emphasis 
on effective sales displav and modernized ware- 
house layout. Merchandising aids are just as 
valuable to this business as to any other. The 
state of your efficiency as a supply source is 
frequently judged by what your customers see 
when they visit your place of business. 

11. Set up plans to make full use of manufacturers’ 
representatives and manufacturers’ literature. 
These are valuable selling aids but their con- 
tribution to more sales can easily be dissipated 
through lack of advance planning and follow 
through. Tie your promotion efforts into the 
national advertising campaigns of your sources. 
Systematize the follow-up of inquiries. 

12. Take a look at freight and delivery costs. Buy- 
ing in larger quantities where practical and 
increasing the size of each sale may enable you 
to cut unit costs on these items. 

13. Get your whole organization—from the boss 
through every person on the payroll—into a 
hard selling frame of mind. Think in positive 
terms. Added effort and expense judiciously 
applied at the right places will pay off better 
than the meat-ax approach to costs. 
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SMALL CUSTOMERS didn’t dismay 
Richard Shaw who studies their opera- 
tions, needs and purchases. 


WATCHING operations, Mr. Shaw sees wood screws, clamps, portable power toois, 
chain hoists at work in Schodorf plant which manufactures special bodies for trucks 
for customers in Columbus area. 


Small Customers: Challenge to New Salesmen 


SMALL accounts, the inevitable inheritance of the junior 
industrial supply salesman, are a challenge and a proving 
ground which no beginner can afford to regard indif- 
ferently. Richard Shaw, young salesman for Smith Bros. 
Hardware Co., Columbus, Ohio, learned that through 
two years’ experience as an industrial supply salesman 


and believes it worth while passing along. While it is 
reasonable to expect assignment to larger accounts with 
added experience, Mr. Shaw said, the junior salesman 
can hurry the process best by developing his creative 
sales ability on the accounts he inherited. It takes per- 
severance, willingness to serve and an alert eye for a 
customer’s potential. 

Mr. Shaw started selling industrial supplies upon his 
return from Army service. Prior to that he had some 
experience in selling automotive supplies but when he 
started on industrial items, he began with the junior 
salesman’s lot, small customers. Out of that original 
list, he has come up with several accounts which have 
increased their business substantially with his firm. 


Take Positive Approach 


Most authorities on sales management agree that a 
beginner with a passive attitude towards small accounts 
soon develops into an order taker. Although not a 
demonstrative person, Mr. Shaw’s approach to the prob- 
lem was distinctly positive. With quiet determination, 
he analyzed the situation and decided it was up to him 
to make the best of it. 

In Mr. Shaw’s view, the junior salesman’s task, when 
faced with the job of increasing his sales, is more dif- 
ficult than the senior salesmen’s. In many instances, the 
sales that the junior salesman is making currently to one 
of his customers represents a relatively higher ratio to 
the: potential than the sale a senior salesman makes to 
one of his customers. The small customer’s potential 
is low as compared to large customers who usually spread 
their purchases. This awareness of potential as an impor- 
tant factor in determining performance has enabled Mr. 
Shaw to dig out volume from accounts which might have 
been missed had he succumbed to the order taking habit. 


To gain an estimate of a customer’s potential indus- 
trial supply business, Mr. Shaw learned that he had to 
know what the customer is doing, how he is doing it 
and what equipment and tools were required to do it. 
After this, the salesman must bring into play his knowl 
edge of the products he is selling and to fit whatever he 
can into the customer’s production picture to estimate 
the potential. Knowledge of products and applications, 
when combined with a familiarity of customer operations 
can lead to suggestion of products which save the cus- 
tomer money, speed up his work or enable him to do 
something better than he is doing it at present. 


Is Account “Small’’? 


One of the accounts developed by Mr. Shaw is typical 
of what can be done with an “allegedly” small account. 
A. C. Schodorf & Sons, builds truck bodies and, when 
Mr. Shaw began calling on the account, the total annual 
sales were in the vicinity of $1,000. Through an appli- 
cation of his theory of selling, Mr. Shaw has increased 
sales to this concern six times the former volume. Investi- 
gating a little, Mr. Shaw learned that the firm was con- 
ducted by the owner and his son, that they employed 
21 persons in the shop and office, that there were a 
wide variety of products used in building truck bodies 
which could be sold to such a customer. 

By indicating his interest in the Schodorf operations, 
Mr. Shaw was taken into the shop to see how a truck 
body was constructed. He noted that the equipment 
consisted of pneumatic riveters run by compressors, bend- 
ing machine, brake, thread cutters, drill press, hydraulic 
presses, electrical and acetylene welding units, power 
hack saw, cutoff saw, grinders, blowers, planer, rip and 
band saws. 

Each bit of equipment suggested some industrial 
supply items which could be sold—pulleys and belts for 
the compressors, dies for threaders, drills for drill presses, 
etc. In short, Mr. Shaw made note of more than 40 
industrial supply items ranging from welding units to 
brooms which were used in the shop and which indi- 
cated potential sales above what was being sold. 


82 INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1949 








ndus- 
id to 
ng it 
lo it. 
10Wl- 
or he 
mate 
ions, 
tions 
cus- 
0 do 


pical 
unt, 
shen 
nual 
pli- 
ased 
esti- 
cOn- 
ved 
ea 
dies 


ons, 
uck 
ent 
nd- 
ulic 
wer 


ind 


rial 
for 


a oe 
SCREW PRODUCTS are in constant 
use, Mr. Shaw learns after inspecting 
Schodorf stock shelves. 


A representative list of supplies used by truck body 
builders, Mr. Shaw learned, would include belts, pulleys, 
air hose, compressors, spray equipment, tubes and fittings, 
industrial tape, paint brushes, sheet metal screws, cap 
screws, wood screws, carriage bolts, rivets, nails, chain 
bolts, babbitt, solder, sandpaper, cloth abrasives, grinding 
wheels, wire brushes, jacks, chain blocks, sheave blocks, 
chain hoists, wire rope, portable power tools, drills, 
reamcrs, taps, dies, cutters, hand tools, blacksmith tongs, 
clamps, locks, chalk, lights, bulbs, measuring tapes, rules 
and ladders. 

These items, Mr. Shaw entered into a little notebook 
and then compared them with the items regularly pur- 
chased from his firm. There was a wide disparity between 
the two. This provided the material for future calls. 
Although the dollar potential of larger customers is 
greater, Mr. Shaw said, the junior salesman has one 
advantage in developing small customers’ business. In 
the first place, it is easier to develop sales contacts directly 
with individuals responsible for purchases. This is gen- 
erally the owner who determines all the purchasing. In 
many instances, the owner of a small business is active 
in the other phases of his concern and can determine 
whether a new product can be more useful or more 
eficient than the one he is using. 

In speaking with Mr. Schodorf about the latter’s 
requirements, Mr. Shaw learned that the firm maintained 
a “Want Book” in which needed supplies were entered. 
Mechanics from the back room report shortages o1 
impending shortages of supplies to Mr. Schodorf or his 
son. Checking over the supply inventory, Mr. Schodorf 
decides how much to reorder. Naturally, replenishment 
quantities depended on how much work was contracted 
for and how much work was expected. Diligent follow-up 
of orders, personal delivery of items which he knew were 
needed and other services earned for Mr. Shaw the con- 
fidence of Mr. Schodorf. Soon the “Want Book” was 
the basis for each order secured by Mr. Shaw. 

The fluctuation in work, Mr. Schodorf commented, 
makes it virtually necessary for him to see a supply sales- 
man regularly. In his own case, he believes once every 
two weeks is sufficient. Seeing the salesman regularly 
assures Mr. Schodorf of an opportunity to discuss his 
requirements, supply problems and deliverics. 


PAY OFF is the order which Bob Schodorf (left) gives to Mr. Shaw from “Want 
Book.” Regular calls, a careful eye on operations, and following up on orders pay 
dividends for the salesmen. 


Generally, Mr. Schodorf added, he knows what he 
wants. When he spends any money on a product, he has 
already studied the product information supplied by Mr. 
Shaw and has made up his mind. On difficult product 
problems, he appreciates Mr. Shaw’s bringing a manu- 
facturer’s representative along but this is seldom required. 
In the matter of substitutions, Mr. Schodorf finds that 
Mr. Shaw’s recommendations are reliable. 

It is Mr. Schodorf’s opinion that the industrial supply 
firm should keep customers informed as to the status of 
large or important items on order. If any items have been 
cancelled, or placed on back order, the customer should 
know before he gets an invoice in order to avoid unneces- 
sary delays, make decision on substitutions if necessary, 
or rearrange his work schedule to allow for delays. 


Follow Up Important 


Mr. Shaw makes it a practice to follow up, not only 
Mr. Schodorf’s orders, but those of other customers he 
knows who regard this function as important. Although 
this chore takes up some of his actual selling time, Mr. 
Shaw believes it yields several advantages. It helps him 
to know customers better. Following up makes him 
thoroughly familiar with the status of his customers’ 
orders. This in turn, makes him feel on solid ground 
when discussing the orders with customers. It makes 
him more familiar with his firm’s inventories of impor- 
tant items, obviating many telephone calls from the cus- 
tomer’s place to the home office for information. 

What Mr. Shaw learned about potential in one form 
of business, he has applied to other customers. Similar 
investigations of laundries, box-making plants, little metal 
working plants, etc., and comparison of the items used 
with the items sold customarily, indicated customers to 
whom he could sell more and in what areas he should 
concentrate with these customers. 

If the beginner needs self-confidence, there is no better 
way of developing it, advised Mr. Shaw, than by proving 
that he knows how to get the best out of a small account. 
The best way of obtaining maximum sales from an 
account is to know just what the account needs and can 
use in the way of the merchandise the salesman is trying 
to sell. Without this knowledge, the salesman is merely 
groping in the dark. 
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DOOR-TO-DOOR solicitation — will 
turn up chain sales, says Fred Coates. 
He speaks from experience. 


A SPECIAL JOB is this chain drive on 
a truck, designed to handle paper rolls 
for the McDonald Truck Co. 


NOVEL INSTALLATIONS such as 
this self-service shelf at a variety stor 
build a reputation for the distribut 


A Reputation is Linked to Chain Sales 


San Francisco distributor finds many sales for novel applications bring ne 
direct profit but that they help build a reputation that brings in buyers 


By Fred Coates 


Sales Manager, Adam-Hill Co., 
San Francisco 


THE CHAIN BUSINESS in gencral is tied 
in with moving power from one place 
to another, and with moving mate- 
rials from place to place at any de- 
termined speed. In_ this business, 
some salesmen, at least, seldom write 
an order. They put in their time fol- 
lowing chain applications, many of 
which they have nosed out by what, 
in ordinary commercial language, is 
cold turkey canvas. 

They get into a factory, a service 
establishment like a laundry, a food 
processing plant, public utility, store, 
office building—anywhere, in fact, 
where power is used or materials 
moved. The average salesman _prob- 
ably first goes to the front office, to 
explain in a friendly, interesting way 
the nature of his line and some of 
the things that can be accomplished 
with it, and to seek an opportunity to 
go through the establishment. 

Once in, and being chain minded, 
it is not difficult for him to spot ap- 
plications for chain drive that will 
be an improvement on the present 
methods, either in the transmission 
of power in the establishment itself 
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or else in connection with the prod- 
ucts that are manufactured. Such ob- 
servations lead to more detailed con- 
sideration of each problem, and dis- 
cussions with managers, engineers 
and production men, so that a plan 
and cost figures may be submitted. 
Most of his actual selling is done in 
this way—the orders come later. 
l'rom my experience in the field 
and with our salesmen, I can say that, 
in the smaller towns and cities espe- 
cially, it is possible to go practically 
from door to door among the com- 
mercial establishments and turn up 
chain business. Be constantly talking 
chain applications, leaving literature, 
etc. We have had such contacts turn 
into business voluntarily as long as 
a year after the original call was made. 


Build Good Will 


Our house in common with others 
stocking and aggressively pushing 
power transmission equipment such 
as chains, sprockets, speed reduction 
units, couplings, V-belts and all the 
other associated products will get its 
share of the business in the regularly 
established channels. But we try to 
go a step farther than that and con- 
stantly try to build up good will and 
reputation in the minds of the general 
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public to the end that we may be 
looked upon as headquarters for any- 
thing in the line of chain, whether it 
has anything to do with power trans- 
mission or not. This is because the 
field of application is so vast and so 
constantly self replenishing. Some small 
application is started somewhere and 
in a matter of months a whole new 
industry may spring up from it. 


Start of an Industry 


Take an example out of the poultry 
business. In wet seasons, hens get 
their feet dirty and smear the eggs. 
To make the eggs marketable, they 
must be washed. Not long ago we 
had the pleasure of working with a 
company developing egg washer equip- 
ment with chain carrier. It was so 
successful that half a dozen concerns 
already have sprung up manufacturing 
somewhat similar equipment, so now 
there is a nice piece of business sup- 
plying egg cleaner chain. 

Commercial fishing boats now use 
chain for hauling fish out of the boats 
and again it is used hauling them into 
the carriers. Sometimes we sell the 
boat owners, but usually the chain 
is sold to machine shops servicing 
these boats, down at the water front. 

Let me repeat that we will sell a 
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OTHER SALES result from the firm’s 
reputation, For example, here’s Adam- 
Hill's sprocket stock. 


chain to anybody, anywhere, of any 
kind for any purpose, whether the 
order has any commercial significance 
at the time or not, from cheap brass 
chain up. This service is a form of 
advertising. So intricate is our free 
enterprise system and so closely bound 
together that to get a reputation for 
solving any type of chain problem 
means business or inquiries over the 
transom many times of the most un- 
heard of character. 


Good Advertising 


For example, a man called on us 
who wished to make a novelty card 
bearing a face in profile. The profile 
was to be made up of a piece of small 
brass chain. Shake the card in a cer- 
tain way and the profile would change 
—sometimes a big mouth and a little 
nose and next a big, long nose, etc 
But he did not know where to buy 
the chain in quantities. Did we turn 
him down? No. To help him would 
advertise our “headquarters for any- 
thing in chain” idea. We have con- 
tacts with makers of chain of all kinds 
and called two. The result was he or- 
dered several thousand feet of one 
kind. Any profit to us on the deal 
was insignificant. But we have made 
a friend who will tell others. He 
knows by now, and the others will 
know that we carry all kinds of chain 
—toller, silent, malleable iron and 
link chain for hauling—and are ready 
to solve any problem of power trans- 
mission or speed reduction. 

Another example of the advertising 
tvpe of order filled was that of Cliff's 
Variety Store in this city. This is an 
“institution” in its locality—a small 
store jam packed with novelty and 
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IMPORTANT in any transmission firm 
are speed reduction units. Adam-Hill 
maintains a “healthy” stock of them. 


notion items until it could hold 
no more. Cliff, being a mechanical 
genius, then began to utilize the ver- 
tical space by installing tiny chain 
elevators going up to the ceiling and 
then all around the place on the end- 
less belt principle. Carriers linked to 
the chain hold various kinds of mer- 
chandise. One carries hundreds of 
cards of buttons of every conceivable 
kind and size. Another carries packets 
of dyes of all colors, and still another 
carries greeting cards. Each is driven 
by a small motor with the control 
switch handy for the customer, who 
can stand and edge the thing along 
at any desired speed and making selec- 
tions at her leisure. No clerk is neces- 
sary and in self-service, therefore, it 
constitutes a new type of “chain 
store”. We helped Cliff with this 
idea, which resulted in orders for a 
hundred or two feet of small size 
roller chain, but what was more im- 
portant, Cliff looks upon us now as 
headquarters for any kind of chain 
and he tells a lot of people. 

While we look upon this form of 
service as a goodwill builder that is 
bound to pay out in the long run, 
service to industry with our main line 
of products is of course the principal 
source of orders. Our salesmen are 
trained to give this kind of service, 
of which two or three examples may 
be cited. 

A customer was discussing some of 
his problems in connection with high- 
pressure hydraulic fittings, one of the 
lines we handle. He mentioned a 
large hydraulic press he was designing 
on which he would use these fittings, 
and incidentally mentioned that he 
had a belt drive in mind. Picking up 
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EMPHASIS may be on chain but other 


products are not forgotten. J. D. 
Pinkston examines a coupling. 





that remark, we suggested a silent 
chain drive in place of the belt, and 
although he was a fair-sized manufac- 
turer of such presses and had been 
building them for years, the only 
thought he had given to chain was 
that it would be too expensive to use. 

The outcome was that we worked 
with him on the design and showed 
him that the proper chain drive would 
save him 25% in cost and 50% in 
space occupied by the machine. Of 
course, we got a good-sized order, and 
as I said in the beginning, when you 
render this kind of service you seldom 
have to ask for an order. 


Noise Down, Work Up 


In a certain laundry, they had a 
chain drive of the wrong kind. They 
were using a heavy pitch roller chain 
on a piece of equipment. The girls 
in the marking room were going 
“nuts” with the noise, and were mak- 
ing all kinds of mistakes. The front 
office was having no end of trouble 
in trying to straighten out irate cus- 
tomers with wrong shirts or no shirts 
at all. All this was quickly cured by 
the substitution of a small pitch si- 
lent chain. 

Going in on a routine call at a 
newspaper press room, it was found 
that they had just had an accident 
with a train of gears. They had been 
transmitting power from the motor 
in a pit beneath the press up through 
a train of heavy gears, some 18-in. in 
diameter with a 5-in. face. The ver- 
tical distance was about 9-ft. It was 
a cumbersome arrangement and a 
power waster. Things could and did 
happen to the big gears and their 

(Continued on page 144) 
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THE RECEPTIONIST can prove a stumbling block; you’d best remember . . . 


You Need Everyone's Cooperation 


By Leland R. Kirby 


Sales Manager, Jones Hardware Co. 
Long Beach, Calif. 


SALESMEN and sales-work have been 
talked about and written about, cussed 
and discussed, still leaving a lot unsaid. 
This could go on indefinitely and not 
cover the subject. 

Service, courtesy and knowing your 
product are always stressed, and rightly 
so, but there are other important 
things that will help level obstacles 
that are in every salesman’s path. 

I am talking from experience as an 
industrial salesman, so let’s deviate 
from the beaten path of sales theory. 
Possibly we can pick up a few helpful 
things that have been overlooked in 
the past. 

Let’s start at the receptionist’s desk. 
Did you ever stop to think of that 
being the first obstacle? A quiet, cheer- 
ful, gentlemanly approach might be 
reflected in the girl’s voice when she 
announces you to the buyer. 

I have been a buyer and many times 
a negative opinion has been formed of 
a salesman before I ever saw the man, 
just by the inflection in the girl’s 
voice when she announced him. You 
have seen that “God’s gift to women” 
approach in the outer office. Then 
there is the one who literally blows 
in: “Look, the fair haired boy is here. 
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Isn’t it humiliating that a man of my 
ability has to wait in the ante-room to 
see a buyer?” I have received both of 
the above impressions from the girl at 
the information desk when she an- 
nounced some persons. 

Try not to give that impression 
when you enter a business establish- 
ment. I have been told by many girls 
on the front desk that those two things 
irritate them more than any thing they 
have to contend with. Check up on 
yourself; if you have been guilty of the 
wrong approach, change. If that has 
been a fault, and you can change, make 
a note of the time saved in getting in 
to see your man. As you know, there 
are many ways a receptionist can stall 
a salesman if he makes himself dis- 
agreeable. 


Think of the Buyer 


You are now in the buyer’s office. 
Have you actually tried to figure out 
ways to help him and save him time 
aside from giving good delivery serv- 
ice? Have you always been honest with 
the customer? If you have, you have 
discovered how you can_ substitute 
comparable merchandise, thus making 
sales that might otherwise be lost. 

Are you able to tell at a glance 
whether the purchasing agent is 
swamped with work? If so, you will 
make your call short and businesslike; 
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see if you can assist him in any way, 
and then get out. It is far better to 
lose a possible sale today and give the 
impression that consideration for him 
rates above everything else, than to stay 
and be a nuisance by high-pressuring. 
The next time you call on that buyer 
he will remember that you were con- 
siderate of his time and you will be 
welcome. 

The Salesman of today has to have 
the ability to get in and see the right 
person and then convince that person 
he can and will give service. Prices 
of name lines are the same at all 
houses so that leaves personality and 
service his main stock in trade. 

Now that you have sold the service 
idea, can you produce? You can with 
cooperation from those in your firm’s 
office, order desk and shipping depart- 
ment. 

Occasionally a plant needs some 
small item which you do not carry. 
The customer knows that, but you have 
been taking care of his needs and giv- 
ing good service so he calls you. Here 
is where you need some good coopera- 
tion. 

Of course your firm’s buyer can’t 
drop everything to get some gadget 
for a customer. But, if you are co- 
operative with your own P.A., some- 
time during the day he will have a 

(Continued on page 146) 
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Shipping 
Lends a Hand in Sales 


Insertion of appropriate reminders in 
packages being sent to customers’ plants 
gives sales promotion welcome boost 


GRINDING WHEEL buyers need dressers so Bob Good- 
fellow slips dresser literature into a shipment of grinding 


wheels. 





THE INDUSTRIAL supply division of 
the Vulcan Copper & Supply Co., 
Cincinnati, Ohio, has a well-rounded 
sales promotion program which in- 
cludes the shipping department in its 
activities. Besides the normal prac- 
tice of holding sales meetings, direct 
mailing of manufacturers’ literature 
and sales campaigns, Vulcan’s supply 
department uses the shipping depart- 
ment to pack appropriate product 
literature with each package going 
out to a customer’s plant. 

Although the plan is a simple one, 
extending the possibilities of Vulcan 
reaching the persons who influence 
buying with a product message, John 
D. Rockaway, assistant manager of 
the industrial supply division, said that 
the success or futility of such a prac- 
tice depends upon the selection of 
the product literature which is sent 
with each shipment. Indiscriminate 
stuffing of packages, Mr. Rockaway 
aonen out, with any sort of product 
iterature is a _hit-or-miss practice 
which, like similarly executed direct- 
mail campaigns is wasteful. 


Relate Literature 


Relating the literature to the prod- 
uct shipped, increases the effective- 
ness of the literature, Mr. Rockaway 
said, because the person receiving the 
package invariably delivers the prod- 
uct and literature together to the in- 
dividual or department in which the 
products are used. If the literature 
was not related to the product re- 
ceived, the chances of the receiving 
clerk delivering it to an interested 
party in the shop are quite remote. 
Even if the clerk delivers the product 
and literature to the person or de- 


partment using the delivered product, 
it is unlikely that the literature would 
go any farther. Therefore, the guid- 
ing policy of Vulcan’s sales promotion 
efforts in this direction are to send 
literature on products in which the 
user of the ordered item most likely 
would be interested. 

In order to get the maximum bene- 
fits possible from the literature ac- 
companying the packages, Vulcan 
Copper & Supply entrusts the selec- 
tion of each piece of literature to a 
veteran employee, Bob Goodfellow, 
head of the shipping and receiving 
department. Mr. Goodfellow’s quali- 
fications for the job indicate the de- 
sire of the supply department to have 
the right piece of literature go out 
with the right item. 

Mr. Goodfellow has been in the 
employ of Vulcan Copper & Supply 
for 30 years and has acquired a wide 
knowledge of the company’s custom- 
ers, the men who work for the cus- 
tomers, the products they make and 
how they make them, the industrial 
supplies they use. 

While this knowledge of customers 
and their operations is an unquestion- 
able asset, Mr. Goodfellow thinks the 
job of selecting the proper mailing 
piece to send with each item is mostly 
a matter of common sense. Most 
commonly, the product being shipped 
is the clue to the sort of product 
literature which should be inserted 
into the package. For example, Mr. 
Goodfellow pointed to some grinding 
wheels he was about to package. The 
most natural thing to send to a buyer 
of grinding wheels, Mr. Goodfellow 
said, would be literature on grinding 
wheel dressers. 
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Another asset to the job, Mr. Good- 
fellow said, was sales-mindedness on 
the part of the selector. Mr. Good- 
fellow takes an interest in the results 
of his package stuffing. He inquires 
about customers and their purchases 
of certain products, the literature for 
which he had previously sent. 

Discussions with salesmen also help 
Mr. Goodfellow in his selections. If 
salesmen report difficulty in selling 
particular items to certain customers, 
Mr. Goodfellow remembers to include 
literature on such items when another 
package is sent to those customers. 
Salesmen appreciate the service per- 
formed by the shipping department. 
Many report that the literature has 
started many inquiries of purchasing 
departments making it easier for the 
salesman to complete the selling job. 


Supply On Hand 


To facilitate selection of literature 
for inserting into outgoing packages, 
Mr. Goodfellow keeps a supply of all 
the available promotion material the 
company has right on the shipping 
desk. The literature is stacked by lines, 
making it easy to select those pieces 
related to an item being shipped. In 
some instances, it may be advisable 
to send some literature on portable 
power grinders, bench grinders, or 
stand grinders, in an effort to in- 
terest customers in buying new tools. 

The insertion of product literature 
with outgoing packages, Mr. Rock- 
away feels, gets good results with the 
minimum expenditure of time, mate- 
rials and money. The success of the 
device requires the constant applica- 
tion of common sense and interest in 
sales, the aim of sales promotion. 








Better Selling In Our Industry 


Some practical suggestions distributors could use to accomplish 


better selling through cooperation with manufacturer suppliers* 


YOU HAVE LISTENED to considerable 
discussion during the last few years 
concerning distributor profit margins. 
It occurs to me that better selling by 
distributors is needed to justify in- 
creased profit margins from our manu- 
facturing friends. If we can lower 
manufacturers sales costs, thru more 
efficient selling on the part of dis- 
tributors, we can actually earn in- 
creased margins. 

There is no short cut to successful 
selling. The ability to sell merchan- 
dise successfully is made up of so 
many intangibles that I will not at- 
tempt a thorough discussion of the 
subject. However, there exists a great 
need for sales training in the distribu- 
tion of industrial supplies. We should 
recognize the necessity of distinguish- 
ing between the technique of selling, 
and knowledge of product. Develop- 
ment of sales personality may best be 
accomplished thru strictly sales train- 
ing courses, such as the National 
Federation of Sales Executives’ course. 

It’s true in our type of selling, 
knowledge of product, and the ability 
to capably impart this knowledge to 
our customers, is a major requirement. 
Include a pleasing sales personality, 
plus hard work, and you will arrive at 
successful selling. Remember, cus- 
tomers who like your salesman will 
like what he has to sell. That is the 
reason personality is so important. A 
major obstacle for distributors sales- 
men is the lack of product knowledge. 

Manufacturers are very willing 
to instruct distributors salesmen con- 
cerning their products, as has been 
evidenced recently thru the many 
product training programs set up in 
manufacturers plants. It is, of course, 
difficult for distributors to have their 
sales force away from the sales firing- 
line too many weeks of the year. How- 
ever, I believe the knowledge gained 
at these schools, thru the years, will 
produce some excellent salesmen, pro- 
vided, we distributors do not overlook 
training in the technique of selling. 
I know of one enterprising manufac- 
turer who is actually renting shop 
equipment in the distributor’s city, so 
they can provide factory training for 
the distributors salesmen in his home 


* An address given by Mr. Cruger at the 
Central States Association meeting. 
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By Frank M. Cruger, Partner 


Indiana Manufacturers Supply Co. 
indianapolis, Indiana 


town. Some manufacturers are bring- 
ing their product training program to 
the distributor, thru the medium of 
sound movies and slides. Although 
this system may not be as efficient as 
the factory course, it definitely com- 
pensates by allowing the distributor 
salesmen to remain on the job. Train- 
ing programs cost our manufacturing 
friends large sums of money, and we 
distributors will be the loser if we do 
not attend them. 


Six Suggestions 


I would like to suggest a number of 
practical ideas distributors could use 
to accomplish better selling, thru 
co-operation with manufacturers: 

1.The co-ordination of distributors 

sales effort with manufacturers 
salesmen. 

The need for co-ordination between 
factory salesmen and the distributor 
salesmen arises from the abuse of the 
factory salesmen time, by the dis- 
tributor. The valuable time of the 
factory representative is not given ade- 
quate consideration, in some cases, and 
he feels he does not accomplish 
enough while working with the dis- 
tributor. On some calls the factory 
man just waits in the car, while the 
distributor salesman makes a routine 
call of no interest to the factory sales- 
man. Distributors should make use of 
every minute of the factory salesmen 


time. ‘The factory man is a higlily 
trained engineer, in most cases, and 
represents a considerable investment 
for his company. Distributors should 
have their salesmen arrange calls so 
the time of the factory man is com- 
pletely occupied. 

Possibly a large factor in the loss of 
selling time for the factory salesman, 
while working with a distributor, js 
the lack of written plans. The dis- 
tributor should inform factory rep- 
resentatives they cannot make last 
minute plans but will expect the fac. 
tory men to arrange schedules in ad- 
vance. All of us realize there will 
be the exception to the rule, but we 
should strive for this goal. If a fac- 
tory man is to work with a distributor 
for a week, it should be from Monday 
morning, early, until Friday afternoon. 

You've all experienced the salesman 
who arrived Monday noon or after- 
noon and of necessity started to work 
with your distributor salesmen on 
Tuesday morning. You have also ex- 
perienced the salesman who must 
leave not later than Friday noon. 
When you average this condition you 
will find about three full days work. 
This can be eliminated by arranging 
definite schedules, preferably two or 
more weeks in advance. 


Arrange Early Starts 


Furnish each salesman concerned 
with a copy of the schedule. Give the 
factory man a master copy in advance 
so he’ll have a complete picture of the 
week, right up to the Firday night 
sales meeting you may want him to 
attend. 

When the factory man is working 
with your local salesman, arrange an 
early start each morning. Think of 


the sales effort lost when the factory 


salesman and the distributor salesman 
start out at 10 o'clock. This happens 
only too often. It is unfair for the 
factory man to “cool his heels” while 
the distributor salesman is occupicd 
with store details, that should be 
processed by a less valuable employee. 
To my mind this is a serious offense 
and one of which most distributors 
are guilty. 

Distributors should begin a program 
of educating their salesmen to make 


calls from 8 AM to 5 PM. A live 
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wire distributor salesman knows where 
he can make calls from 8 AM to 5 PM. 
For the live wire salesman, there are 
two “mornings” in each day, the sec- 
ond morning is the time he starts to 
call after lunch. This is just as im- 
portant as the early morning start. 
Several months ago, one of our city 
salesmen asked if I knew how he could 
increase his volume of business. He 
readily agreed to the principle that if 
he worked a half day he could not ex- 
yect as much business as if he worked 
a ful! day. When he starts out at 9:30 
or 1 o’clock each morning from the 
store, in principle, he is only working 
three-fourths of the day and cannot 
expect a full days volume in return. 


Speed Up Sales 


Distributors should relieve  sales- 
men of the ball and chain of store de- 
tails. You get out of sales work ex- 
actly what you put into it. We dis- 
tributors should remember that manu- 
facturers pay their salesmen to start 
selling early in the day. Our job is 
to speed up sales, not slow them down. 

2. Have we evidenced our appre- 

ciation of manufacturers adver- 
tising program of “Buying thru 
vour Distribution’? 

Manufacturers. in this room spend 
millions of dollars each year advertis- 
ing products saleable only thru dis- 
tributors. Distributors should place 
a larger portion of their sales effort 
behind the manufacturers who ad- 
vertise “Buy thru your Distributor’. 
I believe most industrial distributors 
overlook the value of this cooperative 


advertising and scatter their effort 
over too many lines. A good job of 
anything requires concentration. It 
is also-much easier to provide product 
knowledge for our distributor sales- 
men, covering such lines, inasmuch as 
the manufacturers who advertise “Buy 
thru your Distributor” are the very 
manufacturers who are leading the 
product training program. Distribu- 
tors should exercise great care to avoid 
becoming order-taking warehouses of- 
fering for sale, instead of selling or- 
ganizations, actually selling. 

3. Distributor follow-up of direct 
inquiries received from manu- 
facturers. 

The great majority of manufacturers 
selling thru distributors refer direct 
inquiries to their distributors for fol- 
low-up. Distributors should faithfully 
follow each inquiry and report to the 
manufacturer, the progress being made 
and finally report the completed sales, 
or loss of sale. Various factors re- 
garding such direct inquiries should 
be reported, such as, too slow deliv- 
ery, price too high, and any informa- 
tion that would cause the manufac- 
turer to correct conditions that ac- 
counted for loss of the order. Report- 
ing faithfully to manufacturers on all 
direct inquiries is definitely a distribu- 
tor obligation. As an average, we dis- 
tributors have a long road to travel 
before rating 100% on that one. 

4. Distributors should change the 
name of their telephone order 
department to telephone sales 
department. 

The real purpose of vour telephone 


sales department is to make it easy 
for your customers to buy. I believe 
the telephone sales department is your 
most important sales and service op- 
eration. One of the most common 
complaints registered against indus- 
trial distributors is the time lost ob- 
taining information from the phone 
sales department. Another customer 
complaint is the waiting involved if 
phone sales department lines are busy. 
To overcome waiting for price or stock 
information, I believe the best plan 
is to have your inventory stock cards, 
with prices thereon, within easy reach 
of the phone sales department. With 
this arrangement it is not necessary 
for your phone salesmen to leave their 
desk, thus contributing to the efh- 
ciency of time needed per call. 


Handling Phone Calls 


To overcome waiting on busy sales 
department phones, I suggest a sys- 
tem to handle at least three overflow 
calls. The phone sales bottleneck 
occurs only when all your phone sales- 
men are busy, therefore a provision 
is needed outside of your regular 
phone sales department. For ex- 
ample, a quotation clerk could take 
overflow call #1, perhaps a counter 
salesman could take overflow call #2 
and so on. Your switchboard opera- 
tor would coordinate the calls to suit 
the need of the situation. We should 
bear in mind that our phone customer 
is not interested in how many depart- 
ments a distributor must contact to 
furnish information. ‘The customer 

(Continued on page 150) 


Do-and-Don’t Highlights of Talk 





1. The coordination of distrib- 
utors sales effort with manufac- 
turers salesmen. 


DO Schedule the factory repre- 
sentatives calls so his time is 
completely occupied. 


DON’T Let him sit in the car 
while the distributor salesman 
makes routine calls. 


2. Have we evidenced our appre- 
ciation of manufacturers adver- 
tising program of “Buying 
through your Distributor’? 

DO Put your sales efforts be- 
hind the manufacturers who ad- 


vertise “Buy through your Dis- 
tributor”. 


DON’T Become order taking 


warehouses. 








3. Distributor follow up of di- 
rect inquiries received from 
manufacturers. 


DO Follow up each inquiry 
and report to the manufacturer. 


DON’T Overlook factors re- 
garding such inquiries—too slow 
delivery, price too high, etc. 


4. Distributors should change 
the name of their telephone or- 
der department to telephone 
sales. 


DO Have inventory stock cards 
with prices within easy reach of 
the phone sales department. 

DON’T Keep customers wait- 


ing on the phone while you 
fumble for information. 





5. How many calls should dis- 
tributors salesmen make per day? 


DO Make intelligent calls— 
that means quality calls not 
quantity calls. 


DON’T Think in terms of 
merely increasing the number 
of calls. 


6. Creating sales by showing 
physical samples. 


DO Show physical 


samples 
wherever possible. 


DON’T Be _ hesitant about 
placing trial material in a cus- 
tomer’s plant. 
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THE REAL TEST of an effective window display is its ability 
to increase sales immediately. The trim should select, auto- 
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matically, the segment of passers-by who are potential custom- 
ers for the product on display. 


Building Profitable Window Displays 


Effective window displays don’t just happen, they are a product of careful planning 
play J pp ; P Pp & 


and strict attention to the principals of profitable display 


By Clyde Anderson, 
Display Manager 


Warner Hardware Co., Minneapolis 


Building window displays in industrial 
distributor organizations is a job 


usually assumed by someone in the or- 


ganization who is interested in that 
sort of work. Because of inexperience 
in the display field, he may not always 
be aware of the “slips of detail” 
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which tend to destroy the effect of an 
otherwise perfect media for increasing 
sales. 

Knowing what to avoid when build- 
ing a window display and being able 
to recognize the bad habits constitute 
a big step toward getting the full 
selling power out of display windows. 
Basically, there are two things to keep 
in mind when planning a window: 

1. The test of a good window trim 
is not beauty, alignment, balance and 


color effect. It is true, they help, but 
they are by-products. The real test 
is the window display’s ability to 
create an immediate increase in the 
sale of the product or products on dis- 
play. 

2. Remember everyone will not be 
sold or even interested in the products 
you display. Only a selected group 
will be potential customers. The great 
advantage in window display is that 
these prospects need only walk a short 
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THE THREE WING, folding screen type of display device is 
a versatile unit that could be used to “headline” numerous 
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products periodically. Simply redecorate, add new copy. For 
smaller products, a shadow box delivers the sales message. 
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DEMONSTRATION in the display window is an effective attention getter. It 
carries the sales message much further than can be done in a still display. Here, 
the principals of display are really at work; attention, interest, desire and action. 


distance into the store to satisfy a 
desire that the window display has 
aroused. 

So the first step in making the dis- 
play profitable is to plan and prepare 
it to select, automatically, the seg- 
ment of passers-by who are potential 
customers. A window should carry 
only one message to a selected group 
of prospects. 

When it is not feasible to build 
the window trim with one type or 
line of products as the main attrac- 
tion, the supplementing — products 
used to complete the trim should be 
closely related to the main attraction. 
For example, a supplementary display 
built around a metal working lathe 
as the main attraction, would be cut- 
ting tools, collets, arbors, etc. In this 
way the impact of the sales message 
is delivered with far greater effect 
than if the supplementary display had 
been of paint brushes, paint and spray- 
ing equipment. 





Relative Strengths of 
Lettering Color Combinations 
In order of legibility 
. Black lettering on Yellow Background 
. Green lettering on White Background 
. Red lettering on White Background 
. Blue lettering on White Background 
. White lettering on Blue Background 
. Black lettering on White Background 
. Yellow lettering on Black Background 
. White lettering on Red Background 
. White lettering on Green Background 
. White lettering on Black Background 
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A frequent mistake made in window 
display is to cram the window with 
unrelated products. ‘This type of trim 
is to be avoided because it confuses 
the prospect thereby reducing the 
sales appeal of all the products dis- 
played. At best, it is a “scatter-shot” 
attempt to get attention and create 
the interest of many prospects in a 
multitude of products. 

The more successful trim is one de- 
voted to a group of products such as 
portable power tools, hand tools or 
light machine tools. This window 
creates a more intensified interest 
with a more select group. 

Simplicity in design and construc- 
tion has long been the theme of good 
window display. There is a tendency, 
however, to become too simple, to 
make the window appear as though 
the trim was a hurry-up job without 
much attention given to increasing 
sales. ‘The single plane window trim 
is an excellent example of poor plan- 
ning. The attention getting qualities 
of single plane trim is practically nil 
because the display lacks depth. ‘Two, 
three or four plane trims with the 
merchandise arranged at different ele- 
vations has a dramatic effect on the 
potential customer. In the few sec- 
onds it takes for him to pass the 
window display, the multi-planed win- 
dow trim moves forward to capture 
his glance and attention. The only 
time a multi-planed window trim will 
lose effectiveness is when the supple- 
mentary planes are too far removed 
from the main attraction or subject 


product of the trim. 

Balance and neat alignment should 
be strived for by placing equal masses 
of displayed products on either side 
of the subject product and to the 
front to build depth One side of the 
display should not out-weigh the 
other. To insure good balance and 
pleasing arrangement a rough pencil 
sketch will dictate the correct size 
and positioning of supplementary 
product arrangements. 

To give the subject product “top 
billing” in the window it should oc- 
cupy the best position, usually in the 
center and to the rear. In addition, 
it should be backed up with a dis- 
play device to make it recognizeable 
as the “headliner” in the window. An 
economical device industrial distribu- 
tors can use is the three wing, folding 
screen type of background. The center 
panel should be twice the width of 
the two side panels. The side panels 
provide adequate space for emphasiz- 
ing the important selling points of 
the product. Small signs of contrast- 
ing colors can be stapled in place in a 
pleasing arrangement. This device, 
with occasional redecorating could 
serve as a semi-permanent display fix- 
ture, to be used with any number of 
products. 

The three wing device can be used 
to display smaller size products by 
attaching a shadow box to the center 
panel and illuminating it with a flash- 
ing electric light to bring out the 
product itself with a brand name or 
selling point. To get full benefit dur- 
ing daylight hours, the shadow box 
should be an opaque black painted 
hood which shuts out much of the 
natural light. It will lose a little of 
its brilliance during the day, but at 
night it will be a sure “knockout.” 

Now about window copy: in high- 
lighting the subject product of the 
window display, a “sales hook’ is 
needed. A sales hook is a sign de- 
scribing the product or, in some cases, 
giving the manufacturers’ name. How- 
ever, the manufacturer’s name should 
be used only when a potential cus- 
tomer can recognize it easily and as- 
sociate it with the product. This 
sales hook should be placed in the 
best illuminated spot in the window, 
usually the upper half since most 
window lighting is directed from the 
ceiling. For example, in using the 
folding screen display device, the sign 
is best located at or near the top of 
the center panel. In any event it 
should be somewhere near the eye 
level of the onlooker. Not on the 
window floor. 

It is wise to have the lettering on 


(Continued on page 166) 





A few months ago we came across an exceeding interest- 
ing and helpful little booklet with the intriguing title, 
“Seratching With a Wishbone or That Itch to Sell,”’ writ- 
ten by William Hobbs, Jr. With the author’s permission, 
we are glad to reproduce it in its entirety here. 

Mr. Hobbs is manager of sales, Aircord Division (air- 
craft and boating small cords and assemblies, industrial 
small cords, wire rope fitting and wire rope slings), 
John A. Roebling’s Sons Co., Trenton, N. J. He is a 
graduate of Western Maryland College, The Johns 
Hopkins University (Engineering), with advanced 
courses at Massachusetts Institute of Technology and the 
University of Wisconsin. Before joining Roebling’s in 
1934 he was associated with Lehigh Portland Cement 
Co. and Maryland State Roads Commission. He holds 
several patents and his work has given him an intimate 
knowledge of many industries and the sales problems 





involved in selling them. 


Scratching With 
or 


By William Hobbs, Jr. 


No one can tell you how to become a 
successful salesman, in your own way, 
anymore than I can write you direc- 
tions for driving down Main street. 
I can tell you to stay off the sidewalk, 
avoid pedestrians, and keep your hands 
on the steering wheel. But can I pre- 
dict the impatient driver that cuts out 
of line and crowds you through the 
front of a bakery? 

If I were an artist in “making with” 
the uppercut, haymaker and kidney 
punch, I could give you the principal 
advantages of numerous positions, 
stances and crouches but what could I 
do if your major position is the hori- 
zontal? Likewise, those who can’t see 
the woods because it’s full of trees, 
dismiss that intangible called salesman- 
ship with the plaintive cry, “Either 
you can sell or you can’t sell.” 


Do You Want to Sell? 


Whether you cherish the thought 
of this rubber stamp on your embryo 
or not, it’s a proven fact that anyone 
can sell. But here is the catch! In 
your own hands rests your degree of 
success in selling. Therefore every 
salesman should hearken to this, “You 
can be a peddler or you can be a sales- 
man!” In other words you can accept 
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a4 Wishbone 


That Itch to Sell 


orders or you can actually create them. 
If you are a persistent cuss you can 
find a buyer for anything; even haki- 
tosis. To aman being smothered, bad 
breath is better than no breath at all. 
When a customer has a need for what 
you're selling and recognizes the need, 
you simply accept his order. If you 
show him that he needs it, you create 
the order. 

The need. Spell it in your soup. 
Add it to your doodling. Anything. 
Just remember it. Does the buyer al- 
ways recognize his need for what 
you're offering? Many times he 
doesn’t, especially if it’s something 
new. If you can show the need for 
the thing you're selling, you’re grasp- 
ing for a high rung in the ladder of 
success. 

You must make your prospective 
buyer want to buy from you. To do 
this and, regardless of your method of 
accomplishing it, you must first gain 
his confidence. Next you must show 
that he stands to profit by your pro- 
posal. Gain confidence! Show a 
profit! Dangle these two in front of 
a buyer and watch him hang them full 
of orders. 

These are the two fundamentals in 
all selling. Both are basic just as sane 
eating and sleeping are basic in living. 
Practice them consciously and be a 
successful salesman and have good 
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health. Ignore them, and be not quite 
sO successful; live not quite so “hap- 
pily,” and not quite so “ever after.” 

How should you go about landing 
quickly with the old one-two? No one 
can tell you exactly. No cut-and-dried 
stacked-on-the-counter way has ever 
been hit upon to show one man how 
to gain the confidence of another. 
What is profitable to one business can 
easily be poison to another. ““That’s 
selling,” say the experts. The way to 
do it is to do it, which is like saying 
the way to become President is get 
elected. 


Gain Confidence 


Confidence isn’t easily described. 
You have to feel it. Think of the peo- 
ple in whom you have confidence. 
What sets them apart? Isn’t it that 
they seem to know what they’re talk- 
ing about? They don’t hand you a 
panful of half-baked ideas and advice 
that insults your intelligence. They 
have common sense and integrity. 
Their word is as sure as taxes. ‘The\ 
say “I don’t know” when they don’t 
The confidence you have in people, 0: 
in ideas, or notions, isn’t something 
picked up like a luck piece and carric« 
thenceforward. Confidence grows from 
within. It’s nurtured through associa 
tion. With conndence comes th: 
securitv, trust and dependability. 





Your manner and actions mean 
everything in winning confidence. The 
confidence others have in you and 
your company is no greater than the 
confidence you show. Braggadocio has 
the appearance of just so much brass 
and should you have too much self 
confidence, take lessons on a harp. 
On the other hand, if you wear a hang- 
dog-look, you should crawl on all fours. 
A nice clean brush-off and a sympa- 
thetic pat on the cheek are about all 
ou'll get from these! But no orders. 
Why not be natural? 


<> 


Be Natural 


Not many years ago a sales talk was 
a sight to beguile and behold. Chests, 
bedecked with flowered vests and trap- 
pings, were thumped and the truth, or 
more likely an unreasonable facsimile 
thereof, resounded at the top of one’s 
voice expressed in terms that swelled 
the desire for buggy whips and corset 
covers. Maybe the snake oil wouldn’t 
cure everything it should but nothing 
was lacking in the self confidence of 
the salesman. So if there’s wind in 
your sales let it be cool breeze on 
canvas. 

Naturally you must have confidence 
in yourself and in your product. But 
don’t forget that getting the other fel- 
low to have confidence in you is what 
you're after. Hand one of your friends 
a first class dish of malarkey and watch 
him begin avoiding you. Do the same 
to a prospective customer visit after 
visit and see how frequently he is 
“out,” or “in conference,” or any of 
the other ruses people can politely use 
to avoid those they dislike or distrust. 

If you must use polish anywhere, 
put it on your shoes. They can be 
box-toed or the latest in gum boots. 
Whether you wear a necktie or a 
beard, keep them free of clam chowder 
and cockleburrs. Your personal ap- 
pearance counts for the same things 
with prospective buyers as it does with 
your friends 2nd neighbors. No more. 
No less. Today “personality” and the 
“art of persuasion” alone will find you 
with an empty order book and a bunch 
of excuses. You must use facts. 


Thus to get your buyer’s confidence 

you must be sensible, practical, honest 
and trustworthy. If you profess to 
know everything about everything he 
will be wary. But if you know every- 
thing about your product, especially 
in its application to his need, then 
watch the thermometer of friendship 
go up. 
So see his problem his way. After 
all, it is his, not yours. No doubt he’ll 
be a good fellow and sit quietly while 
you very cleverly explain why it can’t 
be done or it isn’t practical, or no one 
can possibly furnish what he wants, 
ad obnoxium. He might agree. If 
he doesn’t you might argue him blue, 
and several other colors, until he does 
agree. But you won't get an order. 
And provided you get in at all at your 
next visit you'll be just about “as you 
were” if at all. Welcome can’t be re- 
conditioned once it’s worn out. 

To get along with people you've got 
to like people. If you do, you have a 
bright future. Most of us have faults, 
unfortunate dispositions and screwball 
temperaments; those of us that can be 
considered as being human at all, that 
is. Some people are conceited and suf- 
fer from I-strain. Others spend their 
three score and ten barking and biting. 
People living with their in-laws like 
arguments and are apt to lead you into 
one. There’s little consolation in win- 
ning an argument if you lose the order. 


Clinching the Order 


There are brilliant looking people 
who are stupid and stupid looking 
people with the wisdom of Confucius. 
There are tempermental people with 
ninety-nine percent temper and one 
percent mental. There are big guns 
with large calibre bore and little shots 
right on the target. Piece by piece 
the successful salesman meets up with 
all the variations of the Creator’s 
handiwork, and deals with them pleas- 
antly, and profitably. Where the itch 
is there to sell, there isn’t much that 
scratching won’t accomplish, especially 
if you use a good sized wishbone. 


Entertainment 


Entertaining cements friendship and 
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offers an opportunity to build con- 
fidence. Through you, your company 
extends the hand of hospitality. It 
isn’t a bribe and if you look on it as 
such you may have some disappoint- 
ments. A large order of codfish cakes 
or crepe suzettes doesn’t entitle you to 
your friend’s order. Your proposition, 
you remember, must be profitable to 
his company. 

Oftentimes amid the gaiety of en- 
tertaining come soft lights, a tinkle of 
glass, ice, amber liquids, and more 
gaicty—sometimes followed by utter 
darkness, a rush of elephants, aspirin, 
and more ice. Drinking is a pastime 
widely disputed, renounced, defended 
and enjoyed. 

If you drink, all well and good: Just 
don’t give the fellow that doesn’t the 
ole tazz-la-razz. Liquor’s legal but not 
compulsory. But if you don’t drink 
because you don’t enjoy it or for some 
other reason, eat all the peanuts in 
sight and save yourself the trouble of 
moralizing to the fellow that does. 

It’s a free country if you forget the 
high cost of living, and what you drink 
or how much is your business. Like 
snoring, it’s a pleasure all your own. 
But don’t think you can drown yout 
troubles with a lot of irrigation. The 
chances of pulling yourself out of a 
difficulty with a corkscrew are pretty 
slim. 


Know Your Product 


If you are the type who reads this 
sort of stuff through the dark glasses 
of a cynic let the bright light shine on 
this one, know your product! Nothing 
creates more lasting confidence in your 
buyer than being able to talk intelli- 
gently about what you're selling. You 
may throw your man a curve now and 
then, but if you try it as a steady 
routine you'll find yourself with the 
bases loaded. 

Learn how your product is made and 
why it’s made the way it is. If you 
can, spend some time at the plant 
talking to the men in the office and 
in the shop. Know your company’s 
facilities, and possibly, how they can 
be adapted to variations. Further than 
this get into your customers’ plants 
on every pretext to see how your prod- 
uct is used. 

In this way you become a technical 
expert brim full of knowledge con- 


(Continued on page 154) 





The complete text of this article has 
been privately published in a 34” x 6” 
booklet. It may be obtained from 
Mr. William Hobbs, Jr., Morrisville, 
Pennsylvania—50 cents per copy or 
25 cents per copy in orders of one 
hundred or more. 

















SALES STRATEGY is discussed by 
Harry Lynch (left) and Elmer E. Brooks. 


STEEL RODS generally are thought of as being in large sizes but Mr. Brooks points 
out that they come in many sizes, some like fine wire. 


“Don't Stick Your Neck Out In Selling Metals” 


So warns Harry Lynch of 


C. W. Marwedel but he adds 
that for variety of applica- 
tions and interest this line 


takes a back seat for none 


By Henry Young 
West Coast Editor 


Wuat METHOD does a salesman use 
in selling metals? Has he anything 
really to sell besides metallurgical 
formulas, tensile strengths, Brinell 
hardnesses and a lot of other abstract 
things? Does he go to the customer 
and say: “Here are some nice rec- 
tangular commercial bronze rods we 
are featuring today. Suppose you try 
some.” Or: “This round, seamless, 
monel metal tubing is so much a 
hundred weight. How many tons can 
you use?” 

Questions like this came to mind in 
going through the metals stock rooms 
of C. W. Marwedel in Oakland, Calif. 
This is a branch of the headquarters 
store in San Francisco and between 
them they carry one of, if not the 
most, comprehensive metal stocks on 
the Pacific Coast, both ferrous and 
non-ferrous. 

With the idea of getting some light 
on the subject of selling metals, we 
approached Harry Lynch, veteran sales- 
man and metal specialist, at the Oak- 
land store. When it was suggested 
that selling metals must be more or 
less like selling flour, lard, clover seed 
and such staple commodities, his 
comeback was snappier than that of 
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a coil of blued clock spring steel. He 
unwound fast. By frantic pencil work, 
it was possible to salvage some of his 
remarks, though by no means the 
whole story. Mr. Lynch goes on from 
here: 

“If a customer tells you what he 
wants and asks what you have in 
stock, you can safely bring to bear 
your knowledge of tensile strengths, 
etc. of the metals you have to offer in 
his line of requirements. But I am 
careful not to attempt to tell him what 
he must have. He is an engineer and 
does the specifying. Therefore, he is 
the one who is going to be responsible 
for results. This does not mean, how- 
ever, if you see some indication that 
he might be wrong in some particular, 
or you see where you think his product 
might be improved you should not, in 
a tactful way, bring such ideas to his 
attention. 


Get Outside Help 


“On the other hand, there is a type 
of customer who may come to you 
with a problem and ask you to find 
the solution. There is where you have 
to go slow and not jump to conclu- 
sions, for this man is then going to be 
held responsible for the results of your 
recommendations. Hardly any sales- 
man is, at the same time, a qualified 
engineer or metallurgist, and I am not 
one. All I can do personally in such 
a case is to bring to bear the results 
of my experience and, unless the 
problem is a very simple one, I get 
outside help for him from the best 
sources erate, 

“As an example, a traction company 
had on its heavy cars a sort of ‘fifth 
wheel’ arrangement underneath the 
body and on the truck. Ball bearings 
in the raceway, which was only about 
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10 inches in diameter, had to carry a 
total load of 80,000 pounds. ‘The 
huge, concentrated load resulted in a 
tendency for the balls to freeze in the 
raceway. Here was a problem strictly 
metallurgical. There was little past 
experience to go by and it would have 
been a foolish thing for me to make 
suggestions of this combination or that 
which I thought might work. The 
thing to do was to get the metallurgist 
of the mill in on the problem, which 
I did, and he in turn called on his 
laboratory to solve the problem after 
he had supplied all the technical de- 
tails. Only in that way could we hope 
to arrive at the right solution the first 
time and so save the customer a lot 
of money. In the last analysis, a phos- 
phur bronze alloy was determined 
upon. And it gave very good results. 


Send Samples 


“In another case, a manufacturer 
was making ordinary valve parts of 
yellow brass. They were to make a 
drawing die and frankly did not know 
the hardness that would be required 
in the die. They suggested a Brincll 
hardness that they thought might do 
the drawing without making the dic 
too brittle and subject to breaking, 
but were not sure. In my private 
opinion, it would have been a little 
too hard, but without past experience 
in an exactly similar case it would 
have been unwise to try to make a 
recommendation. In this case, it was 
not necessary for me to call in the 
metallurgist but simply to send sam- 
ples of the materials to be drawn to 
the mill and have them determine ex- 
actly what was needed, without asking 
the customer to get at the result 
through expensive trial by error 
methods. 
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VARIETY is plentiful in metals. Paul Brookfield selects an item from shelves that 





% 


hold some nickle silver and some copper products. 


“To my way of thinking, this whole 
business of selling metals is a three- 
way partnership between the customer, 
the distributor and the producer. As 
a go-between, the distributor and the 
distributor’s salesman are in an im- 
portant spot. From the strictly com- 
mercial standpoint, if the salesman 
works sincerely with his customer from 
the standpoint of servicing him, he 
must know thoroughly the price struc- 
tures of the materials he has to cffer. 
When you get down to it, everythin 
in this field is sold on the basis of 
quantity—weight, if you please. He 
must be on the watch at all times to 
give the customer a break in this re- 
spect because, frequently, by ovdering 
a slightly greater quantity the cus- 
tomer will be brought onto another 
price base which will actually save 
him money. 


Remember All Items 


“The salesman must also constantly 
keep telling the customer of the dif- 
ferent items he has to sell, because the 
customer cannot remember all the 
things that he needs at the moment. 
Because metals are the staples of busi- 
ness, the salesman should not get it 
into his head that it goes without say- 
ing that he has all the items in that 
line and that the customer will always 
make his wants known without being 
asked. You must keep plugging your 
metal catalog day in and day out, 
pointing out this item and that as a 
reminder. 

“Our company has lifted out the 
metals section of the general catalog 
and made it up into a separate 160- 
page book. Not counting all the 


pages of helpful engineering and met- 
allurgical data and tables, there is a 
clear 75 pages of products that we 
stock in the metals line, covering over 
a hundred separate groups or classi- 
fications and of course thousands of 
different items and sizes. 


True, our 


customers know that we carry any- 
thing and everything in ferrous and 
non-ferrous sheets, bars, rods, wire, 
etc. But they do not know and can- 
not be expected to know off-hand that 
we are headquarters for all kinds of 
specialties such as snap-on moulding, 
clock spring steel, seamless steel tub- 
ing, metal hose and couplings, metal- 
lized wire, resistance wire, wire cloth, 
solder, lead wool, hard-surfacing rods, 
chromoloid ribbon, drill rods, ignition 
metal, caulking lead, etc. Anyone who 
thinks that the metals salesman hasn’t 
anything in particular to talk about 
except sheets, bars and rods will see 
that he has plenty of special things 
that will take him into almost any 
class of industry or construction work. 


Tubing for All 


“Take as an example this seamless 
steel tubing. In my opinion, this type 
of tubing has the greatest diversity of 
application of any commodity in the 
whole metal industry. You can hardly 
go into a place—any kind of a manu- 
facturer, any kind of a business estab- 
lishment—where a field for it is not to 
be found. One of my very good cus- 
tomers for it is a manufacturer of wood 
furniture where you would think that 
a metal man would be wasting his 
time. In short, a metal salesman, if 
he had the time and could expend all 
his energies on selling nothing but this 
tubing, could make a very good record 
for himself. 

“Reverting again to the matter of 
customer problems, the salesman must 
be cautious about sticking his neck out 
and assuming the roll of consulting 
engineer, consulting chemist and met- 
allurgist or consultant anything. In 
no field must the salesman be more 
careful and sure of his facts. He can 
get himself into a peck of trouble and, 
what is worse, get his customer into 
serious trouble if he permits himself 
to go about indescriminately recom- 
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mending this thing and that without 
exact, scientific knowledge. 

“Generally speaking, this is the way 
[ work it in connection with prob- 
lems. 

“(1) Ifa customer is well equipped 
with technical help and knows what 
he wants, I supply the materials to 
his specifications. 

“(2) If, in these specifications 
something shows up that, in the light 
of past experience might possibly be 
changed to his advantage, call his 
attention to it merely as a possibility 
for him to consider. The responsi- 
bility is up to him, however, as to 
whether he acts upon it or not. 

“(3) If the customer has a prob- 
lem and asks me for a solution, I get 
that solution for him in one of three 
ways: 

“(a) If not too great an expendi- 
ture hangs in the balance and it is 
something that comes within my ex- 
perience from having furnished mate- 
rials for cases very similar where re- 
sults were satisfactory, I make the 
recommendation myself, if I can con- 
scientiously do so on the basis that if 
I were the owner of the business and 
my money was involved I would not 
hesitate. 

“(b) If the problem involves some- 
thing about which I cannot be abso- 
lutely sure, I solicit the help of my 
mill metallurgist or engineer. I know 
the right man and am doing my cus- 
tomer a service by being in a position 
to secure this expert help for him. 

“(c) If laboratory tests become nec- 
essary, I work with the mill field man 
and help him get the necessary data 
to enable the laboratory to arrive at 
the correct answer. 


Respects Adages 


“Manifestly, it all boils down to a 
matter of judgment on the part of 
the salesman as to which method to 
pursue. Naturally, you can’t expect 
the mill representatives to tag you 
around and have you holler help on 
every occasion. You have to go on 
your own part of the time. But though 
I have been in the metal selling busi- 
ness for a long time, the longer I am 
in it the less inclined I am to be a 
neck-sticker-outer and the more in- 
clined to respect such old adages as 
‘Look before you leap’ and ‘Be sure 
you are right and then go ahead’.” 





“Man is a tool-using animal. No- 
where do you find him without tools; 
without tools he is nothing, with tools 
he is all.” 

Thomas Carlyle, 
Sartor Resartus, 1836 




















PRESENTATION of a surprise award for ingenuity is made to Walter F. Crowder, editor, 
by Eugene S. Duffield, McGraw-Hill executive, while A. M. Morris, publisher, and Raymond 
W. Barnett, managing editor who conceived the idea of employing sound recordings, look on. 


WE WIN EDITORIAL AWARD 


InpusTRIAL DistriBuTION received last month a special 
McGraw-Hill Publishing Co. award for editorial ingenuity 
and enterprise. The award was presented to your editors 
for the preparation and presentation of the September 
issue, “The Industrial Distributor Salesman.” 

In addition to a company citation, the editorial recog- 
nition carried with it a check which was divided among 
members of the editorial staff. In honoring the magazine, 
Eugene S. Duffield, executive assistant to James H. 
McGraw, Jr., president, told A. M. Morris, publisher of 
INDUSTRIAL DistTRIBUTION: 

“The two articles which InpusrriaL DisrripuTion ran 
based on sound recordings— particularly the one with the 
marginal commentary—seem to me to have been the best 
examples of editorial ingenuity and effectiveness displayed 
in Our magazines during the past year. I am happy, there- 
fore, to be able to recognize an outstanding job in a small 
tangible way which may convey to the whole staff our 
appreciation and pride in what they did.” 

The articles referred to by Mr. Duffield made up two 
of the four parts in the September presentation. They 
were transcriptions of sound recording. It is believed that 
this is the first time such techniques have been used in 
business journalism. In the first part, your editors repro- 
duced conversation between a distributor salesman and an 
industrial buyer. Several recordings were made before the 
two that were used were decided upon. The salesman in 
the first of the two published interviews was generally 
considered to have done an above average job of selling 
his products, his company and himself to the buyer. In 
the second case, the salesman did an extremely poor job. 

After the recordings were transcribed, copies were given 
to Miles Stray, president of Charles A. Templeton, Water- 
bury, Conn., for study and comment. Mr. Stray’s com- 
ments, exactly as he wrote them, were reproduced as mar- 


PLEASED SMILES were evident when staff members received 
news of the award. They are, John A. Wertis, associate editor; 
Elsie C. Berger, art director, and John F’. Farley, news editor. 


ginal notes. 

The second part of the award winning article was the 
reproduction of a round table conference conducted by 
Walter F. Crowder, editor, with five Philadelphia pur- 
chasing agents participating. The conference report gave 
INDUSTRIAL DisTRIBUTION readers a frank appraisal of the 
job they are doing. While all of the conferees were from 
Philadelphia, they had been selected as being typical of 
the type of purchasing men distributors and their sales- 
men encounter in all parts of the country. 

Because they were on their jobs in the field, Walter 
Dawson, western editor (Chicago), and Henry Young, 
West Coast editor (Los Angeles), are not pictured in 
the accompanying photographs taken in New York. They, 
too, made definite contributions to the award winning 
issue. And they, too, shared in the award money. 
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Salesmen Want Teamwork 


Minneapolis distributor lets his salesmen know they “‘belong”’ in 


a “behind-the-scenes”’ letter mailed to their homes each week 


SaLESMEN, like most workers today, 
are no longer content to work in a 
vacuum. They need some indication of 
teamwork between management and 
the sales force. In organizations where 
management has failed to create this 
atmosphere, salesmen are looked upon 
as machines—salesmen who sell with- 
out any understanding of their de- 
partment’s obligations or aims. 

“Salesmen resent this assumption 
and :t can very seriously affect their 
selling job,” said Harry Howard, vice- 

resident and general manager, The 
Villiams Hardware Co., Minneapolis. 
“They should be made to feel that they 
really ‘belong’ to the organization. 
Telling them they are the important 
cog in the wheel on whom the com- 
pany’s profits depend, is not enough. 
It takes teamwork. And teamwork is 
achieved by keeping the salesmen in- 
formed on matters that affect their 
selling jobs and by letting them know 
you appreciate a good selling job.’ 

Not to be confused with a house 
organ that many distributors mail to 
their customers, WHCO Newscaster, a 
weekly letter, is put out by Mr: Howard 
for Williams salesmen. 

“The purpose of the letter is to 
share the whys and wherefores and 
the accomplishments of the sales de- 
partment,” said Mr. Howard. “It con- 
tains more than just late product news, 
it’s a collection of information within 
the company’s scope to make the sales- 
mens’ job easier, more efficient and to 
promote a more harmonious relation 
between salesmen and management.” 


? 


The letter is strictly a sales depart- 
ment function. It is mailed once a 
week to the homes of Williams sales- 
men, branch and counter men. Mr. 
Howard writes the letter every Thurs- 
day from an accumulation of notes he 
has made as the current week pro- 
gresses. “I write of the things I'd like to 
tell my sales force in person,” said Mr. 
Howard. “A substitute for personal 
contact is what the letter amounts to.” 
The letter is mimeographed and the 
mailing timed to reach the salesmens’ 
homes on the weekend, before they 
start a new week of selling.” 

News of the arrival of backordered 
materials, apparent shortages of sup- 
plies and price changes make up the 
bulk of the letter’s information to 
guide salesmen in intelligently serving 
their customers. In addition, the News- 
caster serves to keep the salesmen “‘on 
their toes”, pushing seasonal items and 
those products which for no apparent 
reason seem to have lost sales momen- 
tum. Occasionally a news item of 
some well known manufacturer’s repre- 
sentative or fellow employee is added. 
The style of the writing is friendly 
and interesting. 

“Too many times,” said Mr. How- 
ard, “company letters of this sort are 
written with a degree of stereotype 
that stifles all expression of person- 
ality.” 

The personal pronoun “I” is not to 
be found in any letter. “We” is used 
throughout as the symbol of group ac- 
complishment — teamwork. No one 
salesman is ever singled out as the 


“shining example” of good selling. A 
sample paragraph, for example, would 
be worded like this: 

“XYZ products are not getting 
the turnover they should. Go 
through the catalog with the as- 
surance that all numbers are 
available and should be constantly 
pushed. We don’t want this line 
to take the “count” after the 
good job we've been doing on it 
in the past years. Keep pushing, 
it’s a repeater with’ many ac- 
counts”. 

The next paragraph would. be in a 
different vein: : 

“Orders keep pouring in on the 

ABC tool. The mailing gave us 

many good leads and you boys 

did a swell job of following 

through and getting the orders. 

Trouble is, we only have ten 

model x’s left in stock after filling 

today’s orders. We had a wire 
that a shipment is on the way, 
but any orders you take on this 
model x this week better be for 
delayed delivery. Good Work, 

Boys!” 

Mr. Howard figures that a pat on 
the back is worth two kicks in the 
pants. “Deserving praise is a good 
morale builder,” he said. “Too many 
times management forgets to say 
thanks to their salesmen. What sales- 
men want in management is interest 
and understanding. If the morale is 
good, salesmen will work in unison 
with the management. And _ that’s 
teamwork.” 
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The Williams Hardware Co. 
MINNEAPOLIS 1, 


MINN. 


ATLANTIC 6261 





An Inteneating Weekly Letten to Williama Safeamen, @nanch, and Counten Men 


By Hany dtowand 











TO ALL WILLIAMS SALESMEN; 





KEEP ’EM INFORMED. A collection of information within the scope of the sales department is published weekly. 
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“WE BELIEVE as long as a search 
after the new and better continues, 
we'll progress”—Connell L. Shelton. 


Don't Sell— 
Help The Buyer Buy 





INTER-ORGANIZATION CORRESPONDENCE 


. THE GARNER-ONELTON CO. 


RECOMMENDATION 


WATERIAL ~ Water hardened and high speed steel. 


PART - Small punches 1/4 to 1/2* in diameter. 
1-1/2 to 2° in length. 


OPERATION - Grinding 0.D. end redius. 

STOCK REVOVAL - .c15. 

FINISH - Good comercial. 

PIECES PER DRESSING - 10 Pieces. 

COMPETITIVE WHEEL 

MACHINE = Brown & Sharpe #5. 

COOLANT - Cimainnati Milling Machine (Simcool). 
HARDNESS = 60 Rochwell. 


Customer was obtaining two pieces per dressing with 
competitive wheel, Wheel cuts free and fast, holds good 


size and form. Production decidedly increased. 





This grading hes proved outetending in this type of 
work. 


26 wheele are carried in our stock. 


Elmer Rellinger. 








THE PERFORMANCE REPORT is filled out in every 
case where salesmen recommend a tool for a new or different 
job (identification of wheels has been omitted). 


HELP THE CUSTOMER select the tools with advantage, say Garner-Shelton sales. 
men J. Shelton, H. E. Langley, E. A. Rellinger, N. Randau, M. J. Messina and 
E. W. McGeachy. 


Testimony and demonstration is the sell- 
ing procedure used by this Detroit dis- 
tributor; performance reports are pre- 


pared on new or different applications. 


WHEN A BUYER'S reply to your sales efforts is an emphatic 
“No”, do you ever stop to think that you might be at 
fault? Maybe you are reluctant to transact business from 
the buyer’s side of the fence. 

Let’s look at the buyer’s side: If he’s pleased with a 
purchase, you'll never hear him say “Look at what I was 
sold”; if he’s displeased with a purchase, he’ll invariably 
say he was “sold” and not that he “bought”. 

This philosophy of not selling, but helping the buyer 
buy, prevails at the Garner-Shelton Co., Detroit. The 
company’s sales activities are all geared toward aiding sales- 
men sell a customer on the advantages or benefits the cus- 
tomer gets from the use of a product. 

Connell Shelton, president, believes progress can only 
be assured when salesmen constantly search for new 
and better methods to help customers select tools. 

“What we are doing today,” said Mr. Shelton, “is not 
going to be good enough for tomorrow. Every time we 
do something that we have done before, we must chal- 
lenge it to make sure it can’t be done better.” 

One of the key sales tools used by Garner-Shelton is a 
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EIGHT TRUNK LINES are maintained for the convenience 
of telephone customers, eliminating any possible delay. 


case history report. On these reports the salesmen record 
the performance of tools and supplies they place in their 
customers’ plants. In every case where a salesman has 
yecommended a product as applicable to some new or 
different job in a customer’s plant, there is a thorough 
follow-through; the salesman gives a detailed performance 
report on the recommended tool as it compares to the 
one the customer was using previously. 

The performance reports are submitted to the sales 
department head with copies for the other salesmen. 
These serve as a guide in the event another salesman 
encounters a similar problem in another customer’s plant. 

The performance reports become selling tools in that 
they constitute testimony that is difficult for a buyer to 
ignore. This approach to a prospective buyer puts the sales- 
man in the position of being one who wants to be of 
service, to help. It carries the thought that: “Here is 
how we’ve been able to help other customers lick their 
production problems, we’d like to do the same for you.” 

The interview is not a “battle of words” between buyer 
and salesman. The performance reports carry authority 
which the buyer respects. The salesman is put in the 
light of having the ability to survey intelligently plant 
production methods and recommend improved tech- 
niques. Buyers just don’t dismiss a salesman who offers 
concrete proof of the “miracles” his organization has 
performed in other plants. The performance reports of 
other production problems present a strong argument in 
favor of allowing the salesman at least to survey produc- 
tion operations and make suggestions. 

Specializing in perishable tools and supplies, the 
Garner-Shelton salesman, once in the customer’s shop, 
usually can find some one job that can be done a better 
way. Given a free hand to demonstrate his “better way,” 
the Garner-Shelton salesman is careful to note every step 
in the product’s application for entering on a performance 
record. The report identifies the part processed, the oper- 
ation, stock removal, finish and other factors contributing 
to the efficient operation of the tool being demonstrated. 

Demonstration is the proof step, carried to its logical 
conclusion. The prospect’s eves convince him that the 
claims the salesman makes for the product are well- 
founded. The salesman’s remarks on the advantage of 
using the tool he recommends are conclusive proof of 
the service and help he offers. 


ORDERS are carefully filled, checked and packed by 
R, Bramhill and E, Kubinski, who know their products well. 


DELIVERIES are made promptly, many on a same-day 
schedule. 


However, the efforts of the Garner-Shelton salesman 
would be ineffectual without the support of an efficient 
organization to back up service claims. 

To the Garner-Shelton firm, the customers’ time is 
important. Eight trunk lines for the convenience of tele- 
phone customers eliminate any possible delay in service. 
The telephone salesmen are experienced men who are 
equipped to answer customers’ questions intelligently, 
promptly and courteously. 

Perpetual inventory control automatically keeps inven- 
tories in adequate supply to fit customers’ needs. Orders 
received before 1 p.m. from customers in the northern 
end of town are delivered the same day. All other orders 
are delivered the following day except in cases of emer- 
gency when special deliveries are made. Special delivery 
trucks cover Detroit and outlying points daily: 

“We believe,” said Mr. Shelton, “the purchaser of a 
product expects it to be suitable to his purpose, 
economical first to costs and operation. Above all, he 
expects our service to be reliable, to give the same definite 
return as the products we sell.” 
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SALES increased for Gunnar Nelson ( 


left photo 


) and Charles Fairbanks (above) when their firm departmentalized in. . . 


Rebuilding The Sales Staff 


A year ago’R. L. Leyh, as vice-presi- 
dent and sales manager, was charged 
with the responsibility of rebuilding 
the sales staff and developing a sales 
program for The Satterlee Co., Minne- 
apolis. 

Today, the results of the program 
can be seen in the company’s financial 
statement—the percentage of profit 
has increased 14 to 2 percent. 

Mr. Leyh was assigned the rebuild- 
ing job by A. J. Campbell, president, 
who had just purchased the firm. Mr. 
Campbell’s instructions were that the 
selling program for salesmen should 
be: 


1. Tuned to a buyers’ market. 

2. Styled to gain competitive advan- 
tage. 

3. Designed to keep salesmen’s sell- 
ing costs at a minimum. 


Mr. Leyh’s first conclusion was that 
most industrial supply salesmen who 
sell a full line of industrial supplies, 
tools and equipment tend to devote 
too much selling time on large unit 
sales—machine tools and heavy equip- 
ment. This habit, Mr. Leyh said, 
caused them to neglect the rich poten- 
tial market for perishable tools. 

“A decisive element in determining 
sales volume and profit in our organi- 
zation,” said Mr. Leyh, “is the sales- 
man and how he uses his selling time. 
We could see the need for directing 
his efforts toward markets which pro- 
duced the greatest sales volume and 
turnover of stock.” 

Mr. Leyh pointed out that he did 


100 


not mean machine tools were unprofit- 
able for distributors to handle. The 
problem, he continued, was to obtain 
the greatest possible sales results from 
each staff member. This, he decided, 
meant departmentalizing. He divided 
the staff into two departments, one to 
sell only perishable tools, the other to 
place sales emphasis on machine tools. 

By taking this step, Mr. Leyh hoped 
to eliminate a large measure of wasted 
sales effort and to reduce the chances 
of the salesmen’s failure to sell. He 
reasoned that through rendering better 
service and covering territories more 
intensively, the salesmen would be 
classified by customers as specialists. 


AIM at a buyers’ market and your salesmen 
have a competitive advantage—A. J. Camp- 
bell, president. 
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This would lead to establishing a re- 
lationship with customers which could 
result only in increased sales volume. 
The sales staff division was not made 
so rigid that a perishable tool salesman, 
for example, would purposely ignore a 
customer who might be a prospect for 
a machine tool. An adequate commis- 
sion arrangement still provides some 
measure of compensation for the sales- 
man who transfers a perishable or ma- 
chine tool lead over to the other de- 
partment for follow-up. Turning the 
lead over to a salesman better equipped 
in the knowledge of the product, one 
who has the ability to make the sale 
(Continued on page 144) 


SELLING TIME and how it is used is a 
decisive element in determining profit— 
R. L. Leyh. 
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The new conveyor method of assembly em- 

ployed at the General Electric Refrigerator 

Plant, Erie, Pa., is the last word in modern 

production practices. Here, starting with a 

compressor unit, a new General Electric 
Refrigerator literally grows before your eyes as it 
moves from one operation to another at a speed of 
27 feet per minute. 

But new ideas create new maintenance problems. At 
One point in the operation the conveyor chain passes 
througha rust-proofing solution. This results ina deposit 
of scale which must be removed from the chain. At first 
the chain was removed and cleaned ina caustic solution 
—obviously a costly and time-consuming operation. 


Then an Osborn sales engineer was asked for sug- 
gestions. The answer and solution is shown above. An 


Osborn Disc Center Wire Brushing Wheel is mounted 
on either side of the chain. Revolving with the chain 
as it emerges from the bath, the brushes remove all 
dirt and scale. Cleaning is instant and continuous at a 
mere fraction of former costs. 

Time and money-saving ideas such as this are the 
stock-in-trade of Osborn sales engineers. It’s the appli- 
cation that counts and the brushes are only the means 
to an end. This premium service costs you nothing, 
may save you much. For complete information write— 


THE OSBORN MANUFACTURING COMPANY 


Dept. 103, 5401 Hamilton Avenue Cleveland 14, Ohio 














WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY + POWER DRIVEN BRUSHES + PAINT BRUSHES +» MAINTENANCE BRUSHES 
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THE SALES INDICATOR —Supply sales in decrease from October but 7.9 percent higher than November 
November fell 18 points to 343; a 5 percent 1947; and about equal to the same 11]-month period of 1947, 


Supply Sales Trends 
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FM 
ORDERS PER WORKING DAY were 103, down 
eight from October. Orders per salesman per day were 
7.7, down 1.3 from October. 


Pac. North North 54 
Month Coast Western Central South Atlantic ’ 


504 478 388 
425 299 356 50 
9 46 

7 . 


Sales 
Indicator 


Orders per Sales- 
man per Day 


Volume per 42 


Salesman 


Size of 
Average Order 


Order per 
Working Day 


38 


34 


Z9 ZO ZO ZO ZO 


30 








o sled 
—— 1948 ———1947 


REGIONAL TRENDS were mostly down. The Pa- Sa es ee , 
cific Coast dropped 214 points, and the West and SIZE OF AVERAGE ORDER was $41.80, up a lit- 
South also lost ground. The North Central and North tle from October. Volume per salesman was $16,200, 
Atlantic both had slight gains. also up from the $16,050 reported for October. 
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1400 
1380 
4360 re ! (Koes vs 
4340 a p te ¥ Capacity range: 2!/,", 
4320 / ; j ee 3", 3!" and 4" pipe. 
1300 : 
7280 
4260 
1240 
1220 
7200 
1!80 
1'60 
1140 
1120 The Universal Chuck has 
100 three powerful, quick- 
80 acting, fully serrated jaws. 
) | 
nber 
947. 
130 
- ee 79 
: OSTER NO. 54 "LEADER 
i DIES: Four individual sets. Each set A new geared receding die-stock designed 
has five individual and replaceable for hand and power drive operation 
0 segments. Dies are wider to permit 
longer lead for easier starting. Again Oster scores a bull's-eye for Distributors’ Salesmen! The NEW No. 54 
30 "LEADER" is built to appeal to your customers who know only the best 
DIE HOLDER: A separate unit tool of its type will give the best results. 
70 containing the die slots. This permits P 
replacement of die holder only, Every component part of the No. 54 "LEADER" is designed for maximum 
= thereby saving cost of replacing a strength to resist the most severe strain of power drive operation. (For 
sae major part if die slots become worn. hand operation, the tool is used with a ratchet handle as illustrated above.) 
were Die holder is fully adjustable to DRIVE GEAR hus a tensile strength up to 60,000 pounds per square inch. 
permit cutting both oversize and ; J 
— nr STEEL PINION with completely hooded, machine cut teeth is supported by 
a tubular housing and runs in Torrington needle bearings to minimize friction. 
, STUDS: Each stud has a step to LEAD SCREW has standard Acme threads (stronger and better for a lead 
O indicate instantly the starting pout screw than the generally used National Coarse form). A 5" extra travel 
‘. fer the dics to commence Hueading. helps prevent an inexperienced operator from jamming the lead screw when 
LIFTING HANDLES are carefully using the tool with a power drive. 
. balanced at center of gravity to make Those and other outstanding features make the NEW Oster No. 54 
8 it easy to position the tool on the pipe. "LEADER" geared receding die-stock a tool you can sell in the toughest 
, kind of "Buyers' Market". 
) THE OSTER MANUFACTURING COMPANY 
: 2041 East 6lst Street a Cleveland 3, Ohio, U.S.A. 
= 
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SELECTED BUSINESS INDICATORS 


Sources: Dept. of Commerce 
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Steel production turned downward at the year’s end.... . . power output went “through the roof”. 
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Industrial stock prices held low... 


1948 1945 


1946 1947 1948 


. . . department store sales slumped further. 


Keeping Up With Business 


Midwest Area 
Shows Market Weaknesses 


The period of “assured sales” for 
most products appears to be at an end 
in the Midwest, according to the Fed- 
eral Reserve Bank of Chicago, and the 
success of most enterprises will depend 
on their ability to “sell” to customers. 

The overall business level and short- 
trun outlook remain favorable, the 
bank reports; the soft spot develop- 
ments indicate only that the shift is 
underway toward more “normal” mar- 
ket conditions. The downturn, if 
there is one, is not expected to be 
“far-reaching or to have a sharply de- 
pressing influence upon business gen- 
erally in the months ahead.” Public 
utilities, railroad and government ex- 
penditures for heavy equipment will 
support the market. 

The bank points out that the many 
weaknesses reported have failed to 
have any serious effect upon total busi- 
ness and consumer incomes or ex- 
penditures. Back of these weaknesses 
the report sees basic reasons for their 
development, to wit, (1) budget 
troubles on the part of consumers and 
(2) the end of the abnormal backlog 
of demand for goods. The bank traces 
the effect of curtailed income on the 
nature of the purchases made by con- 
sumers. First the luxury enterprises 
felt the blow, then as increases in the 
cost of living bit deep into family 
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budgets, decreased business was noted 
in such allied consumer fields as hotels, 
commercial services, eating and drink- 
ing places, and, in the last few months, 
bakeries and delicatessens. 

On the other hand, increased _pro- 
duction and disappearing order back- 
logs caused business declines in many 
other fields, such as leather goods and 
luggage, office machines, some chemi- 
cals, paperboard products and in sci- 
entific and professional instruments. 
Radio manufacturers suffered declining 
sales and built up excessive inventorics, 
then made a partial comeback in tele- 
vision and AM-FM receivers. 

Lately the furniture business has 
started into decline, and a soft spot has 
developed in the construction of dwel- 
ling units, particularly in city areas, 
where potential buyers have avoided 
the market because of high prices. 

Price reductions, the bank says, may 
offer the possibility of starting sales 
upward again in some lines. 


Housing Forecasts 
Agree On °49 Output 


Predictions of the outlook for build- 
ing and construction in 1949, put out 
by private and public agencies, show 
a considerable agreement in estimates. 
The Department of Commerce, for 
example, looks for a new dollar-volume 
record for building activity, though it 
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expects physical volume of construc- 
tion in 1949 to be about the same as 
in 1948. 

The F. W. Dodge Corp., a private 
research agency, anticipates moderate 
declines in physical volume of private 
residential and non-residential build- 
ing, and moderate increases in public 
building and engineering projects. 


BRIEFS: 


. . To stay “in the black”, the ma- 
chine tool industry must sell abroad 
15 to 20 percent of its yearly produc- 
tion. 

. In 1918, a horse cost a farmer 
18 cents for an hour’s work; a tractor, 
$1.32 an hour. Today Dobbin costs 
41 cents an hour; the tractor, 60 cents 
an hour. 
. . . Total sales of paints, drugs, fer- 
tilizers and other products utilizing 
chemicals were $11 billion last year— 
higher than the total expended on steel 
and food together. 
. . . Though world trade is less than 
10 percent of our income, 30 percent 
of our wheat, 40 percent of our cotton, 
and 20 percent of our trucks are sold 
abroad. 
. .. The white collar worker earns 10 
percent less today than he did in 1939; 
the wage earner, 10 percent more; and 
farmers have moved into the capitalist 
class with 50 percent more income 
than 1939, 
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Six sizes, 2" to 2” 


00S Bigger Sales 


was a worthy companion for the Yarway 
Impulse Steam Trap—so the Yarway 
Strainer was born. 


Every mill supply salesman knows—the 
better the product, the greater the sales 
... and the easier made! 


That's the secret of the steadily growing 
popularity of Yarway Fine Screen Strain- 
ers. These strainers meet a long-felt need 
for a better strainer that will out-perform 
and out-last old types. 


Originally Yarway didn’t want to make 
strainers, but could not find one we felt 


Supply house sales records speak for 
themselves—through original and repeat 
orders—of the success Yarway Strainers 
are making. Completely described in 
Yarway Bulletin S-201. 


YARNALL-WARING COMPANY 


111 MERMAID AVENUE, PHILADELPHIA 18, PA. 


YAR WAY FINE SCREEN STRAINERS 
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Durable 





production 


Won-durable 


mfgrs. 


INDUSTRIAL propucrion—High, And Still Firm 


‘The economy opened the year at 
about the same high level that pre- 
vailed through the latter part of 1948. 
Industrial purchasers and consumers 
have, however, eased their buying 
somewhat, apparently to take a sharp, 
long look at inventories and family 
budgets, and the probable level of 
prices, income and spending in 1949. 


The Economic Balance 

The high activity of the heavy in- 
dustries continues to offset the easing 
tendencies in several segments of con- 
sumers goods manufactures. An apt 
illustration of the situation obtaining 
in durables, as contrasted with that 
prevailing in certain categories of non- 
durables, can be found in the relative 
economic condition of steel and cot- 
ton, current and future. 

Steel has just completed one of its 
most productive years, both from the 
standpoint of output and of dollar 
volume of sales. The expanded pro- 
duction of 1948 (which closed the 
fourth quarter at near capacity) and 
the decline in exports of steel prod- 
ucts ($100 million in foreign mar- 
kets were lost in automobiles alone) 
served to increase somewhat the sup- 
ply available for domestic users. Yet 
demand still outruns supply, and 
backlogs may increase further when 
purchases for the military forces have 
had their full effect. 

There is every reason to believe 
that steel production will be main- 
tained at its present high level well 
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Nov.* Oct. 
1948 
Total Production .... 194 
Total Manufacture. 200 
Durable 229 
Non-durable 
Minerals 


*These: fiaures are preliminary and 
subject to minor revision on the basis 
of additiona! data. 





into 1949. The pattern of steel con- 
sumption, however, may change. 
Automobiles for example may use 
more steel, while the appliance in- 
dustries use less. On balance the physi- 
cal volume of steel produced should 
be about the same for 1949 as in 
1948. 


Typical Soft Spots 

The situation in several important 
non-durables, among them cotton 
textiles, apparel, leather and other soft 
goods, is something else again. The 
cotton textile industry, for example, 
has been in the economic doldrums 
for more than a year, and the price 
of cotton goods has fallen regularly 
every month since December 1947. 

That decline has an importance 
glossed over by many interpreters of 
the economic picture. Like food 
products and department store sales, 
cotton goods prices are extremely and 
immediately sensitive to any change 
in the balance of supply and demand. 
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The industry entered the new year 
with output cut back, a generally 
shorter work week in the fields, in 
the mills, and in New York’s fabu- 
lous garment center, and temporary 
layoffs in considerable numbers. 

In cotton, too, the loss of export 
markets has had its impact. Normally, 
40% of the product goes to foreign 
customers, but today only half that 
amount is sent abroad—the other half 
goes into a domestic market already 
worried about an over-supply. 

The two industries, steel and cot- 
ton, are typical also of the psychology 
that prevails in durables as against 
non-durables. The activity of steel re- 
flects the buyer’s firm, cautious atti- 
tude on inventories that are still “with- 
in bounds” so to speak; it reflects the 
continuing high demand and the com- 
fortable backlog of orders on hand 
for delivery in the next six or eight 
months. 

The situation in cotton, on the 
other hand, reflects the general level- 
ing off (or decline) in several im- 
portant fields of consumer buying, the 
lag in new orders, the uncomfortably 
high inventories, the increasing te- 
ports of production cutbacks, shorter 
work weeks and price cuts. 

One thing we know now with cer- 
tainty—a_ correction downward in 
non-durables business and trade is 
well underway. Whether the stagnant 
and declining situation in non-dura- 
bles will become contagious we have 
yet to learn. 
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handle vee the complete line of 


Ol ‘NATIONAL” 


x 
7 
3 LB. 
D 


FASTENERS 


Tapping Screws 


Machine Screws —_Semiinished Nuts Quality Fasteners in Quality Packages 


Stove Bolts Cap Screws 
Machine Bolts Cotter Pins The most complete line of screws, bolts and nuts . . . in attrac- 


Carriage Bolts Machine Screw Nuts tive, durable packages . . . with easy-to-read labels—no wonder 
Lag Bolts Wing Nuts “National” fasteners are gaining in popularity with hard- 


Other “National” Products: ware men. 
HODELL CHAINS The simple color code of the “National” labels makes stock 
handling easier and faster . . . less chance to make mistakes. 


ew Speers You build customer good will when you sell “National” quality. 


THE NATIONAL SCREW & MFG. COMPANY 


Naw | CLEVELAND 4, OHIO 
Vationa L 
Pacific Coast: National Screw & Mfg. Co. of Cal. 


1649 18th St., Santa Monica, Cal. 
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was How They... 


... lift heavy boxes and crates easily 


WaREHOUSEMEN for the J. T. Wing Co., Detroit, can 
thank Wilfred Beaudet, the firm’s hoist mechanic, for 
a faster and easier way of lifting heavy boxes and crates. 

Mr. Beaudet designed and fabricated this box lifting 
attachment from two pieces of scrap angle iron, ten bolts, 
two sheaves and some wire rope. He made two clamps 
from the angle iron, each with four hardened steel bolts, 
sharpened to a point and put through one side of the 
angle iron pieces. In a vertical position at the other side 
of the angle iron clamp, he welded the sheaves in place. 

Then a wire rope is reeved through the sheaves and the 
end loops put over the hoist hook. When the hoist is 
raised the wire rope pulls taut causing the sharpened 
bolts to dig into the sides of the box. ‘The heavier the 
load the deeper the bolts dig. 





... facilitate handling with movable loading dock 


Wuen warchousemen at the Bard Steel & Mill Supply 
Co., Kalamazoo, Mich., have to load or unload those 
heavy, cumbersome industrial supply items, they use their 
movable loading dock. 

Mounted on casters and located adjacent to their 
freiglit elevator, this steel loading dock rolls out into the 
driveway to mect the truckload at, or near truck platform 
level. After receiving the load, the loading dock is rolled 
back to its original position where the load is transferred 
to the freight elevator. 

With this system of handling, materials can be taken 
from truck to storage, without having the back-breaking 
task of physically lifting the heavy boxes or cranes. 


. « » remind salesmen of what’s what 









Salesmen at Vulcan Copper & Supply Co., Cincinnati, 
Ohio, pass through the reception foyer on their way to 
and from the industrial supply division and are constantly 
reminded of the products they should be emphasizing to 
their customers currently by the above table display which 
is being inspected by John D. Rockaway, assistant division 
manager. Visitors also get ideas of their needs from a 
glance at the well-arranged table. The display is changed 
to conform with each sales campaign. 





A steel stairway at Watkins, Inc., Wichita, leading up to 
the storage space over the display room and offices was 
originally designed for a permanent stairway.’ This would 
have meant the loss of some thirty feet of storage shelves. 
So a disappearing stairway was fabricated to utilize this 
space. The stairway is hinged at the top landing and 
counter-balanced with weight to permit one hand raising 
or lowering, thus permitting easy access to the storage 
room and also freedom of movement in the aisles. 
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N EM scinghouse 
85-WATT FLUORESCENT 


LAMP EQUALS OUTPUT 
OF 100-WATT 











USE OF KRYPTON GAS 


INCREASES EFFICIENCY 17%; NEW LAMP 
OPERATES IN PRESENT 100-WATT FIXTURES 


This new Westinghouse lamp produces 49.5 
lumens per watt, as compared with 42 lumens 
per watt for the 100-watt lamp which it re- 
places. The new unit has an average life of 
6,500 hours at 12 hours per start. 

The 85-watt fluorescent lamp is five feet long, 


2% inches in diameter, and offered in five hues 
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of white light—daylight, 4500 degree white, 
standard white, soft white, and the new warm 
white. For more information about this new 
money-saving lamp, call your Westinghouse 
Lamp Distributor or write to Lamp Division, 
Westinghouse Electric Corporation, Bloomfield, 


New Jersey. 








Sales Tips From Salesmen .. . know at tne 


answers . . . study literature . . . learn product application’. . . know your customer, 


JOSEPH A. VOLES: 


Customer Knowledge 


Good For Trainees 


Joseph A. Voles, salesman for the Olm- 
stead-Flint Corp., Boston, Mass., re- 
ceived the usual inside training of an 
industrial supply salesman. He went 
to work for Olmstead-Flint after being 
graduated from high school. Other 
than the training he received on his 
job, Mr. Voles had no preparation for 
industrial supply selling. 

During his apprenticeship, Mr. 
Voles studied manufacturers’ catalogs, 
product literature, manuals and hand- 
books. He also learned product appli- 
cations and how to engineer simpler 
drives from manufacturers’ representa- 
tives, and other salesmen at Olmstead- 
Flint. Last, but not least, Mr. Voles 


learned about customers, their opera- 
tions and the sort of supplies they used 
from discussions over the counter and 
telephone. 

Mr. Voles places considerable im- 
portance on discussions with customers 
as a means of giving trainee salesmen 
an insight into industrial supply sell- 
ing. From discussions with customers, 
the trainee picks up many facts which 
will aid him in outside selling. He 
can learn what customers are like, how 
they operate, what equipment they 
use, what supplies are needed and the 
names of key personnel in their plants. 

Such knowledge about even a few 
customers makes the transition from 
inside to outside selling easier for the 
new salesman, according to Mr. Voles. 


WILLARD ASHMORE: 


W. HOMER KENNEDY 








W. Homer Kennedy, now 79, has only one complaint to make 
—he doesn't feel quite as spry as he did at 70, say, but 
hopes thot feeling will pass off in time. Even in the goy 
nineties, while covering his sales territory of a mile ond o 
half radius on a bicycle, Kennedy ran into parking problems. 


Or while making outlying calls in mule drawn cars which were forever jump- 


SF ing the tracks, he had to help lift the rear end of the car bock on the tracks. 


Be Prepared To 
Close The Sale 


Taking his cue from the boy scout “Be 
Prepared,” Willard Ashmore, Sales- 
man, Pecaut Industrial Supply Co., 
Sioux City, believes in having the 
answers to his customers’ questions, if 
not a part of his mental product 
knowledge, at least within close reach; 
without having to say, “T’ll find out 
and let you know by phone.” 


“I found that many times the sale 
could be consummated right on the 
spot,” said Mr. Ashmore, “if the sales- 
man could supply the needed informa- 
tion when the customer wants it.” 
“It’s a cinch, the industrial supply 
salesman cannot maintain a complete 
mental knowledge of all the lines his 
company handles,” continued Mr. Ash- 
more, “my system lets me have the 
answers when I need them. 


Mr. Ashmore keeps a good sized li- 
brary of manufacturers’ catalogs and 
technical product information neatly 
arranged in a box in the trunk of his 
car. When the customer wants to 
know, for example, a certain model 
number compressor will fit in the 
allotted space, Mr. Ashmore, has the 
.information with him and does not 
have to resort to the phrase, “I'll have 
to let you know.” “It’s just at this 
time,” said Mr. Ashmore, “that your 
competition steps in and takes the sale 
away.” “I like to close them when 
they are hot,” he added. 


STILL GOING STRONG AT 79! 





He seng with the shriner chanters 20 years. 
On his 60th Anniversary with Horper & 
Reynolds, Kennedy was presented with o 
thousand dollar bill. Is currently working 
hard for his second thousand dollar bill. 
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@ WALLS OF UNIFORM THICKNESS 
@ SMOOTH INNER SURFACES 


@ PRECISION FORMED TRUE 
ANGLES — RADII — CIRCULARITY 


@ PRECISION CUT BEVEL ENDS 


@ CONTROLLED GRAIN 
STRUCTURE OF METAL 
— STRESS RELIEVED 





@ STRENGTH WITH 
MINIMUM WEIGHT 


. «+ Globe’s precision process pro- 
duction from Globe seamless steel 
tubes to Globe Welding Fittings 


All of these advantages are yours 
in Globe Welding Fittings. 
Globe’s metallurgical experience 
and highly specialized produc- 


tion and processing facilities are 
utilized beginning with the pro- 
duction of Globe seamless steel 
tubes and continuing through 
every step to the finished Globe 
welding fittings. 


There’s plus value in 
Globe Welding Fittings 
— send for the catalog. 


GLOBE STEEL TUBES CO. 
Milwaukee 4, Wisconsin 


Producers of Globe seamless stainless 
steel tubes — Gloweld welded stainless 
steel tubes — carbon — alloy — seam- 
less steel tubes — Globeiron seamless 
high purity ingot iron tubes — Globe 
welding fittings. 


PRECISION PROCESS 
WELDING FITTINGS 


DISTRIBUTORSHIPS AVAILABLE 


Distributors are invited to write for 
complete information and details 
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Put the BIG PUSH 
on these FAST-SELLING 


$38-°0 Bench Grinders! 


ORTABLE ELECTRIC TOOLS 


ELECTRIC TOOL 


The Black & Decker Mfg. Co., 617 Pennsylvania Ave., Towson 4, Maryland 
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PORTABLE ELECTRIC TOOLS 


HEADQUARTERS 


The Van Dorn Electric Tool Co., 717 Joppa Road, Towson 4, Maryland 


INDUSTRIAL DISTRIBUTION © FEBRUARY, 1949 








Multi-Million Dollar Plant 
For Union Hardware Co. 


One of the largest Los Angeles build- 
ing projects in 1949 will be the erec- 
tion of the $3,250,000 plant of the 
Union Hardware & Metal Co., for 
which ground will be broken about 
March 1. 

The company recently acquired a 
tract of 274 acres on Ferguson Drive 
from the Union Pacific in east Los 
Angeles, and on the site the company 
plans to erect a building with 525,000 
sq. ft. of floor space and with the most 
modern type of installations and equip- 
ment. The project will include a steel 
warehouse, one-story full package ware- 
house, three-story broken package ware- 
house and an office building. 

The company began back in the 
gold rush days. It grew out of a hard- 
ware store started in Grass Valley by 
Edward McLaughlin, grandfather of 
the present head of the company, Ed- 
ward McLaughlin. 

Presently the firm carries a total of 
92,000 stock items, a considerable per- 
centage of which is in the industrial 
supply department. 


Carey Machinery & Supply 
Moves Into New Quarters 


The Carey Machinery and Supply 
Co. has moved to larger quarters out 
of the congested downtown area, to 
3501-17 Brehm’s Lane, Baltimore, 
Md. 

The move gives the firm greatly in- 
creased floor space and modern facili- 
ties for stocking and supplying ma- 
chinery and supplies, along with con- 
venient loading platforms, larger dis- 
play rooms and ample parking space 
for customers. 


Laib Co. 
Changes lis Name 


The Laib Co. of Louisville, Ky., 
has changed its name to United 
Plumbing and Mill Suppliers, Inc. 
F. G. Burdorf is president of the firm, 
located at 756 First Street in Louis- 
ville. 

There is no change in management 
or in the company’s activities. 
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DISTRIBUTOR GUESTS of the Herman-Nelson Corp., Moline, who attended the 
company’s recent distributor-manufacturer advisory committee mecting, included: 
Seated, W. H. Abbenzeller, W. Blakesley, G. W. Stelzer, Raymond H. Dear, and 
R. M. Mott. Standing are C. S. Stock, general sales manager; R. H. Nelson, presi- 
dent; R. W. Nelson, vice-president and H. A Turner, manager of the merchandised 


products division, Herman-Nelson Corp 


Distributors Confer With Herman-Nelson Corp. 


Representatives of the Herman- 
Nelson Corp.’s distributor selling or- 
ganization gathered recently at Mo- 
line, to discuss merchandising and 
sales training plans on the company’s 
products. ‘The third of its kind, the 
distributor advisory committee gath- 
ering heard Richard H. Nelson, presi- 
dent and Howard T. Turner, manager 
of the merchandise products division 
describe the home office and factory 
organization. Mr. Turner spoke on 
products, markets and sales organiza- 
tion. The session on the second day 
covered warehousing, packaging, sales 





PLANS FOR COVERAGE in trading 
areas was outlined to distributors by 
H. A. Turner, manager, merchandised 
products division, Herman-Nelson Corp. 


literature and related distribution. 
Representatives from the six dis 
tributor firms in attendance, who 
came from widely scattered sections 
of the country, included: W. H. Ab- 
benzeller, president, Heating Trades 
Supplies, Inc., Toledo; Raymond H. 
Dear, secretary-treasurer, Calcasiue 
Lumber Co, Austin, Texas; R. M. 
Mott, vice-president, Mott Bros. Co.., 
Rockford, Ill.; George Stelzer, vice- 
president, Brammall Supply Co., Ben- 
ton Harbor, Mich.; and Charles 
Blakesley, sales manager, Manufac- 
turers’ Selling Co., Trenton, N. J. 


Cad ie 
c ww _# 2 


DISTRIBUTORS MARKETS, and 
how to reach them, were discussed by 
C. C. Stock, general sales manager, 
Herman-Nelson Corp. 
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Donald O. Schneider 


The Billings & Spencer Co. of Hart- 
ford, Conn. recently appointed five 
new sales representatives to cover vari- 
ous sections of the country. 

John A. Gallagher, formerly with 
Bingham Tool & Supply of Cincin- 
nati, will make his headquarters in that 
city and will cover the states of In- 
diana, southern Ohio and Illinois. 

Donald O. Schneider will represent 
Billings & Spencer in Pittsburgh and 


John A. Gallagher 


William J. Halliday 


northern Ohio, with headquarters in 
Cleveland. Formerly, Mr. Schneider 
was with the W. Bingham Co. of 
Cleveland. 

William J. Halliday will make his 
headquarters in Collingswood, New 
Jersey and will cover Pennsylvania, 
Delaware, Maryland and part of New 
Jersey. Mr. Halliday is well-known 
in the materials handling field. 

Jack F. DeLancey, with headquar- 


Jack F. DeLancey 


Edwin A. Jonas 


ters in Kansas City, will cover Mis- 
souri, Kansas, Nebraska and western 
Iowa. Mr. DeLancey formerly was 
sales representative for Ellfeldt Ma- 
chinery & Supply Co. of Kansas City, 
Missouri. 

Edwin A. Jonas will cover the Chi- 
cago territory. He is well-known in 
the small tools field in Chicago and 
adjacent areas. His headquarters will 
be in the firm’s Chicago office. 





Carter Supply Co. 
Opens New Business 


The Carter Supply Co. has opened 
for business at 220 South Main Street 
in Ocala, Fla. The new firm was or- 
ganized by Cecil P. Carter, who has 
had many years experience in the mill 
supply field, and Leslie C. Ramey, who 
a short time ago was connected with 
the supply division of the Warner 
Robins Air Material Area at Robins 
Field, Ga. Mr. Carter recently severed 
his connections with Lovell Bros., 
where he organized and managed the 


mill supply division, to form the new 
company. 

The building now occupied has a 
floor space of approximately 7,500 sq. 
ft. plus a mezzanine floor 30 by 75 ft. 


Tidewater Takes Over 


Knoxville Distributor Firm 


Tidewater Supply Co., Norfolk, Va., 
has taken over Knoxville Belting & 
Supply Co., which includes its sub- 
sidiary in Johnson City, Tenn., the 
Holston Mill & Mine Supply Co. 
Francis Nicl will head the Knoxville 
Branch of ‘Tidewater. 


THE ENTIRE SALES FORCE of the Georgia Supply Co. was on hand recently in 
that firm’s joint sales meeting with representatives George Sherrill and Sim Boyd 
of The Yale & Towne Mfg. Co. Seated, Icft: W. S. Waters, store manager; C. V. 
Alonso; J. H. Howarth, vice-president; R. C. Weldy, Jr., W. E. Kavanaugh; W. H. 
Lindner; H. L. Satterwhite and L. A. Johnson. Standing: W. W. Wolfe; George 
Sherrill; C. L. Cunningham; H. P. Dillon, Jr.; C. E. Inderman; T. E. White; J. H. 
Mulherin, secretary-treasurer; J. H. Johnson; Sim Boyd; R. E. Briscoe; E. L. Cole- 


man and E. J. Brown, Jr. 
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Hardware Square Club 
Votes Charity Support 


The Hardware Square Club of New 
York, at a recent meeting, unani- 
mously approved a recommendation to 
embark on an annual program of 
planned extensive charity support 
which eventually will make possible 
the endowment of beds at various 
deserving hospitals in the Metropoli- 
tan Area. The first institution to bene- 
fit from the planned annual charity 
budget is the New York Society For 
the Relief of the Ruptured and Crip- 
pled at East 42nd Street. 

Edward Brandt, of Long Island 
Hardware Co. and vice-president and 
chairman of the Welfare Committee 
of the club, made the recommendation 
which was sponsored by George W. 
Warner, George W. Warner Co., 
New York City. 


Airquipment Co. 
Buys Aerol Co., Inc. 


Aero Co., Inc., leading manufactur- 
ers of materials handling equipment, 
has been purchased by Airquipment 
Co., manufacturers and marketers of 
aircraft ground handling equipment. 

Aerol Co. will continue-as a separate 
entity under its own name as a sub- 
sidiary of Airquipment Co. Frank 
Gaines, founder of Aerol, will remain 
as an active participant in the develop- 
ment and expansion of Aerol products. 
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RE-ELECTED PRESIDENT of the 
Arctic Club is Robert Gillespie of the 
Mill & Mine Supply Co., Seattle. The 
club presented him with a testimonial 
for his work in leading the group. 


NEWLY ELECTED president of 
Wayne Pump Company, Fort Wayne, 
Indiana, is Mr. C. E. Franks, shown 
above. Below is Mr. B. F. Geyler, re- 
signing president. 


AN OPEN HOUSE was staged recently to mark the official opening of the Black & 
Decker Mfg. Co., new Chicago building. Pictured above are the Clarks, Sam Jr., 
Wendell Jr., and Wendell Sr., (who found a pearl in one oyster), with Rav Batz, 
Samuel Harris Co., Chicago. 


4 ae s 
A CERTIFICATE OF EXCELLENCE in Worthington Multi-V-Drive Engineer- 
ing was awarded at a dinner to each C. L. Gransden Company man who qualified, 
after having taken the Worthington MVD Training Course. 


TIME OUT for a pix at the sales meeting held at Standard Equipment & Supply 
Co., and conducted by Charles A. Pfisterer of the Manheim Mfg. & Belting Co. 
Left to right are Ray Austgen, Herb Gartieser, Wm. Baker, Gerry Doerr, Berny 
Borralli, Gus Polito, Steve Farkus, and Harry Horan, 
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A compact, speedy, lightweight hoist 
that can “take it.” One that’s easy to 
install anywhere, lifts loads easily at a 
flip of the wrist on the one-hand bar- 
grip control. A hoist that saves time, 
effort, cuts costs, uses small amount of 
current, needs little maintenance. 


—A profitable hoist 
to sell for light-duty production and 
maintenance jobs. Capacities ranging 
from ¥g to 2 tons. Hook and trolley 


types. An all-purpose lifting tool to 


round out your hoist line. 


And to give yourself extra hoist divi- 
dends, sell the Yale Spur-Geared Hand 
Chain Hoist, Load King Electric Hoist, 
Cable King Electric Hoist, and Pul-Lift. 
“The Indispensable Tool of Industry.” 
The Yale & Towne Manufacturing Co., 
Roosevelt Boulevard, Philadelphia 15, nana 


Available Through 


Pennsylvania. Soo) Seeistieen 





MATERIAL HANDLING MACHINERY 


CUTS PRODUCTION COSTS...SAVES TIME...SAVES EFFORT...PROMOTES SAFETY 


INDUSTRIAL SCALES - HOISTS—HAND AND ELECTRIC - TRUCKS—HAND LIFT AND ELECTRIC 
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ro set, Eleetrie Motors. vou NEED THE ANSWERS 





Do you carry the lead 
with horsepower to spare 
=or are you operating out 
of your field? Keep cur- 
rent sales humming with 
these 17 questions, then 
turn to page 148 for the 


answers. 


> 
. Alternating current motors are de- 
scribed in three of the following. 
Which? 
C] squirrel cage 
CO shunt-wound 
_] series-wound 
1 synchronous 
OQ slip ring (wound rotor) 


.A customer’s current production 
job requires frequent starting and 
reversing under heavy load. ‘Two 
motors you might recommend 
would be: 

CO synchronous type 
C) wound rotor induction motor 
C) direct current motor 


. The speed at which synchronous 
motors may be run depends on the 
nature of the load and its weight. 
OTrue. O False. 


.In which of the following service 
classes may synchronous motors 
be recommended: 

O constant speed load service 

C) compressor drives (reciprocat- 
ing) 

Clin voltage regulation 


. Generally, the faster the speed in 
r.p.m., the higher the motor’s eff- 
ciency under full load. O True. 

O False. 


. The motor most often used by 
industry is: 
QO) direct current motor 
C) synchronous motor 
Q) squirrel cage motor 


7. Totally enclosed, fan-cooled mo- 
tors are identical with open motors 
in their mechanical construction— 
except for their method of en- 
closure. True. O False. 


. A customer has a hydraulic wheel 
press he figures to set up on a 
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Electric motors of 74 hp. and 10 hp. drive this versatile three-way tapper. 


production job. It has 300 tons 
capacity. He will require at least 
15 to 25 hp. to put the press in 
operation. OJ True. O False. 


. For compressors, conveyors, re- 


ciprocating pumps, etc., recom- 
mend the motor that can deliver: 
(Jlow starting current, low 
starting torque 
Clow starting current, high 
starting torque 
C normal starting current, high 
torque 


. Fan cooled features offer practi- 


cally no advantage in motors with 
the smaller ratings so, generally, 
they are built in non-ventilated 


frames.. (1 True. [O False. 


. The internal heat generated in a 


motor of, say seven horsepower, 
may rise safely to as much as: 
L] 20-deg. centigrade 
Cj 50-deg. centigrade 
(]120-deg. centigrade 


. The “rotor” of an electric motor 


is the fixed outside winding; the 
stator is the movable inside mem- 


ber. True. UO False. 


. To protect the winding of a motor 


from moisture and heat that may 


17 


be encountered in the shop: 
LJ it is painted with red lead 
Clit is vulcanized in rubber 
(Jit is coated with several coats 
of varnish, and baked between 
coats. 


. Where adjustable speed motors 


are required, as in machine tool 
service, alternating current is most 
desirable. True. O False. 


. Where inertia of the load is low, 


and the load fairly constant and 
free from extreme fluctuations, as 
in some line-shaft installations, 
recommend: 

OC) the compound wound motor 

C] the series wound motor 

C) the shunt wound motor 


. [he amount of power sufficient to 


drive a 6-in. emory wheel would 
be about: 

(1) 4 to 1 hp. 

C2 hp. 
15 hp. 


. The term “full load speed” means: 


L] top speed limit of motor 

(j the speed of the motor run 
ning under normal conditions 
at full capacity 

Ci the speed of the motor run 
ning free of the load. 





WOUND ROTOR MACHINES 
Are Available for MANY Industrial Uses... 


Illustrating Century Line 
of Wound Rotor Machines 
(with covers). 


Compressors * Cranes ¢ Hoists ° 
Bending Rolls + Refrigerators * Bridges - 
Synchro-Speed Drives * Printing Presses ° 
High Frequency Current 


C entury Polyphase Wound Rotor machines plications as cranes, hoists, lift bridges, turn 
are adaptable to many applicationsthatrequire tables and car dumps. 
Adjustable ee speeds or aie di- Century Electric Wound Rotor Machines are 
rection of rotation — such as bending rolls, adi te ad to 400 h d 
fans and blowers, newspaper printing oe a wae tered 
presses, etc. available in open protected or splash proof 


Synchro-speed, multiple drives to be used womnen. 


when two or more industrial operations Century builds a complete line of electric 
must be synchronized. motors in a wide range of types and kinds, in 
Converters —to supply high frequency _ sizes from 1/6 to 400 horsepower. 

current for high speed electric ; 

motor-driven machines and Specify Century motors for all your 
hand tools. electric power requirements. 


High starting torque with low 


Popular types and ratings are available 
starting current — for such ap- 


from factory and branch office stocks. 


waren? 


CENTURY ELECTRIC COMPANY «© 1006 Pine St. « St. Louis 3, Mo. 


Offices and Stock Points in Principal Cities 
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NEW PRODUCTS 


WITH SALES 
POSSIBILITIES 








PALMGREN “aN 
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Angle Plates 


Adjustable to Full 90°, 
Graduated for All Angles 


lor quick, easy setups of jobs that 
are difficult to hold in a vise, adjust- 
able angle plates are available in two 
sizes, 6 x 6-in. and 9 x 9-in. The bases 
are provided with bolt lugs for fixing 
the plate to the machine table. Eight 
bolt slots are provided on the surface 
plate for holding work, giving adapt- 
ability for holding irregular pieces 
rigidly in place. The angle plates 
are ready for instant use by locking 
adjustable support screws and can be 
furnished with or without graduated 
swivel bases. They can be used for drill- 
ing, milling, grinding, layout, inspec- 
tion and many other jobs ordinarily 
requiring special setups.—Chicago Tool 
& Engineering Co., Chicago, IIl., 
—Industrial Distribution, February 


1949. 


Vibratory Conveyors 


No Belts, Variable Speed Motors 
Or Idlers to Maintain 


The manufacturer announces a new 
line of long vibratory conveyors in 
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various lengths and capacities, for sus- 
pension or base mounting. ‘They are 
powered by one or more motors 
mounted above or below the trough. 
They are useful for handling hot, abra- 
sive materials; with sealed, tubular 
troughs to convey dusty, poisonous 
materials or pure foods. The move- 
ment of the trough is confined en- 
tirely to the spring system of the vi- 
bratory motor; there are no belts, 
idlers or variable speed motors to 
maintain. A dial switch provides vari- 
able control of the rate of material 
flow—both a conveyor and a feeder in 
one unit. The unit illustrated is a 
heavy tonnage suspension type with 
an open flat pan trough, 20-ft. long. 
It is one of four units making up a 
combined length of 80-ft. The trough 
is equipped with gates located above 
each retort, for charging as desired. 
—Syntron Co., Homer City, Pa.—In- 
dustrial Distribution, February 1949. 


Conductor Cord Trolleys 


Supplies Current Through 
Flexible Conductor Cables 


A new device makes practical the sup- 
plying of electric current to electric 
hoists and other mobile equipment 
operating on monorail tracks by a flex- 
ible conductor cord. It differs from 
the usual arrangement in that the con- 
ductor cord is supported by the trol- 
leys on the same track on which the 
hoist is installed. The use of this de- 
vice permits the supporting of con- 
ductor cords around curves on mono- 
rail tracks and the conductor cord 
trolleys will go through the same 
switches as the hoist trolley. This 
method is said to make enclosed wit- 
ing available at a reasonable cost. It is 
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practical to use this for tracks as long 
as 175 feet in which there are curves 
and switches——Manning, Maxwell & 
Moore, Muskegon, Mich.—Industrial 
Distribution, February 1949. 


Floor Drains 


For New or Old Construction, 
Pipe Connections Not Disturbed 


Level floor adjustment at all times is 
made possible by floor drains suit 
able for either new or old construc- 
tion, but particularly desirable where 
resurfacing is required. Foolproof op 
cration is assured since all adjustment 
is on the inside of the drain; there 
are no pockets or close fitting parts 
to become fouled with concrete. One 
model is designed with a special non- 
tilt supporting ledge for the strainer; 
the other is fitted with an extra-heavy 
deep-flange strainer and is for heavy 
trafic loads. Both models are of heavy, 
durable construction and are furnished 
in a range of sizes with heavy-duty 
dura-coated cast iron body, integral 
seepage pan, frame and grate. The 
clamping collar and caulk outlet are 
optional.—J. A. Zurn Mfg. Co., Erie, 
Pa.—Industrial Distribution, February 
1949. 


Chain Vises 


Easily Adjustable, 
Fit Chains in Range of Sizes 


Two new chain vises simplify the proc- 
ess of taking roller chain apart. The 
forged steel jaws securely hold the 
chain while properly applied blows 
with an ordinary drift quickly remove 





PROTECT 
EQUIPMENT AGAINST 


YOU CAN TAKE FOR GRANTED 


PREVENT 
DAMAGE TO VITAL INSTRUMENTS BY USING 


DANGEROUS PRESSURE INCREASES 


STRAINERS 


WITH 


FORGED STEEL 


RELIEF 
VALVES 


Widely used in all types of 


wi 


ii 


Traps, pumps, 
valves, pressure 
ond temperature 
regulators 

and gages will 
operate more 


service for protecting plant and 
efficiently and 


equipment against sudden 
last far longer when 


CaaS ae, Edward forged steel strainers 


Edward forged steel relief : 
remove grit, scale and other 

valves have repeatedly proved 
that they will always perform 
their relieving action 


dependably and at the 


foreign matter from pipe lines. 

They are easy as possible to clean. 
Working parts are as few as possible: 
1. Forged steel body with 


pressure for which they streamlined inner contours for free 


are set. 

Seat and ball disk ore 
precision machined of EValloy 
stainless steel. The hardened 


flow and minimum pressure drop. 

2. Rust proof monel metal perforated screen built to 
withstand severe abrasive service, precision-fitted to prevent 
leakage of foreign matter, 

stainless steel bearing plug 3. Steel union ring and bonnet make tight connection 
gives point contact with the 


disk for quick and tight 








with body and hold screen firmly in place. Drain plug 
easily removed to clean out accumulated matter, 


reseating after operation. The 
simple, foolproof functional 
design and accurate spring 
action assure 

positive relieving 

action, Every 

valve is factory- 

set for the 

required 

relieving 

pressure. For 

full information 

send coupon 

for new Edward Relief Valve 
Bulletin No. 711. 


SOOO OSOS OOH SOSSSSHOOSSSSHSHSS SSS SHSSSSSSHSSHHSHSHHSHSHSSHSSHSSHHSHHSHOHSHSHSHSHHH HHS SHHSHOHSHHHHSOSOOHSOSHOSHH SH OOHHSOHSHODOSOHOHOSEOOOO 


For steam, oil or vapor service up to 600 Ib 
oat 850 F or for hydraulic service up to 
1440 Ib, Edward strainers may be installed 
in either horizontal or verticol lines. Write 
for new Bulletin No. 712 on Edward strainers. 


Se edi” Winn, ri 


Subsidiary of Rockwell | Manufacturing | Ce. “* East Chicago, Indiene 


EDWARD VALVES. Inc. 

1289 West 145th Street, East Chicago, Ind. 

Please send me the new bulletins on Edward strainers 0, relief 
valves (). 


Nome 





Company. 





Street 


re —______._Ione____ State_ 
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CALL IN A WINTER 
SERVICE ENGINEER ON YOUR 


CUSTOMERS’ TAPPING PROBLEMS 


To help you with your customers’ 
| . tapping problems, a Winter Brothers factory 
trained engineer is available on call. 

He will recommend the proper tap and the proper 
operating conditions for the particular job. 

In addition to taper pipe taps 

(shown in the large iliustration), 

Winter manufactures chip driver, hand, 

machine screw, nut, pipe, pulley, stove bolt, 

and tapper taps, and a full line of dies 


to meet your customers’ needs. 


WINTER. BROTHERS COMPANY «© Division of the National Tw 
Rochester, Michigan, U.S.A. Distributors in Principal Cities » Sranthes 
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factory branches in New York, Chicago, 
Detroit, Cleveland, and San Francisco, . 
from the factory at Rochester, Michigan. — 
nal gear hobs and spline shaft hobs, 
here, are part of National’s has 
plete line of rotary metal cutting tools, 
h also includes twist drills, 
ers, counterbores, milling cutters, 
mills, and special tools. 


TIONAL TWIST DRILL A 
in Principal Cities 


if 
s 


OOL COMPANY ;- Rochester, Michigan, U.S.A. 
aches: New York » Chicago + Detroit » Cleveland + San Francisco 








the pin. Each vise has jaws so shaped 
that the pin link to be removed has a 
firm seating on the edges of the jaws. 
One vise will handle single width 
roller chains from 4 to 1-in. pitch and 
double width roller chains D-40 and 
D-50. The other vise will handle 
single width chains from 1 to 2-in. 
pitch and double width chains from 
D-80 to D-160.—Chain Belt Co., Mil- 
waukee, Wis. — Industrial Distribu- 
tion, February 1949. 


Portable Saw 


Designed to Reduce Fatigue 
And Improve Visibility 


The chief advantage of a new portable 
saw is the placement of the blade on 
the worker’s near side, where an in- 
ternal blower clears the work of dust, 
thus assuring perfect visibility. Speci- 
fications of the new tool include: die- 
cast aluminum alloy frame, 6-in. com- 
bination blade, 1%-in. capacity in 
wood, speed of 3600 rpm, universal 
AC or DC—110 volt 60 cycle motor 
—baked insulation with long cartridge 
brushes, safety trigger momentary— 
heavy duty switches with arc snuffers, 
gears of precision cut steel worm— 
bronze wheel, base of sturdy steel re- 
inforced stamping adjustable for depth 
of cut, automatic safety guard which 
telescopes into frame with quick re- 
turn feature. A blower which cools 
the motor, gear case and clears saw- 


dust from line ot cut; anti-friction 
bearings, ball and roller; a 12-ft. cord 
and plug, 3-conductor heavy type with 
pigtail for ground connection, and a 
special lubricant in a collapsible 5-oz. 
tube are other features——Cummins 
Portable Tools Div., Chicago, IIl.— 
Industrial Distribution, February 1949. 


Drills 


For Deep Hole Drilling In 
Aluminum, Magnesium and Plastics 


A new line of fast spiral drills, carbide- 
tipped, are available in corresponding 
letter and wire sizes. They have 
straight shanks and are designed to fill 
an industrial requirement for a car- 
bide-tipped drill which will work satis- 
factorily on deep hole drilling in alu- 
minum, magnesium and soft plastics. 
They are available in sizes from 3/16 
to 4-in—Super Tool Co., Detroit, 
Mich.—Industrial Distribution, Feb- 
ruary 1949. 


Feed Finger Pads 


Have High Wear-Resistance, 
Do Not Mar Stock 


A new line of cemented carbide feed 
finger pads has been developed for 
use in master feed fingers of auto- 
matic screw machines. These pads 
have a high degree of wear-resistance 
and non-galling properties. They as- 


sure positive feeding, do aot mar the 
stock and give long service. The pads 
are cataloged in internal diameters 
ranging from 9/32 to 1-1/16-in~ 
Kennametal, Latrobe, Pa.—Industria] 
Distribution, February 1949. 


( 
Spectacle-Type Goggles 


Feature New Comfort-Bridge 
And Improved Welding Process 


A comfort-bridge that “floats” the 
goggle in correct position is the main 
feature of the company’s redesigned 
spectacle-type goggles. The broad- 
bearing pads, plus balanced suspension 
of the frame, distribute the weight 
evenly across the nose. The pads also 
seal the entire eye area to prevent 
entrance of foreign particles. An im- 
proved welding process makes the 
frame rugged, increasing impact re- 
sistance and durability. The goggles 
are available with three bridge widths 
and three lens sizes, and are available 
with or without side shields and anti- 
glare lenses.—Chicago Eve Shield Co., 
Chicago, I1].—Industrial Distribution, 
February 1949. 


Floor Truck 


Rounded Edges and Corners Assure 
Safety for Operator and Material 


A new floor truck has a maximum 

capacity of 2500 Ibs., is 30-in. wide 

with 60-in. length of loading space 
(Continued on page 126) 
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for single 
source buying of 


bolts, nuts, screws 
washers and rivets 
to reduce your cost and 


— efficiency 


 @ AND MANY OTHERS 
a : IN STEEL OR BRASS 
The Sterling Golt label on your shelves means 


profitable sales for you of a quality product — 


a product that cultivates good will for you. 
We will be pleased to receive your inquiries 
for all types of metal fastenings. 


PHONE, WRITE, TELETYPE OR WIRE TODAY 


Fs 205 W. JACKSON BLVD., CHICAGO 6 
| TELETYPE CG-488 
‘ TELEPHONE HARRISON 7-9880 


SALES OFFICES: 
Union Trust Bidg., Cincinnati 2, Ohio * 17 W. Market St., Indianapolis 4, Ind. 
161 W. Wisconsin Ave., Milwaukee 3, Wis. 1228 N. Hadley St., St. Louis 6, Mo. 
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Rep - at ! Suan end racks and an_ overall 


length of 63-in. It is furnished in tilt, 
non-tilt, wagon and dolly type, with 
4, 6 or 8-in. wheels of semi-stecl, aly. 
minum, cushion rubber, hard rubber 
or plastic. A companion model to the 
manufacturer’s load carrier, it will use 
; all the accessories used on the former 
such as end racks, pipe stakes, box sec. 
J. Russell & Company, Incorporated phe ys potion "Rounded = Fi 
and corners provide safety for the oper- 
ator and the material carried. —Market 
. ‘ . | Forge Co., Everett, Mass.— i 
Sterling Supply Company Distribution, “ond — R 


M. N. Thackaberry 


American Radiator & Standard Sanitary Corporation 


Fort Wayne Pipe & Supply Co. 


Schlafer Supply Company 


New catalogs just delivered to six customers! 

These bring the sum total of editions that our skilled and ex- ST al a : 6 
oO 

perienced catalog staft has produced for these companies to 20. 


Proving again that satisfied customers come back for more. 


Pipe Threading Machine 


Proving also that leadership prospers with leadership! High Speed Obtained by 
‘ Use of Automatic Chucks 


The chief advantage of a new pipe 
meg a the high speed v 
N Ph (eae: Ze that results from the use of the auto- ( 
The Lakeside Press matic chucks that instantly grip and 
center pipe by effortless use of the 
h. 2-SSRNOLEEY & SONS COMPANY | 7O*. ™ te 5 wee ye 
ing with a hand wrench or spinning 
a slippery hand wheel. The illustrated 
Rt: en ' model comes equipped with six quick- 
350 EAST TWENTY-SECOND STREET | opening die heads ranging from } to 
wR par 2-in. Each head contains its own dies, 
e CHICAGO 16, ILLINOIS resulting in fewer resharpenings. One 
7 screw adjusts all dies simultancously 
Kero for changing depth of thread. Each 
De Ba aaa aia head is equipped with a burring device 
PRINTERS « BINDERS which oak ie pipe as the ‘head is 
ENGRAVERS © LITHOGRAPHERS | threading. The heavy duty’ motor is 
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For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


We invite you to let UPSON-WALTON engineer your tough rope jobs. 


Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 


Main Offices and Factory: Cleveland 13, Ohdo 


114 Broad Street 3525 West Grand Ave. 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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| 4 hp., 115 volts, AC/DC current, any 


Ey REASONS WHY UTICA TOOLS ARE BETTER | cycle. The power unit is completely 
| ball bearing equipped. Helical gears are 


| mounted on hardened and precision. 
| ground shafts to insure service. Gears 


automatically select the proper cutting 
TOOLS fave epee eS 
+ | February 1949. 
vlened eyes 
electronically (harden 


In all tools, the cutting edges 
get the wear..and in UTICA 
TOOLS the cutting edges can 
take the wear, too! They’re 
electronically hardened for 
thousands of clean, easy 
cuts! 


Choose UTICA TOOLS for 


better performance! 





TOOL No. 41 


Entire tool is hardened and tem- a 
: — 
pered to toughen steel, then a 7x3 i. 





patented multiple-turn electronic pe ake 
coil induces maximum surface | Air Conditioner 


naotnees Se eating eriges. | Made of 100% Rustless Materials 
No Die Cast Parts or Through Bolts 


J HERE ARE | [ REASONS | | A new utility air conditioner, handling 
35 cubic feet per minute at 80 pounds 

| pressure, is said to be ideal for use with 

ee medium production spray guns. No 

| parts take replacement and there are 


SS 
1. Special alloy steel “a> ay a> no moving parts. The cylinder tube 


is cold impact extruded aluminum 


2. Electronically hardened edges capable of withstanding 1,000 pounds 
ee per square inch. The filtering element 
3. Smooth working joint is wholly constructed of brass, while 


: : the regulator body is forged brass with 
4. Perfectly aligned cutting edges a stainless steel air valve assembly. 


i The regulator cap is equipped with a 
a EE na eats stainless steel insert to eliminate freez- 


‘ : i ing of the pressure regulating key. 
sateen ai The utility model comes equipped 
Sold Through UTICA DROP FORGE and TOOL CORP, | With one oxygen-type regulator and 


: aaa gauge showing regulated air pressure, 
Recogeized Distributors UTICA 4, NEW YORK one outlet for regulated air, one outlet 
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They're winning customer confidence! 


Quality control in manufacture by 
skilled workers like these wins your 
customers’ confidence in Hewitt Hose 
and Belting. 


That confidence is the reason the 
most exacting users specify Hewitt 
year in and year out . . . in some cases, 
for generations. They do so because 
they know that quality control in every 
step of manufacture adds extra strength 
and service life to Hewitt Hose and 
Belting .. . They know, too, that 
Hewitt has pioneered in the devel- 
opment of industrial rubber products 
for nearly a century! 


Hewitt also provides a trained staff 
of field technicians to aid you with the 
hose and belting problems of your 
customers. Reason enough why 
major distributors profit from their 
long association with Hewitt! 


Remember, too, that as a Hewitt 


distributor you capitalize on a com- 
plete line of Hewitt Hose and Belting! 


For the outstanding profit advan- 
tages which the Hewitt franchise 
offers you, check the panel at the 
right. Write for further details to the 
Hewitt Rubber Division, 240 Ken- 
sington Avenue, Buffalo5, New York. 


HEWITT 


BELTING 
AND HOSE 


HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE e BELTING ¢ PACKING 


6 reasons why you can profit 
with Hewitt Hose and Belting 


1. Customer confidence. Preferred by 
many of the largest and most particular 
users for generations. 


2. Advanced engineering. You benefit 
by nearly 100 years of Hewitt experience 
in developing improved hose and belting. 


3. Top quality. Quality control in every 
step of the manufacture of Hewitt 
Hose and Belting gives you a big sales 
advantage. 


4. Complete line. As a Hewitt distribu- 
tor you offer an outstanding product 
for almost every hose or belting need. 


5. Technical service. A skilled staff of 
Hewitt field technicians is as near to 
you as your telephone. 


6. National advertising. Hewitt sup- 
ports you with a steady flow of sales- 
stimulating messages in leading busi- 
ness papers. : 


HEWITT-ROBINS @: INCORPORATED 
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Memo fo Deming Distributors: This advertisement appears in current issues 
of various business publications circulating to your industrial customers. 


mind 


ewTn FUGA PUMP 


READY ANSWERS 


to thousands of Questions 


ABOUT 


These handy reference guides simplify the problem 
of selecting the best pump for the iob ... Any one 
or all of these guides are yours for the asking. 


CHECK YOUR NEED AND MAIL TODAY 








THE DEMING COMPANY 


511 BROADWAY 


No. 3000 Self-Priming Centrifugal Pumps. 
Electric Motor and belt driven units. Also 
portable, gasoline engine units. 


No. 3900-B Side Suction, Single and Two 

Ball Bearing Centrifugal Pumps. Sizes '/2"', 
¥,"", 1", 12" and 2". Capacities up to 200 
gallons per minute. 


No. 4010-A Single Stage, Side Suction, Single 
Ball Bearing Centrifugal Pumps. Sizes |'' to 
10"'. Capacities: 10 to 3600 gallons per minute. 


No. 4012-A Single Stage, Side Suction, Two 

Ball Bearing Centrifugal Pumps with sepa- 
rate liquid end construction. Sizes |"' to 10". 
Capacities: 10 to 3600 gallons per minute. 


No. 4013-A Single Stage, Side Suction, Two 

Ball Bearing Centrifugal Pumps. Sizes |'' to 
6" discharge. Capacities: 10 to 1200 gallons 
per minute, 


(PLEASE PRINT YOUR 


YOUR NAME 


. SALEM, OHIO 


No. 4303""Motor Mount" Centrifugal Pumps. 
63 standard sizes. Capacities from 5 to 650 
gallons per minute. 


No. 5003 Single Stage, Side Suction, Single 

Ball Bearing Centrifugal Pumps. Sizes |" to 
10"' discharge. Capacities 10 to 3600 gallons per 
minute. 


No. 4700-B Deep Well Turbines. Water lubri- 
cated. Vertical, multi-stage construction. 
Capacities up to 3000 gallons per minute. Vari- 
ous types of heads for most types of power drive. 


4605 Vertical Sump Pumps and Cellar 
Drainers. Centrifugal types. A wide range 
of capacities up to 3200 gallons per minute. 


No. CR-I| Condensation Return Units and 

Boiler Feed Pumps. Equipped with various 
types of standard Deming Pumps to meet all 
needs. Full range of capucities, 


NAME AND ADDRESS) 





COMPANY .... 





STREET 








PUMPS AND WATER SYSTEMS 
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for mainline pressure and a draincock 
at the bottom for daily draining of 
moisture and oil.—Black Mfg. Co, 
Baltimore, Md.—Industrial Distriby. 
tion, February 1949. 


Portable Sprayer 


Built-In Compressor Eliminates 
Hose or Separate Motor 


A compact, portable sprayer is com- 
pletely self-contained and handles any 
small industrial painting jobs. Total 
weight is 4 Ibs., including a quart 
container. The enclosed motor oper- 
ates from any 110-volt electrical out- 
let, AC or DC, at.a speed of 10,000 
rpm., producing ever 50 Ibs.-pressure.: 
Interchangeable nozzles provide fan or 
cone shape spray pattern. Die-cast 
parts are few, simple and accessible; 
container is non-breakable. A heavy 
duty 9-ft. cord is included. The pistol 
grip, trigger control and balance of the 
entire unit make for easy handling — 
Sellco Corp., Minneapolis,» Minn.— 
Industrial Distribution, —_ February 


1949. 





Combine Beauty, Utility 
Distinctive Features and Low Prices 


Practical and compact for pocket carry- 
ing, the “Pull Push” rules are available 
in 6 (illustrated) and 8-foot lengths. 
The blades are of rigid steel for meas- 
uring straight distances in any posi- 
tion. Other features include a die cast 
“D” shaped case which adds 2-in. for 
inside measurement, triple plated fin- 
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METALITE* CLOTH BELTS 


When this shop converted from set-up wheels to the belt backstand 
method, interruptions in production were cut ‘way down, one 
METALITE Cloth Belt outlasting four set-up wheels, permitting almost 
constant production, with time-out for belt change only one minute. 
GET THE COMPLETE SERIES The operation was finish grinding the outside edges of air scoop flaps — 
Our booklet “Production Talks Back. ™agnesium castings. DURABONDED METALITE Cloth Belts, #50-X 
stands" gives you a whole series of grit, 2x 118", were used over soft contact wheels, 16" x2" x 11/4" 
one Ream ltaad come rough edge — belt speed, 8500 SFPM. Output jumped to 60 per 
today. hour — 28%, over the set-up wheel method formerly used, finish was 


better and costs were cut substantially. 


You may find it profitable to check these findings against your produc- 
tion, with a demonstration in your plant of the belt method with 
METALITE Cloth Belts. Write, wire or ‘phone us to arrange it. 


etincibesasaii BEHR-MANNING - TROY, N.Y. 
(NORTONPabrasives 


THE BELT METHOD IS THE BETTER METHOD 
... AND .THE-.BETTER BELT 1S METALITE 
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Profitable Fasteners 


® because they have customer acceptance 


® because they are made by CORN 


Your customers’ fastening needs — for wood, metal, or composition — 
are served better with uniform Corbin Screw products. You increase 
your profits by selling quality-tested Corbin fasteners, already known 
by your customers as the fasteners they can drive hour after hour 
without hitting a bad one. Advertisements displaying this broad line 


of fasteners are now appearing in the industrial publications your 
customers read. 
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CAPTIVE 





LOCK WASHERS 

















—and many other types of fasteners, in styles and sizes to meet every fastening need. 


SELL YOUR CUSTOMERS UNIFORM FASTENERS MADE BY.. 


CORBIN SCREW 


DIVISTON 


THE AMERICAN HARDWARE CORPORATION e NEW BRITAIN, CONN. 
Warehouses: New Britain e New York e Chicago 
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| Made of specially treated chrome 
| tanned cowhide for long wear, a new 
| heavy duty glove features a canvas 


Me 


ish or chrome over nickel over copper 
patented nickel plated or white baked 
enamel blades, vertical marking mak. 
ing easier reading, and quick change 
blade feature with positive fastening, 
—Stanley Tools, New Britain, Conn. 
—Industrial Distribution, February 
1949. 































Heavy Duty Glove 


Ideal for Handling Small Castings, 
Rough Stock, Grinding, Etc. 





back with elastic strap to overcome 
hand fatigue, while providing a cooler 
feeling and snug fit. All necessary 
seams are steel-sewed while the scam 
along the forefinger has been elimi- 
nated for longer glove life and added 
comfort at this vulnerable point. 
Wearing surface of the palm has been 
increased by extending it, and there is 
no bib patch—another comfort fea- 
ture. The steel stapled strap at the 
thumb crotch fortifies it and, in addi- 
tion, a steel-stapled patch is on the 
face of the thumb. The glove also has 
a short cuff with tape binding.—Amer- 
ican Optical Co., Southbridge, Mass. 
—Industrial Distribution, February 
1949. 




























Sockets and Wrenches 


Includes 3 Extra Deep Wrenches 
And 3 Deep Socket Sets 
The manufacturer’s line has been en- 


larged to include three extra deep 
socket wrenches and three deep socket 
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BETTER IRON MAKES BETTER VALVES 
AT READING-PRATT & CADY 





There is one BEST method of melting and refining iron 
for valve castings. It is R-P&C’s Electric Furnace method. 


Waen you seit R-P&C Electric Iron 
Valves, you sell premium quality at stand- 
ard prices. Your customers will get better 
valves— longer-lasting and more depend- 
able valves. 

Electric Furnace Cast Iron is a low- 
sulphur, low-phosphorus iron of homo- 
geneous, fine-grained structure. It is clean 
and of uniform quality. 

, Get the complete story of READING- 
| PRATT & Capy Electric Furnace Iron. 
) Write for our descriptive folder — DH-18. 


THis Fouper tells you why Electric Iron 
is better than iron made by the con- 


ventional cupola process. Interesting 7 ee 

information for those who sell, buy or a» " > UNIF ORM STRUCTURE 

specify iron valves. Write for DH-I8. as a ae ; Photomicrograph (en- 
eae wy \ A) larged 100 times) shows 


7 / even distribution of fine 
s 7 graphite flakes. This con- 
_” tributes to the uniform 
"structure of R-P&C Electric Iron. 


Reading, Pa. + Atlanta + Baltimore » Boston + Chicago + Denver + Detroit + Houston 
New York « Philadelphia + Pittsburgh * San Francisco » Bridgeport, Conn. 


READING-PRATT & CADY DIVISION 
AMERICAN CHAIN & CABLE 
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RAWHIDE gives you more in soft hammers and mallets. And 


Chicago Rawhide gives you exceptional power and maximum protection. 
C/R hammers and mallets absorb shock, deliver powerful blows, protect 
finished surfaces and stand up under tough use. For hammers and mallets 
that never split, crumble or mushroom, always ask for Chicago Rawhide. 
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C/R Hammers have 
malleable iron heads 
with replaceable 
coiled rawhide faces. 


CH caco (amide Nizenae) 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat, twist belting; belt pins and lacings; gears, pinions, | 
gear blanks; oprons, hand leathers; hydraulic packings. | 
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sets. The 12-point sockets—No,’; 
5012, 5026 and 5028—are for 3-in, 
drive and have opening ‘sizes of 3, 
13/16 and #%-in., the last’ two being 
needed for spark plugs. One set—No, 
5000B— includes these three sockets 
and the other six deep sockets avail. 
able in g-in. drive. The other two sets 
are in 4-in. drive. No. 5300B, for gen. 
eral utility work, includes nine 2. 
point sockets with openings of 4, 9/16, 
#, 11/16, 2, 13/16, %, 15/16 and 1-in, 
No. 5300E (illustrated), a spark plug 
set, includes a pin handle and six dee 
sockets with openings of #, 11/16, 
13/16, %, 15/16 and 1-in.—Plomb 
Tool Co., Los Angeles, Calif.—Indus- 
trial Distribution, February 1949, 


Work. Positioner 


For Welding, Hard Surfacing, 
Assembling, Repairing & Grinding 


A motor-operated work position.r, 
driven by a hydraulic variable speed 
transmission and a 4 hp. single single- 
phase AC motor, has a load capacity of 
100 Ibs. Its use increases production 
up to 50 percent since all welds are 
made in the down-hand position, The 
table top rotates 360 degrees at vari- 
able speeds, adjustable from 0-5 rpm, 
in either direction. It is manually 
tilted through 135 degrees and locks 
at any degree of tilt by means of a 
worm-and-segment. It is ideally suited 
for welding, hard surfacing, assem- 
bling, repairing and grinding because 
it places the work in a position most 
convenient for the operator. — Ran- 
some Machinery Co., Dunellen, N. J. 
—Industrial Distribution, February 
1949. 


Tap Holder 


Incorporates Parallel, Angular Float 
And Releasing Clutch & Pull-Out 


A floating-releasing tap holder corrects 
for parallel and angular misalignment 
to assure accurately tapped holes and 
will not bind or freeze under tension 
or compression. The releasing clutch 
is designed to prevent wear and assure 
positive “ sensitive release while the 
amount of float is adjustable. It can 
be interchanged from right to left hand 





Lighten Materials Handling Loads 
with Richards-Wilcox ZIG-ZAG 
Continuous Power Conveyor 


Designed for carrying light loads within a confined space, 
Richards-Wilcox ZIG-ZAG OveR-Way continuous power 
conveyors are serving production and ‘processing lines in 
every imaginable industry —increasing efficiency, cutting 
costs. If you have perplexing handling problems to solve, 
call or write the nearest office of Richards-Wilcox .. . 
world’s largest makers of power conveyors and door hard- 
ware... for free literature. 


ichards- 


ilcox Mfg. Co. 


a ee ee er ee oo ee ee eh 
AURORA, ILLINOIS, U.S.A. 


k Chicago Boston I sdelphia eveland Cincinnati Washingtor 
t. Lhu a Des Moine 
San Frar Denver eattle Detroi Atlanta 


N ) 
New Or 
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OveR-Way Conveyors 
Unburden Industry 


3 Styles Solve Any Overhead 
Handling Problem 


1 


Richards- Wilcox Tru-Tred and Steel 
Beam OveR-Way for heavy loads 
up to 8,000 pounds. 


2 


Richards- Wilcox Tubular Trolley 
Track OveR-Way for medium loads 
up to 3,000 pounds. 


3 


Richards- Wilcox Zig-Zag Powered 
Chain OveR-Way for light loads to 
be conveyed through degreasing, 
finishing, baking and other 
processes facilitated by meander- 
ing conveyor track with power 
operated enclosed chain. 


RICHARDS 
WILCOX 


OVER 69 YEARS 
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BAND SAWS 


That Bring You Repeat Orders 








Furnished in Die Cutting, Skip Tooth, Flex- 
ible Metal and Spring Temper Metal Cut- 
ting and Wood Cutting Styles. | 


Another Profit Product | 
AN ADJUSTABLE | 


HACK SAW FRAME 











Scientifically designed to hold its shape for years—to keep the blade 
rigid at all times, to stand up under wear and tear of constant use 
and perfectly balanced for greater efficiency. 


Sold Only Through Distributors 
SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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by loosening pull-out lock screw in 
shank, sliding the complete float and 
release mechanism out of housing and 
turning the right of left-hand dog 180 
degrees. The clutch mechanism is a 
wear-resisting type and automatically 
spaces itself upon releasing, leaving 
sufficient clearance between driving 
and driven members to prevent ham- 
mering of clutch parts when the tap 
revolves. The holder is made in 24-in. 
size to take taps from 4 to 14-in. The 
shank is 14 x 4-in. It is possible to 
take a tap as small as 3-in. by using a 
special collet—Empire Tool Co., De- 
troit, Mich.—Industrial Distribution, 
February 1949. 


Cleaner 


Light in Weight, Well Balanced 
And Easy to Handle 


A new hand-type cleaner unit has a 
4 hp. continuous duty, universal type 
motor with permanently sealed ball 
bearings. Air velocity at the blowing 
nozzle is 18,000 ft. per minute while 
the suction air volume (14-in. hose) 
is 120 cubic ft. per minute. The wa- 
terlife is 28-in., and the weight 83 Ibs. 
without the 20-ft. cord. The blower 
nozzle is furnished as standard while 
other attachments are available to 
make the cleaner suitable for vacuum- 
ing, spraying and drying.—Ideal In- 
dustries, Sycamore, II]. — Industrial 
Distribution, February 1949. 





Cutters 


Shear, Wire and Angle Cutters 
Feature Power Joint Principle 


A trio of new cutters, featuring the 
same power joint principle and having 
the same pressed steel handles covered 
with red plastic impervious to weather 
or water, has been added to the manu- 








———— 
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Give your tapping customers — in every field — the advantage of 
the Besly “Forty Niner” — the tap line with chamfer that's right 
from the start. Check these important points of chamfer superiority: 


FINISH — To micro-inches to eliminate welding, loading 
and burrs. 
CONCENTRICITY — To tenths of thousandths with 
equal chip load —land—to—land—that eliminates size 
problems. 


RELIEF — Consistently accurate land-to-land and tap-to- 
tap. Free cutting, with minimum power required to drive. 


Accuracy in chamfer is just one of many reasons why the “Forty 
SESLY'S “HELPING HAND” Niner” puts you ahead. On every count you sell the advantages of 


HAS 5 STRONG FNGERS a proven tap line that’s produced by mew tap making machinery 
Fast Delivery’ and checked by mew inspection processes that are exclusive 
at i fine with Besly. 
pate. Make plans now to step up your cutting-tool sales with the 
wp top aaplity Besly “Forty Niner” Taps and with the extra help you get from 
Engineering Counsel Besly’s “Helping Hand” 
Sales Helps that SELL Ask us how. 


This Trade Mark Identifies The World's Most Accurate Tap 


BESLY TAPS ee BESLY TITAN ABRASIVE WHEELS 


BESLY GRINDERS AND ACCESSORIES 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton Street, Chicago 6, Illinois 
Factory: Beloit, Wisconsin 
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UNSURPASSED 





ACCURACY 


».-at all vital points 


Microcentric 
CHAMFER 


Micro finish, concentric 
to tenths of thou- 
sandths. Cuts freely 
and to size without 
burring or welding. 


Solid Ground 
THREAD FORM 

For angle and lead ac- 
curacy, elimination of 
gauging problems and 
control of pitch di- 
ameter to tenths of 
thousandths. Ground 
from the solid. 


“‘Right”’ 
ROCKWELL 

Taps pre-inspected for 
correct Rockwell hard- 
ness. 


Mirror Finish 
FLUTES 

Correctly designed to 
provide freer chip flow 
and longer tap life. 


Tru-Square 
DRIVER 

Square and shank fit 
correctly in chucks and 
holders, no wobble to 
cause oversize holes. 
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$5.07 saved a contract 
eceand a man’s business 


5 


are 









Special switches were needed to complete an electrical instrument contract. 

te delivery of finished items would kill chances of future orders and lay off men. 
Switches were 1100 miles away, but Air Express delivered the 15-lb. package 
at 3 a.M. — 8 hours after pick-up. Cost, only $5.07. Air Express now used 
regulatly. Keeps down inventory, improves customer service by early delivery. 


cteahedauamieatt ated 


“al7o 





Low as $5.07 was, remember Air Ex- . World's finest Scheduled Airline fleet 


press rate included door-to-door service, ~ carries Air Express. 24-hour service — 
receipt for shipment and more protec- speeds up to 5 miles a minute. Direct to 
tion. It’s the world’s fastest shipping ser- over 1000 airport cities; air-rail for 
vice that every business uses with profit. 22,000 off-airline offices. 


FACTS on low Air Express rates: 


| ME TA a 

17-lb. carton of hearing aids goes 900 miles for $4.70. 

12 Ibs. of table delicacies goes 600 miles for $2.53. 

(Same day delivery in both cases if you ship early.) 

Only Air Express gives you all these advantages: Special pick-up and 

delivery at no extra cost. You get a receipt for every shipment and delivery is 

proved by signature of consignee. One-carrier responsibility. Assured 

Fotection. too—valuation coverage up to $50 without extra charge. 

ctically no limitation on size or weight. For fast shipping action, 

one Air Express Division, Railway rome Agency. And specify 

‘Air Express delivery” on orders. 








SEY jj 


GETS THERE FIRST 





- Rates include special pick-up and delivery 
door to door in principal towns and cities 


AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS. AGENCY AND THE 


scHEDULED AIRLINES oF THE U.S. 
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| facturer’s line. The shear cutter is for 
steel strapping, wire stay and box wire; 
the wire cutter for soft wires, rods, and 
|. 4-in. bolts and an angle cutter for close 
cutting of Cotter pins, rods and bolts. 


. New in design from tip to tip, these 





§ 


tools are light, powerful and‘ compact, 
standing up under long, hard usage.— 
H. K. Porter, Inc., Somerville, Mass.— 
Industrial Distribution, February 1949, 





Magnetic Chuck 


Designed for Bench Work 
And for Use on Small Machines 


Precision built, a new chuck has the 
same laminated face plate design as the 
manufacturer’s larger models. Work 
pieces are held to extreme edges of the 
face plate, providing 22 percent more 
magnetic area and uniformly distribu- 
ted holding power. Hermeti-coil con- 
struction makes the chuck moisture- 
proof and impervious to coolants or 
cutting oils. It has a 5x10-in. working 
surface and is 4-in. high. Furnished 
complete with separate rectifier and 
built-in switch, simply plug into AC 
current and begin work.—Hanchett 
Magna-Lock Corp., Big Rapids, Mich. 
—Industrial Distribution, February 
1949. 





Centrifugal Pump 


Compact, Simple Construction 
With High Operating Efficiency 


Designed to pump clear liquids, the 
pump is ideal for general water supply, 
circulating, transfer service, air condi- 
tioning, irrigation and similar uses. 
It provides simple, compact construc- 
tion with high operating efficiency, 
ease_ of installation and maintenance 
and low prices considering ratings and 
quality. Four different support heads 
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DISTRIBUTORS’ STOCKS. 
JOHNSON SLEEVE BEARINGS AND 
UNIVERSAL BRONZE BARS == 
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Playing BALL 


Cooperation is the keyndte’of successful distributor-manufacturer relations. 
One reason why so many leading Industrial Supply Distributors prefer to 
sell Johnson Quality Bronze is the way we play ball with them. First, we 
give them a line of bearing bronze that is the highest quality possible. 
Rejections are unktigwn. Then we give them the widest, most consistent 
advertising support of any manufacturer of bearing bronze. These are 
important considerations when selecting a line . . . but no matter how you 
compare it, the Johnson franchise is your best bet in bearing bronze. 
Write TODAY for complete details. 


JOHNSON BRONZE CO. 


General Purpose 535 SOUTH MILL STREET, NEW CASTLE, PA. 


Bearings.. - avail- 
able in over 850 
tock sizes... UNI- 

ERSAL Bronze 
te in over 350 
‘ai | sizes, allcomplete- 
ay | ly machined. 





, 
#3 





Carne sf 
i. 





















BRANCHES IN 
18 INDUSTRIAL 
CENTERS 


JORNSON 
1% 


SLEENE VAS WENAALUTENS 
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OUT OF 1001 TEST TUBES 


The Chicago Mounted Wheels used in industry 
today look simple gh—abrasive wheels 
mounted on stee] shanks, but 

















Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 


FORWARD- 
LOOKING 
is the Word 


Recommend Chica- 
go Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on their 
own steel shanks— 
and are today’s t 
finest. a 








AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstanding results obtained with Chicago 
Grinding Wheels and Cut-Off Wheels. 


FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems, We furnish special Engineering 
Data Sheets making it easy for anyone to submit information from which we can recom- 
mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 








Write for Free 


( Send Catalog 
Literature - and 


() Franchise Data for Supply Houses 


Attractive Fran- OS Ea LOS cal a ee PS OL RO. IE 
chise open on all 
nationally adver- 

eaGaanel NN OR ci Ries ee 5, aE ee PS grad iret ME eee 
Wheel products * 
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give greater economy in_ stocking. 
Available in 14 sizes for both motor 


_and belt drives, in standard fitted and 


all-iron construction, capacities range 
from 10 to 1800 GPM with heads to 
120 ft—Goulds Pumps, Seneca Falls, 
N. Y.—Industrial Distribution, Febru- 
ary 1949. 














Electric Hoists 


Incorporate Gear Train 
And All Steel Construction 


Made in capacities from 1,000 to 
20,000 Ibs., a new line of electric 
hoists assure safety, efficiency and 
ruggedness. Other construction fea- 
tures include ball bearing, fully en- 
closed NEMA motors, splined con- 
nections, grooved steel cable drum, 
jaw type brake, rabbeted male and 
female frame connections,. push but- 
ton controls, roller bearings, and safety 
limit stop. They are furnished in lug, 
hook, plain or geared Timken trolley 
(mounted crosswise or parallel to run- 
way beam), 4-part single reeve, close 
headroom, base mounted and with 
motor driven Timken trolley. Built 
for 220 volt, 3-phase AC current and 
reconnectable for use on 440 volt, 
3-phase AC current; the hoists can 
also be furnished for 115 or 230 volt 
DC and for other voltages and fre- 
quencies in 3 or 2-phase applications. 
—American Chain & Cable Co., York, 
Pa.—Industrial Distribution, February 
1949. 


Belt Dressing 


Gives Better Gripping Surface 
And Lengthens Life of Belt 
A new belt dressing revitalizes leather 


belts by lubricating the interwoven 
fibres of the leather. Also valuable for 
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K’. a cast-iron fitting is the trademark of 
a company that has specialized on this type of product 
for more than sixty years. All of our efforts and facil- 
ities are devoted exclusively to manufacturing fittings 
which we can guarantee to be sound and accurate in 


every respect. 


‘When you use “K” fittings, you are safeguarded 
against installation and service troubles. Precision 
machining assures quick, convenient make-up and 
tight joints. Accurate molding assures freedom from 
sand holes, cold checks, and thin walls. 

These facts are verified by the experience of plumb- 
ers and steam fitters everywhere. Many of them insist 
upon “K” fittings and place their orders accordingly. 





THE 3000 SHAPES AND SIZES OF ‘'K'’ CAST-IRON FITTINGS INCLUDE: 
STANDARD AND EXTRA HEAVY SCREWED FITTINGS 
STANDARD FLANGED FITTINGS 
STANDARD AND EXTRA HEAVY COMPANION FLANGES 
DRAINAGE AND SPRINKLER FITTINGS 











THE KUHNS BROS. CO. 


DAYTON 1 OHIO 
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rubber or canvas belting, it has a 100 
percent neatsfoot oil base with ingredi- 
ents added to promote quick pene- 
tration. It will not cake or gum on the 
belt surface. Available in quart, gallon 
and 5 gallon cans and 50 gallon drums. 
The quart can is equipped with cap 
and spout.—Alexander Bros., Phila- 
delphia, Pa.—Industrial Distribution, 
February 1949. 
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Soldering Tip 


Gives More Heating Area, 
Does Not Overload Transformer 


A low-cost, long-lived soldering tip 
forms easily into any shape desired, 
going around corners or into tight 
spaces. Because of its chisel shape, it 
offers more soldering area, increasing 
the amount of heat transferred to the 
work and adding to the soldering efh- 
ciency. It draws rated current, heats in 
5 seconds and cannot overload, dam- 
age or burn out the transformer. Since 
the working slug at tip end is an inte- 
gral part of loop tip, the slug cannot 
come loose or drop off.—Weller Mfg. 
Co., Easton, Pa.—Industrial Distribu- 
tion, February 1949. 





Tankless Heater 


Heat Transfer Greatly Increased 
By Use of Circulating Pump 


A tankless heater has been developed 
for use with a circulating pump on 
the boiler water side. The tube bundle 
has a baffling arrangement outside the 
tubes that insures complete wiping 
action along the entire length of the 
tube bundle. By employing the use 
of the circulating pump to circulate 
the boiler water over the coil, the 
heat transfer is greatly increased. 
Greater gallonage per square foot of 
heating surface is claimed ,by the 


- -manufacturer:—Bell’ &- Gostat Co., 


Morton Grove, I]l.—Industrial Distri- 
bution, February 1949. 




















“MONO-BILT” WIRE WHEEL BRUSHES 


For practically all standard portable or stationary 
shop equipment. Ideal for numerous power brushing 
operations such as removing scale, rust, paint, weld 
spatter, and surface imperfections from small castings, 
metal parts, fittings, etc. Can be made of coarser 
or finer wire if desired. 


“STEEL-CLAD” 
WIRE WHEEL BRUSHES 


Well-filled, complete brush units with crimped steel wire securely 
held between two metal face plates. Arbor holes are punched for 
mounting directly on shaft without adapters. Used singly or in 
groups to build up any desired width of brushing surface. Can be 
made of coarser or finer wire. Fine wire sections furnished with 
either brass or steel wire as required. 


“DURA-BILT” WIRE WHEEL BRUSHES 


Similar to the Steel-Clad but contains more wire 
and is better suited for continuous brushing opera- 
tions. Each unit is accurately balanced to insure 
smooth operation on hi h-speed power equipment. 
Used singly or in assemblies directly on shaft—no 
interchangeable centers are 1 Can be made 
of coarser or finer wire. The dense filling of specially 
tempered wire provides an excellent abrasive for 
quickly removing rust or scale from large metal sur- 


faces. 
“DI-BILT” 
WIRE WHEEL BRUSHES 


The rugged, patented construction permits the use of coarser wire 
than is practical in many other types of wire wheel brushes. Densely 
filled with crimped steel wire and drawn together under extreme 
pressure to resist strain when subjected to rough or severe cleaning 
operations. Ideal for the metal working and rubber industries. 
Used singly or in groups directly on shaft—no interchangeable 







* UNIFORMITY 
LONG LIFE 


THEY CUT 


PRODUCTION - 


costs y 








BRUSH TOOLS FOR 
TODAY’S PRODUCTION 
Power Driven Wire 

Wheel Brushes 
“Mono-Bilt” 
“Steel-Clad” 

“Dura-Bilt” 

“Di-Bilt” 

“Peerless” 
“Twis-Tuft” 

Fine Wire Polishing 

Wheel Brushes 
“Sturdi-Bilt’” Wire Cup 

Brushes 
Fibre Wheel Brushes 
Wire Scratch Brushes 
Boiler & Furnace Brushes 
Foundry Brushes 
Platers Brushes 
Bench Brushes 
Floor Sweeping Brushes 
Push Brooms—wire 

and fibre 
Miscellaneous 

Maintenance Brushes 














centers are necessary. Can be made of coarser or finer wire. 





Small “STURDI-BILT” Wire Cup Brushes 


Densely filled with special analysis crimped steel wire, 
evenly distributed and rigidly secured in a heavy 
cut-shaped metal back or holder. For high speed 
operation on portable or stationary equipment—ideal 
for the steel fabricating industries wherever scale, 
rust, paint, or weld spatter is to be removed from 
large or rough metal surfaces. 


Steel Wire End “ATTACHMENT BRUSHES” 





Very effective tools on portable equipment for “hard-to-get-at” jobs such as 
brushing motor parts, engine heads, irregular shaped castings, etc. Ideal for 
temoving rust, scale, or paint from’ metal surfaces inaccessible to rotary wire 
wheel brushes. 





SEE OUR CATALOG 36-R-7 for 
a complete showing of our line. 


Bulletin No. 42-61 will aid you in 
industrial sales. 


SERVICE 


Our cost-free engineering serv- 
ice is always available in helping 
you to solve your customers’ brush- 
ing problems. We are fully 
equipped to produce special indus- 
trial brushes designed from blue- 
prints or specifications. This or- 
ganization is at your service to 
help you sell. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


MILWAUKEE 8, WISCONSIN 


‘i WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


iL: Key to Industrial Brush Problems 


“FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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HEAVY SELLERS 


| 
I 
| 
in the 
| 
I 





HEAVY DUTY 
FIELD! 


Forged steel top plate with 
kingpin which cannot turn 





Precision heavy-duty main 
load bearing 





with bearing seat accurately 
sized by coining operation 





| Bassick ALL-FORGED Steel 
| Casters Combine Exceptional 
Load-Carrying Capacity, 





Castellated 


i . 
| Timken 

| Maximum Safety, Extra Long | thrust nut for 

i ° ‘ ‘. earing precision 

Life and Easier Action | adjustment 
i 

| 
| 

1 


| 
| 
| 
| 
! 
| 
| 
| 
| 
i 
{ 
| 
| 
One-piece forged steel horn | 
! 
| 
| 
| 
| 
| 
| 
{ 
| 
| 
| 
| 
] 
| 


Bassick ALL-FORGED Steel Casters are the nearest thing to indestructi- 
bility ever engineered into caster construction. Built in 5”, 6” and 8” sizes, 
with horizontal plunger swivel locks available for the 5” and 6” swivel 
types. Also, in addition to the standard steel wheels, grooved wheels can 
be supplied for the 6” and 8” swivel types, and rubber-tired wheels for 
the 8” swivel and rigid types. You can tell your customers these rugged 
Bassicks will go the limit for them — in load-carrying, smooth mobility 
and long, trouble-free service life — while our nation-wide advertising is 
telling them to get their orders in to you. Write to THE BASSICK 
COMPANY, Bridgeport 2, Connecticut. Division of Stewart-Warner 
Corporation. In Canada: BASSICK DIVISION, Stewart -Warner -Alemite 
Corporation, Ltd., Belleville, Ontario. 
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Reputation Linked 


To Chain Sales 


(Continued from page 85) 





bearings. In this case, it started when 
a single tooth in a gear broke, jammed 
and then tore the whole gear to pieces. 
This was our signal to step in and 
recommend a chain drive with 1-in. 
pitch, which would require but two 
sets of bearings and eliminate ll 
counter shafts and idling gears. We 
were given the order to change the 
drive on that press. It proved so sat- 
isfactory they had all four presses 
fitted up in the same way. In fact, 
they proceeded to go chain wild and 
put chains on many other pieces of 
equipment. 

This last remark brings up one 
point, however, that is important. 
That is to be careful to recommend 
chain only where there will be a real 
advantage to the customer, in first 
or maintenance cost, silent operation, 
power application in least space and 
all the other factors involved. Chain 
is not always the right answer. Our 
service, being flexible, we sometimes 
take chain off and substitute V-belt 
as the best answer to the customer’s 
problem. We work ‘overtime, you 
might say, to build up a reputation 
in various ways of being specialists 
able to give right answers to all prob- 
lems involving chain. It would be 
worse than futile, then, to recommend 
chain where it would be unquestion- 
ably the wrong answer, just to get an 
order. 





Rebuilding 
the Sales Staff 


(Continued from page 100) 





in a more intelligent manner, leaves 
less chance for failure. The sale is con- 
sumated in less selling time and at the 
least selling expense to the company. 

“I know it’s only natural for sales- 
men to want to capture the commis- 
sion on a machine tool,” said Mr. 
Leyh. “But, in most cases, before we 
adopted this sales procedure, a machine 
tool sale was rarely made without the 
salesman paying a heavy price in lost 
perishable tool business.” 

Satterlee salesmen on both teams 
are strongly in favor of the new sales 
procedure. It has increased their sales 
volume; last year was a record year for 
sales, far surpassing any period during 














Yes, it’s a fact that with Schrader Controls 
operators work more efficiently, with greater 
safety, and less fatigue. 

Take a shear, for example. Ordinarily foot op- 
eration is awkward and tiring. And when the 
strips to be sheared are long, two men are needed 
to position the material and operate the shear. 

What a difference with Schrader Pneumatic 
Controls! One man does the whole job easily . . . 
at the mere touch of a foot pedal. Moreover, the 


FR Get your copy 


of this information- 
packed 8 page Book- 
let describing Schrader 
Air Control Préducts. 


Schrader 


PRODUCTS 
CONTROL THE AIR 
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Make ONE machine do the work of TWO 





other machines with SCHRADER Pneumatic Machine Controls 


foot pedal can be shifted at will to any position 
desirable for the comfort and convenience of the 
operator. With Schrader Controls the same ma- 
chine will do more work per hour ... and will 
also shear heavier gauge metals. 

Write today for the NEW folder describing 
Schrader Pneumatic Controls (use coupon be- 
low) ... And remember, our engineers can de- 
vise Schrader Controls for almost any machine 
operation in your plant. 


A. SCHRADER’S SON, 482 Vanderbilt Avenue 
Brooklyn 17, N. Y. 

Division of Seovill Manufacturing Company, Incorporated 

Please send me your FREE BULLETIN and more information 

about the products | have checked in circles below. 


Name. 





Company. 
Address 
City State 


Air Cylinders Air Hose & Fittings 
2 Air Valves Hose Reels 

Press Controls Hydraulic Gauges 
© Air Ejection Sets Air Pressure Regulators 
© Blow Gung Air Line Couplers 
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IER BUILT 


KAM HEAD 70 BASE! 











CIRCULAR GROOVED 
RAM HEAD 










MALLEABLE 1RON 
TOP NUT 









pRrEssURE BY-PASS 
PREVENTS OVER- 
TRAVEL OF RAM 





ro» POSITIC 
T Point oF 





FACTORY TESTED 
RATED CAPACITY 










MALLEABLE IRON 
HANDLE SOCKET 











PRECISION 
MACHINED 
THROUGHOUT 












HEINITE PISTON 
GREATER WEAR 

















posiTIVvE 
RELEASE VALVE 







soLID STEEL BASE 


Hein-Werner Hydraulic Jacks 


Give FASTER....SAFER Service! 


Made in models of 1%, 3, 5, 8, 
12, 20, 30, 50 and 100 tons 
capacity. Write us for complete 
details. 





HEIN-WERNER CORPORATION * WAUKESHA - WIS. 


146 INDUSTRIAL DISTRIBUTION © FEBRUARY, 1949 





war days. 

Gunnar Nelson, perishable , tool 
salesman, explains his position this 
way: 
“The sales program has ‘permitted 
me to reach out for and get much of 
the perishable tool business I never 
had the time to even look for before.” 
Charles Fairbanks, machine tool sales- 
man, is equally as enthusiastic over the 
plan because he is doing the type of 
sales work he likes. It’s his full time 
job now, and he is equipped to do it 
well. 

According to Mr. Leyh, there are 


| six immediate advantages in the selling 


procedure: 

1. There is a definite elimination of 
wasted sales effort. 

2. The relationship between the 


| firm, -the customers and prospects is 
| more satisfactory because of the better 


service that can be made available to 
them. ‘ 
3. Salesmen’s selling expenses are 
reduced. 

4. Sales are increased. : 

5. Failures of the salesman to sell 
are reduced. 

6. New salesmen are brought into 
effective sales production faster. 





You Need 
Everyone’s Cooperation 


(Continued from page 86) 





minute to spare and he can phone a 
jobber and have the gadget delivered 
in a couple of days. You make nothing 
on the deal but your account is happy. 


| Once again you have proved to your 


customer that you are working for him 
and appreciate his business. That is 
cheap advertising and pays large divi- 
dends and the average purchasing 
agent will not take advantage of you 
by making demands for that kind of 
service continually. 

Pick out a good man on the order 
desk. Tell your customers if you are 
not in when they phone, to ask for this 
order clerk by name. When you are 
not in and a buyer can ask for some 
individual by name he feels he is get- 
ting personal service. 

Take time out to tell the order 
clerk about the people you call on, 
any peculiarities they might have. 
Then he will feel he knows them as 
well as you. An arrangement like this 
can prevent a lot of headaches for the 
man in the field. Selling is hard but 
pleasant work providing you don’t 
have to go out every other day to patch 
up a misunderstanding. A tactless or 
thoughtless remark by a person on the 
order desk can undo many hours spent 

















You can replace up to 316 sizes 
of these endless v-belts 







——— we 





with these 
4 reels of Veelos 








Just four reels of Veelos in your Ease of installing Veelos provides 





stockroom give you replacements substantial savings in installation 















for as many as 316 sizes of endless 





time. On drives with fixed centers, 


V-belts. Very likely you require less. One reel may it is installed without moving the motor or dis- 


give you a complete V-belt inventory. With Veelos, mantling the machine. 


the link V-belt, any length belt is quickly uncoupled, 


made endless and installed. Belt replacements for any Veelos is available in all standard sizes .. . fits all 
type drive are always immediately available. Standard standard grooves. Write for the Veelos distributor 
reels hold 100 feet, save storage space. story ...it points the way to bigger V-belt profits for you. 









NEW CATALOG gives you all the facts about the important 
advantages of Veelos and supplies complete engineeriny data. 
Fully illustrated, it shows Veelos at work ‘in industry after 






industry. Your copy sent on request. 







MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PENNSYLVANIA 




















VEELOS is known as VEELINK outside of the United States 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO ANY DRIVE 
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' ALIGNMENT BUSHING 


Revolves on Retainer Pin. 


HARDENED RETAINER 








Presses into hex bushings. 





HARDENED HEX 
BUSHINGS 


Pressed into costing, cbsorb radial 
thrust —connot turn. 








Exclusive, improved Vincent Dressers and tough, 
long-lasting Vincent Dresser Cutters are just the combination 
to produce clean, accurate dressings at lowest cost. They 
are the right combination for complete customer satisfaction. 


The improved, exclusive features of Vincent Dressers 
shown above assure more accurate dressings and fewer 
dresser replacements. Special analysis steel, heat treated to 
exactly the correct hardness, provides added dressings from 

every Vincent Cutter. 
Point out these features to 


yO Dressers OF your customers for faster sales... 


* Use to 1% * 


Wheels uP 
face. one 
‘1 Dresse ” 
* Uneeels 1%” to 2 
face. as 
2 Dressers ” 
* =e over 2 


greater ‘‘repeats.”’ 


USE THIS CHART TO 
SELECT THE PROPER 
DRESSER FOR EVERY 
JOB! 


f 


L 


2424 Bellevue Avenue 


9 


STEEL PROCESS COMPANY 
Heot Treaters of Metals—300 Tons Capacity Daily 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS ¢ DIAMOND DRESSING TOOLS 


TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS 








Detroit 7, Michigan 
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in missionary work. 

We have covered our territory for 
the day, called on our regular accounts 
plus a service call, now back to the 
office. 

Our return to the store starts 
another train of activity. Check with 
the buyer to see how those special or- 
ders are coming along. Go dewn to 
the order desk to see if your clerk has 
had any problems with your customers 
that nel your attention. 

Wait, you are not through yet. 
There is one more department that you 
must keep cooperating with you—the 
shipping department. Remember those 
orders you promised out by a certain 
time COULD be thrust aside and be 
delayed a day or two. A pat on the 
back for a good job that shipping clerks 
and delivery drivers are doing will help 
you. When shipments get stacked up 
and it looks like shipping would never 
get to the bottom of the pile, costly 
delays are possible. By being decent 
and understanding, the boys in back 
can accomplish near miracles. 

Result, you and all the other boys in 
the field will have given customer serv- 
ice which needs no apology. 





Know the Answers 


to quiz on page 118 





1. Squirrel cage, slip-ring and syn- 
chronous are the two alternating 
current motors. 

2. The wound rotor induction motor 
or the direct current motor would 
be best for the job. 

3. That’s false. Synchronous motors 
run at synchronous speeds, no mat- 
ter what the load. 

4. Synchronous motors will serve well 
in all four classes of service listed. 

5. That’s true, yes. 

6.The squirrel cage motor finds 
widest use in industry. 

7. Yep, it’s true. 

8. That one is false. A 74 hp. motor 
can, and has, driven a 300 ton 
hydraulic press—well and efficiently. 

9. Low starting current, high torque 
is the most desirable condition. 

10. It’s true. 

11. Twenty degrees or fifty degrees, 

depending on insulation. 

False; it’s just the other way 

around. The rotor (for rotary, if 

you like) winding moves within 

the stator (for stationary) winding. 

13. Varnish coating, with baking be- 
tween coats, is the answer. The 
other two are downright silly, by 
definition, when you consider the 
object of insulation. 

14. That one is false. Direct current 


12. 





like gold, the pure manila 
fibre you get in famous Columbian Tape-Marked 
Rope is the standard of matchless quality. 


From the leading fibre-producing plantations 
of the -Philippines, Columbian buys only the 
choicest fibre. 


It’s thoroughly cleaned. It’s graded and classi- 


fied by Columbian’s own inspectors. It’s rigidly 
inspected by government officials. Then — and 
only then —is the fibre sent to the Columbian 
Mills at Auburn, N. Y. 


From fibre to Tape-Marked Columbian Rope 
every step is quality-controlled for your 
satisfaction. 


COLUMBIAN ROPE COMPANY 


320-50 Genesee St., Auburn, “The Cordage City,” N. Y. 


PURE MANILA ROPE 
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Shortcuts to Speedy, Easy Handling 













BOND 
BEVERAGE TRUCK 


| For Faster Handling 
with Less Footwork 


High ca pacity re- 
duces legwork. Semi- 
pneumatic tires 
assure smooth, 
shockproof trans- 
portation for fragile 
loads. Full welded 
tubular steel, 49” 
high; nose 14” wide 
by 714” deep. 
Light—weighs 
only 29 lbs. 
Equipped with 
stair glides. 


BOND KEG 
AND CASE TRUCKS 













No. 4691—The Truck with a 
Thousand Uses. 


No. 4962—With Wheel Guards 
for Handling Bags. 


This pair of sturdy 
trucks are made of 
1” square high car- 
bon steel tubing. 
Available with the 
following type 
wheels: plain or rol-’ 
ler bearing semi- 
steel; plain or 
roller bearing 
vulcanized-on 
rubber. 





BOND TRUCK CASTERS 
Save Time at Every Turn 


You will find the caster that’s exactly 
right for your particular plant condi- 
tions in the complete Bond line. 
There’s a Bond built-for-the-job caster 
for every industrial use. 















Pt 
36-A. Special & 
double ball race de- 
sign provides unusu- 
ally easy swivelling. 
Sturdy Bond caster 
metal assures a long 
service life. Pres- 
sure lubricated. 


40-A. All Steel 
Caster. A practically 
indestructible caster 
for heavy duty. 
Swivels with 
frictionless ease 
on hardened 
ball races. 
Pressure lubri- 
cated. 


Bond Foundry & Mach 


150” 
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BOND UNIVERSAL 
LIFT JACK 


The Jack for All Trades 





Simplifies handling of light and heavy 
loads. Couples and uncouples quickly, 
turns easily. Handle adjusts to opera- 
tor’s height. Operates in close quarters 
with handle in vertical position. 


Send for free folders describing 
the advantages of Bond hand 
trucks, casters and lift jack. 


ne Co., Manheim, Pa. 


| 


| 
| 


| 
| 





has been found most satisfactory 
in machine tool work. 

15. For this sort of service, the shunt 
wound motor will best serve the 
purpose. 

16. The 4 to 1 hp. category would be 
sufficient. With 2 hp. you could 
drive a 10-in. wheel; with 5 hp., 
an 18-in. wheel. 

17. “Full load speed’”’ means the speed 
of the motor, running under nor- 
mal conditions and at full capacity. 





Better Selling 
In Our Industry 


(Continued from page 89) 





is only interested in how quick you 
can provide his answer. He regards 
speed as your service barometer and 
buys accordingly. We must put forth 
every effort to make it easy for our 
customer to buy; a prime principle in 


. selling. 


It may prove advisable to furnish 
your telephone salesmen with educa- 
tional material covering this subject, 
such as “Telephone Selling”, a very 
excellent book published by Prentice- 
Hall. We distributors should staff 
our phone sales department with men 
who are just as good in selling, and 
know just as much about our products 
as any outside salesman in our organ- 
ization. 

5. How many calls should distribu- 

tors salesmen make per day? 

If distributors feel their salesmen 
are doing their best work when they 
turn in 15 to 20 calls per day, they 
are not being properly represented. 
The only salesman who can justify 
that many calls per day is your inex- 
perienced, rookie salesman who just 
says hello and goodbye for the first 
year or so. As so ably expressed by 
our good friend, Mr. Walter Crowder, 
editor of InpustriAL DisTRIBUTION, 
most salesmen could make 20 calls 
per day, if customers did not insist 
on the salesman stopping to take an 
order. 

In most discussion concerning num- 
ber of calls, little mention has been 
made about the starting time in the 
morning, how much extra time is used 
at lunch, and when the salesman 
stopped working in the evening. This 
will determine how many intelligent 
calls your salesman can make. You 
want intelligent calls, Mr. Distributor, 
not quantity calls. If one of yqur dis- 
tributor salesmen made 4 intelligent 
calls in the morning, and was busy all 
afternoon in a customers plant making 
1 more intelligent call, you have good 
representation in these 5 calls for the 














They’re geared for 


profits from inventories 








1 ~Not long ago this West Coast company, manufacturer and 
distributor of power transmission equipment, was looking for 
a simplified system of inventory control to speed the handling 
of back orders .. . provide better and faster customer service 
without piling up excessive stock. How to make inventories ac- 
tually produce profits—that was the problem. 
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i 
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Vadeetatanell 
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rf 


» nn Rand—world’s leading systems specialists—pro- 
vided the perfect answer: a Kardex simplified system, with all 
information consolidated for fast and easy posting and finding. 
Only one clerk is now needed to maintain complete controls for 
the thousands of items stocked! 


at 


J.W. MINDER 
Chain & Gear Co. 


Los Angeles, Calif. 
Portland, Ore. 





23. W. Minder Chain & Gear Co. needed more than just a 
record of items available on the stockroom shelves. They wanted 
to know what they could expect to have in stock, say, three 
months hence. That meant checking unfilled orders . . . analyz- 
ing sales to determine anticipated demands . . . keeping track of 
replenishrfients purchased. 





A Fach Kardex pocket tells the whole story..of one stock item 
—all purchases, sales and unfilled orders, p/us, up-to-the-minute 
inventory status. The amount of stock on hand is flashed in- 
stantly by colored Graph-A-Matic signals. Position of the signals 
shows at a glance follow-up, order point, normal stock, or over- 
stock . . . acts to eliminate shortage bottlenecks. 


Profit-building features of simplified inventory control 


@ Speeded and improved customer service. 

@ Streamlined, accurate —_ and selling. 

@ Controlled inventory to avoid understocks and overstocks. 
@ Reduced clerical overhead. 


*@ Future profits assured by “‘point-of-use” record protection 


from fire in Safe-Kardex units. 


Copyright 1949 by Remington Rand Inc, 





= 
Remingion Kaad SYSTEMS DIVISION 


315 Fourth Ave., New York 10 
HOW TO GET PROFITS FROM INVENTORIES | 











| ...An authoritative 24-page book on modern methods of inventory con- | 

| Pape 

trol. .. sent to you without obligation. Just fill in and mail this coupon. | 
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Are You Signing up 
New Members 


Here are the “by-laws”: Next to having no fire-fighting equipment is 
not having enough. A small fire can leap to destructive size during the 
crucial moments it takes to bring an extinguisher from one department 
or room or floor to another. Approved protective practice calls for no 
point to be further than 50 UNOBSTRUCTED feet from a dependable 
fire extinguisher. 

So every time you get a prospect to double-check his fire-fighting 
equipment and order enough Buffalo better-built. Fire Extinguishers 
to arrive at this approved protection, you have another member in the 
“1 in 50” Club. How about going out and signing up a few new 
members right now? 


Buffalo better-built Fire 
Extinguishers are sold thru 


better mill supply houses. A BUFFALO FiRE APPLIANCE 


few territories are still open. CORPORATION 
Why not write us? DAYTON 1, OHIO 
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day. The object is the quality of the 
call, the intelligence of the call, with 
the purpose of developing and obtain- 
ing business. There has never been 
a synthetic or canned formula for 
making calls. You are right back to 
product knowledge, personality, and 
the ability and desire to work from 
early until late to make as many profit- 
able calls as possible. I think it is a 
mistake for distributor sales managers 
to think in terms of increasing the 
number of calls—bring up the num- 
ber of hours your salesmen are on the 
sales firing-line, and if your salesmen 
will develop profitable calls, you will 
not need worry about the quantity of 
calls. The answer to this problem is 
intelligent calls. 

6. Creating sales by showing physi- 

cal samples. 

Many distributors salesmen make 
a practice of demonstrating physical 
samples of equipment and tools, es- 
pecially power assembly tools. How- 
ever, this is generally a hit er miss 
proposition and is not pursued with 
regularity, in some cases being left 
to the discretion of the salesmen, with 
the result that a few of the salesmen 
are doing nearly all of this fine type of 
selling. The distributor salesman who 
is continually showing physical sam- 
ples is the man who will secure the 
most business, territories being equal. 
We know that one picture is worth 
10,000 words. The physical sample 
is worth infinitely more. If a dis- 
tributor salesman placed in the hands 
of each buyer or tool supervisor, in 
his territory, one common 4” tap, ex- 
plaining the processes used by the tap 
manufacturer, to make this tap better 
for his needs, the salesman would ai- 
ways be remembered as a source of 
taps by these customers. If your 
salesmen make your products look 
easy to use, they will be easily sold. 
Just talking about a product is not 
enough—carry the physical sample to 
your customer. 


Encourage Trial Use 


Sometimes distributors are reluctant 
to place equipment or tools on a trial 
basis, in a customers plant, thinking 
of the possibility of such equipment 
not being thoroughly adaptable, and 
being returned for credit in an unsale- 
able condition. We distributors must 
expect to take some chances in selling 
merchandise, and if products we 
recommend do not always take care 
of the job, most customers will give 
us another opportunity to furnish the 
proper equipment or tools. It is my 
belief distributors should be willing 
to incur reasonable expense in placing 
equipment, tools and other products 
in our customers plants on a trial 
basis. Thru the years, we distributors 
have become accustomed to our sup- 
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It has gone a long way in improving 
conveyor belt strength 


“Co 


edura 


nacity Rayon 


For high strength at low cost...look into Cordura* 


There’s a long lift involved for con- 
veyor belts that carry coal and ore from 
mine pits to loading stations. To give 
these belts the terrific tensile strength 
required, engineers have turned to Du 
Pont “Cordura” High Tenacity Rayon. 

“Cordura” makes possible a lighter 
belt—and a longer belt. One-piece con- 
veyor belts made with “Cordura” will 
eliminate costly, troublesome transfers. 
And they trough easily—have remark- 
able resilience. 

“Cordura” is engineered to yield 
much greater strength than natural 
fiber yarns commonly used. And each 
strand is a continuous filament—no 

short pieces to pull apart under 
strain. 


Perhaps you’d expect to pay a pre- 
mium for the advantages of “Cordura.” 
But in many cases you can reduce pro- 
duction costs because you get so much 
strength from so little! 

Can you use “Cordura” to improve 
an article you make? Write DuPont 
for detailed information about ‘‘Cor- 
dura” High Tenacity Rayon. And tell 
us your specific needs. Perhaps we can 
help guide you to a profitable applica- 
tion. 

Can you use a product improved 
with “Cordura”? Check with your 
supplier—or write Du Pont. 

Rayon Division, E. I. du Pont de 
Nemours & Co. (Inc.), Wilmington 


98, Delaware. *REG, U. 8, PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 
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...- THROUGH CHEMISTRY 








TM steel Loading Chain 
is fabricated from electrically butt- 
‘welded carbon steel links. The short 
links permit tight binds when used 
with a load binder. It is a favorite in 
the lumber industry for loading and 
binding logs, and wherever a short 
link chain is required. TM Steel 
Loading Chain will pull stiff before 
breaking. Easily identified by a brass 
tag located in every 20 ft. of chain. 


TM Hi-Test Steel Chain is man- 
ufactured from C-1017 steel butt- 
welded links. High tensile strength 
and long wearing qualities enable it 
to withstand proof tests far greater 
than those of ordinary low carbon 
steel chain. Its use in mines, oil fields 
and lumber camps and by original 
equipment manufacturers is evidence 
of its exceptional strength as a small 
diameter chain. Easily identified by a 
brass tag located in every 20 ft. 

TM Wire Rope End Chain adds 
economy...safety...flexibility and long 
life to your complete wire rope-winch 
assembly. The entire chain and the 
hook is made from Taylor Made Hi- 
Test Steel. It’s heat-treated—it’s tough 
and has greater resistance against 
wear than proof coil or BBB chain. 


S. G. TAYLOR CHAIN CO. 


74 141st Street, H d, Indi 





TM HI-TEST 
STEEL CHAIN 






































ALLOY 


™ STEEL — 


LOADING CHAIN ae a > 
.. N | 


TM WIRE ROPE 
END CHAIN 


“THE BEST BY TEST 
SINCE 1873,” 





Taytor MavE— 
hatin 


INDUSTRIAL DISTRIBUTION ¢ FEBRUARY, 1949 





pliers absorbing the loss of mis-applied 
trial products, and there is no reason 
to believe our suppliers will fail to 
back us up. I feel qualified to say 
that every manufacturer in this room 
will at anytime, place their respective 
products on a trial basis in a customer 
plant. The important thing is for 
our distributor salesmen to place more 
trial material in our customer plants. 
The great percentage will be thorough- 
ly satisfactory and the loss sustained 
on improper recommendations will 
enable your salesmen to make correct 
applications for future prospects. En- 
courage your salesmen to overcome 
their fear of improper applications. 
Only thru trial and error will they 
become proficient. This is another 
manner in which distributors can ac- 
tually earn more adequate profit mar- 
gins. 

Mr. Distributor—only thru closer 
cooperation with our manufacturers— 
only thru increased sales efficiency— 
can we lower. the sales costs of our 
manufacturing friends. 

To illustrate my point, I have placed 
on this large sign, a four letter word, 
spelled L-E-A-D. Some will pronounce 
it léad, others will pronounce it léad 
but I can assure you—if you léad, you 
won't léad, and if you have Iéad, you 
won't léad. 





That Itch to Sell 


(Continued from page 93) 




















Be a Student of Your Line 


cerning your product. Whatever it is, 
umbrellas, mucilage, shoe leather or 
frying pan handles; you have the facts. 
The consulting engineer, upon whom 
you call as a prospective buyer, might 
know a great many more facts about 
a great many more subjects than you. 
But when the conversation swings 
around to your product, they it’s your 
turn. 











RB&W’s consistent effort to help 
you make more money, is typified 
by the new, attractive package 
developed for RB&W bolts, nuts, 
screws and rivets. 

Your first glimpse of the pack- 
age shows the label information to 
be clear and complete. Big black 
type on a white background and 
the product pictured on the label 
save your men time and error in 
selecting from stock. 

This box is designed to give 
maximum opening for accessibili- 
ty of contents. It is labelled up- 
side down purposely to prevent 
bottom dropping out while han- 
dling . . . it ends all problems of 
dropping and spilling. 


CARRIAGE BOLTS 


FULL SIZE BODY 


« 
6 MEO - 
ge aed pn aie 
-— - “ 


ete OF 








QUICK IDENTIFICATION. Picture of 
contents plus clarity and plete. 
ness of label information make se- 
lection quick and accurate. 





And closer examination shows 
the construction strong, yet light 
—abuse resistant, convenient to 
handle. 

Already, the new RB&W pack- 
age has been called the most sen- 
sible—and most attractive—in 
the fastener industry. 


FUMBLE-PROOF COVER. Boxes are 
designed with covers underneath. No 
danger of box slipping from under 
cover, spilling contents. 


STURDIER, MORE CONVENIENT 
BOX. Brightwood construction, 
sturdy as metal-edged. No flaps. 
Opens on fiat side, won’t tip. 


S THE COMPIETE 
QUALITY LINE 





e we 
Attien gast™ 


Plants at: Port Chester, N. Y., Coraopolis, Pa. 
Rock Falls, Ill., Los Angeles, Calif. Additional 
sales offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Oakland, Portland, Seattle. Distrib- 
utors from coast to coast. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
404 Years Making Strong the Things That Make America Shong 
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RIGEAIW Cutter’s popularity makes 
your sales easy, too! 


@ No wonder it’s a popular tool—they slap this 
sturdy Rim@aip cutter on a pipe and roll it right 
through in a few easy turns—with surprisingly 
little effort. Efficiency-balanced, it handles easily. 
The tool-steel thin-blade cutter wheel sinks cleanly 
through pipe and conduit, leaves practically no 
burr—and every Ri@aip cutter is factory-tested 
to make sure it tracks perfectly. Choice of 5 sizes 
to 6" pipe; 4-wheel cutters to 4." RiImaips are a sure 
bet for satisfied customers, steady sales and profit. 


OLS 
THE RIDGE TOOL CO. © ELYRIA, OHIO 
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So when a buyer has a problem 
don’t spend useless time attempting 
to lull him into the feeling that it’s 
only the weather. Be a good listener 
and let him spill it. When he has 
given you the story—his entire story— 
give him a straight-forward answer. If 
possible give him a solution. No bal- 
derdash. No cock-and-bull. Just an 
honest answer based on your knowl- 
edge and best judgment. “I don’t 
know,” is the only precaution against 
giving unsound advice, just as silence 
is the only substitute for brains. Frank- 
ness and honesty mark you as being 
reliable and build confidence. 

While we're on the subject there 
is another kind of confidence. I mean 
the kind that goes with self respect. 
Unfortunately there are people who 
hold out their hands so they can sit 
on either side of the table. Dealings 
that aren’t squarely on the up-and-up 
can only lead to loss of respect and 
confidence of those who are a party to 
them. They’re tainted. Tain’t your’n. 
‘Tain’t hisn. 

We could drift off in rosy specula- 
tion of the mountainous profits gained 
through some such venturesome proj- 
ect, but, before we do, let’s look at 
the subject of legitimate profit. Hav- 
ing gained the confidence ef your 
buyer you must show that his com- 
pany stands to profit by what you 
offer. Remember? 


| Show a Profit 


To show a profit is to show an ad- 
vantage. It might be a lower price; 
maintenance and depreciation costs 
may be necessary considerations in 
proving your advantage; better deliv- 
eries, bigger stocks, freight allowances, 
special services, reciprocity, or a better 
product, the list is endless. But if 
you've got an advantage you’ve got an 
order. Don’t forget to ask for it. 

Remember now it’s the buyer's 
profit you must consider. Granted 
you and your company must profit. 
Land the order and there’s your profit 
but unless your buyer is going to profit 
by the deal it’s no deal. To under- 
stand your buyer you’ve got to under- 
stand what makes his work profitable 
to his company—-sit on his side of the 
table for a moment and see how he 
happens to be there anyhow. 

About the time grandpa started 
courting grandma he set himself up 
in business, which he was proud to 
call, “Holbarth’s Iron Foundry and 
Smithy.” Through the ingenious use 
of his crude tools, which he himself 
fashioned, and his flair for tackling 
“any goldanged thing that come 
along,” he was able to supply his local 
contemporaries with their needs in the 
hardware line. He made their wagons, 
plowshares, and shod their horses. In 
his spare time he made garden tools, 























“i Drive] Reduction [DAv 
Drive 
1. Standard, Stock Parts ? V 
2. Simple Installation ? V 
3. Competitive Price ? V 
4, Space-Saving Design 42 V 
5. Quick, Easy Speed Changes | ? V 
6. Fewer Parts to Stock 7 V 
| a Less Weight to Handle ? Vv “4 
io ee oe ok — NO USER “KICKBACKS” WITH 
aximum Efficiency — 4 Pavol PERFORMANCE LIKE THIS! 











for higher profits, more sales — 


CHECK ALL 8 ‘e207 / 


Do the speed reducers you handle give you 
every sales advantage you need to sell the 
“tough” prospects—and keep steady customers 
satistied ? Check al] 8 advantages of American 
Reduction Drives before you decide ! American 
Reduction Drives enable your customers to get 
driven speeds below 154 r.p.m. from standard, 
stock parts. Installation is simple—no special 


The Amerfcan Reduction Drive was installed entirely from 
standard, stock parts supplied by an American Distributor. 
And here is the record: Original spur-gear drive failed several 
times each year resulting in heavy losses due to spoilage and 
machine shut-down. American Reduction Drive required no 
maintenance other than lubrication—eliminated break-down 
and spoilage—paid for itself three times in the first year|* 


*Name on request 


easy to stock. You have fewer sizes—less weight 
to handle! 


To make sure of getting every one of these sales 
advantages, check all 8, first! Meanwhile, 
write for the complete drive selection data and 
selling help contained in the American Reduc- 
tion Drives Handbook. Drop us a line, now. 


For Immediate Delivery From Large Stocks 
See Your American Drives Distributor. 





engineering is necessary. No bulky 
foundations or supports are needed. 
Patented, compact design provides 
extra floor space. Maintenance 
costs go down because the prim- 
ary belt drive absorbs equipment- 
damaging shock loads. Best of all, 
American Reduction Drives are 


4218 WISSAHICKON AVE. « PHILADELPHIA 29, PA. 
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FOR INDUSTRIAL DISTRIBUTORS 





THE ESSENTIAL FUNCTION of catalogs has 
never been so clearly evident as today. 


Executives who are attacking today’s prob- 
lems are aided or deterred by the presence 
or absence of information about needed tools 
and materials. Efforts to maintain produc- 
tion, to re-enter neglected markets and to pro- 
vide sustained employment are helped sig- 
nificantly by the catalogs of Suppliers to 
Industry — or are hampered by the lack of 
them. 


Today the catalogs of Suppliers to Industry 
are sought with a purpose by executives who 
comprehend that quick action is both a mat- 
ter of benefit to themselves and a matter of 
national necessity. 


Wisconsin 


CATA 
DEPARTMENT 





SINCE 1847 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 


CUNEO PRESS /i. 





| bars. 
Each lot was different. 


Be a Johnny on the Spot 


muskrat traps, singletrees and_ nails 
Most of it was crude. Some of it hac 
a way of falling apart, but, generall) 
speaking, it was all profitable to hi: 
customers. 

All that grandpa bought was iron 
There were no specifications. 
But iron bar: 
was all he bought. All the rest wa 
grandpa. 

Time passed, and other people sec 
ing his success, went into the business. 
Grandpa began to get competitors. 
First he viewed the newcomers as 
bunch of upstarts, but when his old 
customers began to leave him, he set 
out to remedy the situation. He be- 
came more fussy about the iron he 
bought. Instead of digging his coal 
nearby he got a better grade shipped 
in from two-hundred miles away; this 
worked better in his forge. Then he 
found he could buy much better tools 
than he could make; these speeded up 
his work and cut down his costs. All 
of this took extra “figurin” time, but 
it was worth it because he could make 
better products, faster and cheaper 
than ever before. As his business grew 
he hired other people to work for him. 


| It wasn’t long before he hired a man 
just to look after his buying. 


And so production has come to rely 


| more and more on specialized buying. 
Raw materials must meet accepted 


standards and sometimes special re- 
quirements. Machinery must be made 
for today and tomorrow too, as far as 
can be foreseen. It must be safe and 
convenient to operate. Above all, the 
amount of the investment for every- 
thing purchased, must be such that 
the business can continue to operate 
at a profit. Buyers are always on the 


| alert for the cheapest way to accom- 
| plish the desired result. 


Justify the Expense 


Proper selection on the part of the 
buyer may mean success or failure; 
profit or loss. Grandpa patched up 
his customer’s wagon over and over 
again; when it finally played out he 
sold him a new one, just like the old 
one. But times have changed. So 
have processes, ideas and products. 















CHICAGO @ PHILADELPHIA @© NEW YORK @ SAN FRANCISCO 
| They are constantly changing and 
| often quite rapidly. Equipment may 
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Victor creates 






poklet —ready pocket or 
jool kit reference onhowto > 
“choose, use and care for 
- blades for every cutting 
job. Free for the 
asking 


here’s how 

VICTOR 

ups your 
sales 


plus the complete Victor line 
—hand, band and power hack 
saw blades and the specially de- 
signed hand hack saw frame— 
to meet every customer de- 
mand. Stock the complete 
Victor quality line for more 
sales — more repeat sales the 
year-round. 

VICTOR ssn i 


Makers of hand and power hack saw blades, 
frames and band saw blades. 


@ 5209 
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be scrapped while it is still useful— 
useful but no longer profitable. Wise 
spending is the customer’s watchword, 
He must be able to justify the expense. 

Profit to the buyer can be shown in 
many ways. Take for example Joe 
Neal who ran a mill supply house and 
advertised his need for a_ particular 
article to complete his line. He was 
determined to make connections with 
the best supplier available. But Joe 
was in a quandary. All suppliers 
claimed to be the best. Prices weve 
identical. Not one thing made one 
outweigh the other. To Joe the situa- 
tion looked as phoney as a three dollar 
bill. 

There was one remaining salesman 
to be interviewed. Te represented a 
well-known firm and also like the 
others claimed to be the best. 

“How is it,” asked the bewildered 
Joe, “all you fellows can have the best 
stuff?” 

“You've got something _ there,” 
smiled this salesman. “But,” he con- 
tinucd with conviction, “I'll tell you 
what you do. Ask those other fellows 
who’s next to the best.” 

You've probably guessed it. He got 
the account. Had he shown a dollar 
and cents profit? No. None that 
could be entered on Joe’s Iedger. Did 
Joe take a particular liking to the trick 
way this salesman combed his hair to 
cover a bald spot? Hardly this or any- 
thing like it. I think Joe liked the 
salesman’s ingenuity in conceding a 
point without sacrificing his own posi- 
tion or knocking the other fellow. Un- 
doubtedly Joe felt that this same spirit 
would be shown in other ways and 
would result in a profitable and friend- 
ly relationship. Such are the intan- 
gible strings that orders come tied 
with. 

Real satisfaction comes in selling a 
superior product. At an equal price 
or even a high price. You'll “blow 
your top” many times when the low- 
priced product takes the order. Yet 
you will be consoled in finding a lot 
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Be Energetic 






of people farsecing cnough to buy on 
economy. They will gladly pay the 
higher price which is cheaper and 
hence more profitable to them in the 
end. 

On the other hand you are for 
tunate beyond words if you can sell 


at a lower price than your competitors. 


Nothing speaks louder or shows a profit 
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play is yours... 


tvery time you call on a man faced 
with tough lifting problems that only 
a ‘Load Lifter’ can solve, the play is 
yours. Yours to explain the high- 
grade qualities of the ‘Load Lifter’ — 
endurance, low-operating costs, trou- 
ble-free service, dependability, and 
absolute safety for the man operat- 
ing it. 


The play is yours — yours to tell 
him gbout the many special features 
built into this rugged hoist — self- 
contained, ball bearing motor; im- 
proved automatic load brake; safety 
lower block; one-point lubrication. 
Yours to point out the special conveni- 
ences built into the ‘Load Lifter’—one 
place to oil every six months; its 
wide and varied capacities; different 
types of suspensions and mountings, 
ease in changing suspensions. 


Again the play is yours when you 
run into a difficult load-handling situ- 
ation. Get the facts in the case and 
write us. Our specially trained engi- 
neers will be glad to help you so that 
you may recommend to your prospect 
the most economical and serviceable 
‘Load Lifter’ for him. 


Write for copies of Catalog 
No, 215 to help you sell. 


Maxweit ) * + 
zm LOAD LIFTER 
i g 
vara ® Hoists 
MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 


Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





THE 


di-acro NOTCHER 


Duplicates Precision Notches 
WITHOUT DIES! & \ 


The new precision Dr-Acro Notcher 
eliminates the need for punch press and 
dies on many production notching op- 
erations. It is also ideal for experimental 
work as it can be quickly adjusted for 
any size or shape notch. Many straight 
shearing operations can also be per- 
formed with this flexible unit. 


CUTS CLEAN—NO BURRS OR 
ROUGH EDGES 





























clean cuts and permanent accuracy. 


angles, can also be obtained. 


SEND FOR 40 PAGE CATALOG. There are sales for you on 
all six “Die-Less Dupiicating’’ production boosters—Di-Acro 
Benders, Brakes, Shears, Rod Parters, Punches, Notchers. 
Write for complete dealer information. 


DI-ACRO is pronounced "DIE-ACK-RO” 


Qpenessitntinie 
DI-ACRO 
PRODUCTION EXAMPLES 


4 
ess pun 312 EIGHTH AVENUE, LAKE CITY, MINN. 


BIG FAVORITE 
for BIG JOBS! 


@ C&L No. 75 
HEAVY DUTY FIRE POT 


with 
QUICK 
DETACHABLE 
BURNER 
















The powerful D1-Acro Notcher has an exclusive roller bearing cam design 
which provides a tremendous pressure with a small amount of effort. The 
precision-ground Vee-shaped ram and blades of alloy tool steel assure 


LARGE CAPACITY. The D1-Acro Notcher cuts 90° notches up to 6” by 6” 
in 16 gauge steel in one operation. Larger notches, and wider or narrower 


UN (NEIL-IRWIN me6.Co.—~ 
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@ Generates extra 

large, powerful 
blast flame, that is 
regulated easily by 
flame control device in 

detachable burner. Han- 
dles 8” metal pot—quickly 
melts 75 Ibs. of solder, kettle 

of paraffin or insulating 
compound. 


Write for Catalog showing full 
line of Fire Pots and Blow Torches 
¢ 


CLAYTON & LAMBERT MFG. CO. 


1716 Dixie Highway 7 Louisville 10, Ky. 



























































OLIVER FASTENERS 


The items you need... and the 
high quality you demand 


You can get from OLIVER two essentials of a profit- 
able business in Industrial Fasteners—high quality, 
and a complete line. Made by one of the oldest and 





largest manufacturers in the industry, Oliver Fasteners 





are uniform, accurate, dependable. Our products in- 





clude bolts, nuts, rivets and cap screws. 






Your customers readily accept OLIVER Fasteners! 
















South Tenth and Muriel Sts. * Pittsburgh 3, Pa. 
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more clearly than a low price. Shuffle 
the facts. Bring on your figures, sta- 
tistics and your pros and cons. Still 
that low price stands serene and tempt- 
ing. 

Showing a profit with new products 
or specialized equipment gives you a 
chance to whip up all your ingenuity. 
You may be able to show lower main- 
tenance or lower depreciation. Your 
machine may wear longer with mini- 
mum lost time while replacing broken 
or worn parts. Shutdowns are ex- 
pensive. 

Perhaps you can show your buyer 
it will turn out knitting needles or can 


openers faster than any other machine 


or method. If it’s easier to operate 
than other machines, he will be inter 
ested more than you think, even 
though he doesn’t personally intend 
to operate it. Special safety features 
are strong selling points. So are pleas 
ing lines and simple construction. 


Service 


Service to your customer is one way 
of showing him a profit. Give your 
buyer and the actual users in his com- 
pany helpful information, suggestions 
and the benefit of your bright smile. 
It helps you and your buyer. Consider 
this situation. 

Let’s assume that Johnny Awfulshy 
is on the receiving end of an assorted 
and miscellaneous string of requisi- 
tions. His job is to transcribe them 
into “requests for quotation,” and send 
them to prospective suppliers. Now 
and then one comes through for some- 
thing in your line. 

Now Johnny has been cautioned, 
and warned, and “told,” that he must 
buy in a competitive market. Such 
has been Johnny’s training that, unless 
he gives everybody an equal chance, 
the land of free trade has been dese- 
crated by the foul cloud of monopoly. 
So Johnny gives everybody what he 
considers to be an equal opportunity. 
Word for word he copies the requisi- 
tion. At the very end he adds the 
words, “Or equal.” 

In due course you receive Johnny’s 
inquiry. It specifies your most ardent 
competitor’s product, but “or equal” 
seems to let you in. Using your com- 
pany’s distinct phraseology, including 
trade names and such, you dispatch 
your quotation promptly. Competition 
being what it is, your price and de- 
livery, will be about the same as the 
rest of the responses to the inquiry. 

Johnny, you remember, buys many 
things. As the years pass he has to 
thin and spread his knowledge. Less 
and less, he knows, about more and 
more, until he’s at the point of know- 
ing nothing about everything. But 
let’s be fair to Johnny. Because he 
wants to be fair with you, he promised 
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binder bars lap over belt end, 
prevent fraying. Sizes for all belts. 
way :, “ Cost no more than ordinary belt 
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om Safety Lacing Machines Apply All Makes 
i SAFETY BELT-LACER CO. \[ mp courur 
* - ° LINE OF 
ted 5388 N. MENARD AVE. CHICAGO 30, U. S. A. 4 
isi- —— — $$. —_____ — 
-m Pe | 
nd CUT ASSEMBLY TIME WITH A 
eo} MODELS 
a POWRARM POSITIONER Because: 
1e- 
Positions work 180° on a vertical plane 1. Bowser features scll more pumps 
d and 360° on ary coaxial plane. and keep them sold. 
ist Your salesmen invariably will baer out = an order when they The discount favors sales effort. 
hi he Wilton Powrarm Positioner reduces waste motion an ‘ " " A 
ch ae aan coaliens convenience on small assembly work. One , . nanan qu tad - <s your cus 
SS rominent manufacturer reports time savings up to 36%. Ideal also tomers nothing extra. 
its Sor maintenance and repair. Furnished with a Wilton 2” or 242” Vise 
e, or with a number of special holding fixtures. _ 
3C- a SELF-PRIMING iia, STAINLESS 
MECHANICAL MODEL HOLDS UP TO 70 LBS. Se 5 : STEEL 
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. He } _ PACKING NUT 
: Sizes 3%4" & 4” Precision > GRAPHITE- 
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1- A stand out in the low priced e Be VANES 10 G.P.M. 
g field. No wobble or dead motion. Sizes 2” to 6” 
F =< without pipe jaws or Rashesed design theepe A line with plenty of prospects— 
ne ae out chips and dirt. Grease packed spindle farms, industrial stockrooms, ga- 
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ilton Tool Mfg. Co. gasoline, oils, solvents, thinners, and 
V 936-D Wrightwood Ave. © Chicagol4, Ill. most other liquids efficiently. 
) You can sell these pumps NOW. 
4 Write for prices, discounts and de- 
l tails to Bowser, Inc., 1369 Creigh- 
- ton Ave., Fort Wayne 2, Indiana. 
LIQUID CONTROL SPECIALISTS 
: SINCE 1885 








ALSO POWRARMS AND PISTON SETTERS 
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to give you a chance, and he meant it. 
No foolin’. Yet from where he sits 
he can’t see that you have shown any 
advantage, even in spite of all your 
fine arguments which accompanied 
your quotation. 

Word for word he compares the 
replies. Save one, all are widely dif- 
ferent from the wording of his requisi- 
tion. He hasn’t the incentive or the 
time to look into the special features 
claimed by each quotation. You might 
have claimed it’s spinach, but to him, 
it could be just so much sand. 

But had you at some time previously 
“sold” that individual who made out 
the requisition, your material would 
have been specified and Johnny would 
have been happy to give you the order. 
A buyer may sincerely wish to give 


tt 3 you orders, but unless he’s an excep- 
tional person, it’s up to you to sell your 
product where it’s used and requisi- 
tioned. The time spent in doing this 


is profitable to you! 


SELF-COOLED MOTOR [ities 
ee > 

It’s profitable to your customers to 
have their complaints handled prompt- 
a EF o a F L L E R FA ® ly and at least reasonably low blood 
pressure. Nothing is more disarming 
to the other fellow than to admit 
you’re wrong when you are. On the 


VENTILATION , 






































It’s NEW from motor cover to frame, 
yet it’s proved in thousands of installa- 
tions! Certified ratings testify to remark- 
able capacity. Decibel ratings vouch for Ree Settling Complaints 

amazingly quiet operation. All ILG’s N other hand, he could be wrong, and 
famous features for high efficiency, ? frequently is. Yet it won’t be neces- 


power-saving economy, minimum a sary for you to jab your forefinger in 
his chest and scream: “You're wrong. 


Assume you have a job in a depart- 











maintenance and long life are built in. Sell the Self-Cooled Motor 


vailable in all sizes up to and in- — it’s exclusive, patented, ment store. A sign in front of you 
seating P ILG-built. Designed specifi- 8 y 


cluding 30” fan wheels. Hurry—get the cally for exhaust fan duty. SayS SEIVICe, OF claims, _Or adjust- 

, Motor never “gums - up” ments,” any of same entitling those 
complete story in ILG Catalog No. 148 from contact with foul air, with a squawk to give vent to their 
—send coupon or phone nearby Branch Se A. indignation. Shall we say, by way of 


nance, adds to long life of 


Office (consult classified directory). entire unit. example, you have just been con- 


fronted by Mrs. Biltrong who plunks 
down an oversize girdle, the size of 
which amazes you? ‘There’s a bare 
suggestion of a flinch as you smile your 
best. The atmosphere crackles with 
0 Rush free copy of new Catalog No. 148 PROPELLER mayhem in the making. 


ILG ELECTRIC VENTILATING CO., 2897 N. Crawford Ave. . 
Chicago 41, Ill. Offices in more than 40 Principal Cities <i> 





= od Now the girdle, it seems, doesn’t 
os ame have proper holding qualities. It gives 
Individual at the seams and slides where no girdle 





should. “Why that, — that, — that 
thing won’t fit a cow,” she shrieks. 
You are about to agree heartily when 
she threatens you for non-support. 
She’ll “advertise” you so help her. 
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: » certain famous authoress would have 
expressed the belief of some valve buyers by saying: 
“A valve is a valve, etc.”’ At least it seems so from 
the off-hand manner in which they shop around for 
low price without due regard for quality and its 
effect on ultimate cost. 


Low-priced valves can be a mighty expen- 
sive luxury in the long run, especially in corrosive- 
fluid pipe lines. Even among valves made of corro- 
sion-resistant alloys, there can be a substantial differ- 
ence among the life-expectancies of different makes. 
The “know-how” of the manufacturer makes the 
difference. For best results, specialization backed up 
by seasoned experience in design, metallurgy and 
fabrication of corrosion-resistant alloys, is essential. 
All of this is included in Aloyco Valves because this Aloyco Globe Valve No. 311. 
Company has concentrated all of its attention on this Stocked in Aloyco 20, 18-85 
‘ ‘ ‘ and 18-8SMo. Available in 
one type of product throughout its entire business other alleys on specie! erder. 


existence. Let us discuss your requirements. 


STAINLESS STEEL 
VALVES AND FITTINGS 


sneeeniiiiiadiien citi ALLOY STEEL Propucts COMPANY, INC. 


No. 731—Flanged End. No. 40-N. 
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N the broad line of Stanley 

Hammers are types eminently 
fitted for a wide variety of work 
in industrial plants. Each of the 
types illustrated here is for a 
different kind of work. 


For the packing and shipping 
room and building maintenance 
work, the No. 511% Stanley Nail 
Hammer. For machine shop and 
product service work the No. 310 
Ball Pein Hammer and the No. 
232 Machinist’s Riveting Ham- 
mer. For assembly and light 
metal forming, the No. 594 Soft 
Face Hammer. Each is available 
in a variety of weights and sizes 
to meet all industrial needs. 


Get your share of the hammer 
business by carrying an ade- 
quate stock of Stanley Hammers. 
They are alwaysin demand. Stan- 
ley Tools, New Britain, Conn. 


HARDWARE+HAND TOOLS- ELECTRIC TOOLS 


Stanley No. 5114 Nail . . . head forged 
from special analysis steel, super heat 
treated. Young, straight grained hickory 
handle pre-shrunk and securely wedged 
in head, 





Stanley No. 310 Ball Pein... polished 
head of super heat treated steel with 


pre-shrunk, selected white hickory handle. 





Stanley No. 232 Machinist's Riveting 
. . » head is super heat treated —for ex- 
treme toughness. Has pre-shrunk hickory 
handle. 





Stanley No. 594 Soft Face . . . Renew- 
able tips of tough, resilient celluloid com- 
position. Pre-shrunk hickory handle secured 
in steel center body. 8 oz. head—other 
sizes available. For all types of work on 
finely finished surfaces. 


THE TOOL BOX OF THE WORLD 


STANLEY | 


Reg. U.S. Pat. Off, 

















Closing Remarks 


| Living off the fat of the land scems to 
| be drawing to an end. 


What would you do? What would 
I do? Brother, I’d have been on my 


| way to the dock. But you—you have 


| service. 


diplomatic ways. You listen, agrecing 
where it seems safe to do so. And she 
agrees with you when you explain that 
some people can’t wear ready made 
garments. ‘That’s why you wear tailor 
made suits. 

You sce that she gets properly fitted. 
A foot here. A yard there. She might 
strut out in a bearded-the-lion-in-his- 
den manner, but she’ll be back with 
more business. You gave her profitable 
You filled the need—also the 
girdle. 

Records can assist you in many 
ways. Keep them. Don’t content 
yourself in the fact that they’re kept 
at the home office. Transactions can 
get snarled up. Maybe through vour 
fault, maybe through the buver’s. But 


| when he gets in a tangle be a Johnny- 
| on-the-spot bov with the figures. It’s 
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a service and profitable service builds 
confidence. 

And now, if this little book has 
helped vou, I’m glad. If you’ve been 
sitting on the curbstone reading it 
while the other fellow slipped in and 
got that order, I’m sorry. 





Building Profitable 
Window Displays 


(Continued from page 91) 





the sign large enough to be read from 
the center of the street. Many poten- 
tial customers go by in automobiles. 
While they may not stop to buy, they 
at least will remember the product 
and, if the desire is there, they know 
where the product can be had. 

The sales hock requires careful con- 
sideration. Such phrases as, “Always 
In The Lead” and “Best By Test” 
tell a passer-by nothing. They have 
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ESSEX 


SHUT-OFF 
COCKS 











Your customers pay no premium for these 


QUALITY AIR COCKS ... 


SX Air Cocks and Shut-off Cocks are made on our new special purpose pre- 
cision machines. Super-finished parts fit together perfectly and must pass an 
80-pound air line pressure test before they are approved for shipment. You 
can help your customers save on air and liquid losses by selling them these 
economical, leak-proof cocks. They will serve them well and save them 
money over long periods of time. Cocks are always in production and we 
can usually ship immediately. This is a good selling opportunity for distrib- 


utors—let us send more facts. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET 


Est. 1901 


DETROIT 7, MICH. 








A TOUGH 


~but a friend of every 





BABY! 


industrial distributer 


@ Year in and year out, for 
thirty years, industrial distrib- 
utors have been selling Alligator 
Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 
tributors has been truly remarkable. 

Since it is a type of business that often just auto- 
matically flows from the industrial plants and shops, 
we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
emergency belt lacing job that might come up. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 
ficient to cover emergency reeds. 

Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 


ALLIGATOR 


TRADE MARK REG : U.S. PAT. OFFICE 


STEEL BELT LACING 


















Industrial plant 
men like ALLIGATOR 
steel lacing because: 


. Without any fuss or monkey 


business it can be put on with 
a hammer and it drives straight. 


. It will handle the lacing prob- 


lem for belts ranging from tape 
less than 1/16” thick up to belts 
5/8” thick and as wide as they 
come. 


, The belt can be unfastened in a 


jiffy — just remove the rocker 
hinge pin and the joint comes 
apart. 
bee 4 Steel Lacing is made of 
— grade of steel that 
cond es ductility with high 
tensile strength. Service records 
of millions of belts laced with 
Alligator show that it has remark- 
z>ly long life. 


, Alligator makes a joint that is 


smooth on both faces—it embeds 
in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating. 


. It is supplied in steel, Monel 


and “Everdur” in twelve sizes. 
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IF YOU BUY...USE... 
OR SPECIFY SMALL PARTS 


Here’s one of the most up-to- 
date and complete booklets on 
practically all types of small 
metal parts. Gives you engi- 
neering specifications and vital 
data on application of: 


Lock Washers 
Lock Nuts 
Spring Washers 
Flat Washers 
Stampings 
Welded Parts 


Snap Rings 

C Washers 
Retaining Rings 
Flat Springs 
Coiled Springs 
Hose Clamps 


You'll find this booklet a valuable ad- 
dition to your technical library. It is 
crammed with sizes, facts and figures 
... data on latest AN specifications... 
information on how you can save your 
company time and money in the pro- 
duction of small parts. 


This is just another part of Diamond G 
Service offered to industry by 
Garrett's, manufacturers of small parts. 
Whatever your needs—even though 
they may seem impossible to meet— 
call the Diamond G man. We think 
you'll be amazed. When a promise of 
quality, price or delivery is given by 
Garrett's—YOU ARE SURE OF SAT- 
ISFACTION, Diamond G Service is 
based on turning the seemingly impos- 
sible into a regular reality. 


DIAMOND G PRODUCTS 
Manufactured by 
GEORGE K. GARRETT CO., INC. 
1421 Chestnut St., Phila., Pa. 





been used too often. They make little 
or no impression on a potential cus- 
tomer. A recent window display of 
hand tools in one of our windows 
employed an effective sales hook; 
“FINEST SELECTION OF TOOLS 
IN THE N. W.”, (see photo). This 
sign commanded the attention of hand 
tool users, the selected group at whom 
the display was aimed. Note that the 
sign did not say, “Finest Selection In 
The N. W.” The word “tools”, was 
in there to label the window as a tool 
display even though a prospect look- 
ing closely at the window would draw 
that obvious conclusion. 

Care should be exercised not to 
clutter up the window with too much 
supporting copy such as small signs 
to bring out the selling points of the 
products. ‘These signs should only 
| emphasize the important selling points 
| of the sales story. Many selling points, 
| seemingly important to you who stock 
| and sell the product, are taken for 
| granted by most potential customers. 
| The message should be brief and, 

again, selective. 

When making up these small pieces 
| of copy, they should be designed for 
| what the display men call “long 
| throw” six feet from the eye. Copy 

should be large enough to be read 
| from this distance, well illuminated 
| and free from danger of being hidden 

by displayed merchandise. 
_ One thing more to avoid is the use 
ucts, Safety Socket Screw Company is in a position to | of the three piece paper sign; the 
give prompt, efficient service on special designs of socket wide horizontal banner and two ver- 
tical strips that are pasted directly on 
| the window borders. Some alleged 
display men constantly use this device 
to get the attention of the passers-by. 
above are several of the many intricate “Blue Devil” socket This type of sign not only cuts off 
screws of special design. much of the light but blanks out many 
| displayed products. 


© SOCKET HEAD CAP SCREWS | Basie Principles 


| As for motion in the display win- 
@ SOCKET SET SCREWS dow, the industrial distributor’s best 


| bet would be an actual demonstration 


@ SOCKET STRIPPER BOLTS of a product in the window. To dem- 


onstrate some woodworking machinery 


@ FLAT HEAD SOCKET CAP SCREWS and related hand tools, not long ago, 


we acquired the services of two good 

_ students from a local industrial trade 

© SOCKET PIPE PLUGS | school. They worked in our window 
| making small pieces of furniture. This 

@ SOCKET SCREW KEYS | demonstration attracted great interest 
from the hobbyists at whom it was 

aimed and it was highly successful as 

Sold through Industrial | a Sales getter because it carried a com- 


Supply Distribut | plete sales message. Here was an ex- 
PWS sicstsitinin neacnsatil | ample of following through with the 


SALAK SAE | basic principles of display: 
| 1. Getting attention. 
SAFETY SOCKET SCREW COMPANY [RRM gbesie-sasnuuy 
3. Creating interest. 
4456 N. KNOX AVENUE © CHICAGO 30, ILLINOIS 4, Sending the estes action. 


11 Park Avenue §_ New York 7, N. Y. Motion in the display window is a 
CS So CER mR: emi MMMM 





As specialists in the manufacture of socket screw prod- 


screws. Our engineering consulting service is available for 
your use and we shall be glad to make our recommenda- 
tions on your special socket screw problems. Illustrated 
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publications reaching 1,000,000 key m 
raw widen your markets by showing i ine fe solutions to tough, 
production problems . . . with Wine tune Machine Tools. <” Sa: 

) —_ 
ich Model 9-D-13X. Price: less a: et 
1s motor and column $55.00* Sea ; * 
the 
nly 
x GLOBE MILKER COMPANY, INC. 
ck 
for GAINS F#OO% INCREASE IN PARTS OUTPUT 
TS. 

id, WITH WALKER-TURNER 15” DRILL HEADS 
“ Individual machining and drilling of four compound- 
ng angle legs on cup claws retarded production of milking 
py machines at Globe Milker Co., Inc., Des Moines, Iowa. it. 
ad Frequent rejects for inaccuracy occurred, also. Pes, sak 
. Four Walker-Turner 15” Drill Heads, set-up as a peeNwe" MACHINE 
. special milling-drilling machine, cut Globe’s original VEINner jceoke} &. 
se eight-step procedure to two operations, increased parts a) 
1e output 400%. 
al Now claw legs are simultaneously hollow-milled to ciememmnendiieaiiiiiiamemmmemiaedia 
n a ok Rie line DRILL PRESSES—HAND AND POWER FEED * RADIAL DRILLS 
d 375”; drills then replace cutters, drill four holes to RADIAL SAWS * BAND SAWS—FOR WOOD OR METAL 
.e tolerance of .002”. Drill heads are pneumatically con- RADIAL METAL CUT-OFF MACHINES * MOTORS 
y. trolled and locked together for indexed gang operation. 
ff Better standardization and uniformity cut rejects to a 
ly minimum, 
In another drilling operation—on the motor base—Mr. 

George Estel, Works Manager, says, ‘A special jig rotates 

the part, drills 64 holes in a minute and a half. This new 
A set-up increases output from 30 to 140 bases per day.” 
n Globe Milker uses Walker-Turner Machine Tools ir. 
\- 19 other cost-saving set-ups. For similar production 
y speed and economy in your plant, investigate the 
; Walker-Turner line. For complete catalog, write to _ 
> Walker-Turner Division, Kearney & oil 
a" Trecker Corporation, Plainfield, New 
5 Jersey. 
t Photo, far right: Four standard 15” Drill Heads 
5 in pneumatic feed special set-up, drilling and 
| milling at compound angles. 
4 Photo, right: Drilling 64 uniformly spaced ven- 
: tilating holes about base of aluminum motor 
- frame. 
e *Photo, above: 15” Drill Head, Model 9-D-13X. 

4 ball bearings, 44 spindle travel, speeds 

with 1740 r.p.m. motor range from 600 to 5000 

r.p.m. Capacity 4”. Slo-speed motor optional. 

SOLD ONLY BY AUTHORIZED 
INDUSTRIAL MACHINERY DISTRIBUTORS 

a @® 3464 
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FOR 


JOHNSON «as 


FURNACES ¢ BURNERS © BLOWERS * TORCHES 

















No. 120 Hi-Speed Steel No. 616 Soft Metal No. 118 Combination 
Heat Treating Furnace Melting Furnace Bench Furnace 


No. 33 Needle Flame No. 101 


No. 1202 Blower Hand Blow Torch Bench Furnace 














Phe a No. 60 BCE Concentric No. 20X 
Ring Burner Cross Type Burner 











Push the line that pays hot profits. JOHNSON gas 
burning equipment is famous for efficiency and 
economy. Steady national advertising in leading 
trade papers helps you sell. 








€ 
JOHNSON GAS APPLIANCE CO. 


588 E AVENUE N. W. CEDAR RAPIDS, IOWA 


ESTABLISHED 1901 
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passerby in his tracks and rivets his 
attention on the motion. Still, me- 
chanical motion devices are another 
thing. The trouble with these are 
that they rarely get past the attention 
getting stage. For example, the me- 
chanical arrow pointer that contin- 
uously points to a product’s selling 
features is an intriguing device, but 
all it does is attraci attention. The 
passerby will stop, try to figure out 
the mechanics of why the arrow moves 
and once satisfied, he moves on with- 
out knowing the sales story or even 
the type of product on display. 

The thing to remember with me- 
chanical display devices is that unless 
they carry the sales message much 
further than can be done in a still 
display, you’d better forget them. The 
mechanical display device must be 
equally as effective as a salesman’s 
demonstration. They are costly to 
make up and, without professional 
treatment to get the complete sales 
message across to the potential cus- 
tomer, most of them misfire. 

Finally, there is the planning and 
scheduling of projected displays. Win- 
dow trims, properly planned and ex- 
ecuted have proven themselves excel- 
lent sales makers. But, they must be 
a part of the sales program, as much 
a part as the salesman plays in the 
program. The same thought and prep- 
aration must be given to the window 
display as is given to other methods 
of advertising, if it is to yield a profit 
on the investment. 

Our window displays are planned 
three months ahead of time and 
changed once every two weeks. The 
change in our case is more frequent 
than would be required by the aver- 
age industrial distributor because we 
handle a number of lines other than 
industrial supplies, tools and equip- 
ment. 

I would suggest a monthly change 
in the industrial distributor display 
windows provided they are planned 
three months in advance. The trims 
could be handled to tie-in with a 
product-of-the-month sales program, 
playing up the related products, too. 

The important thing, don’t develop 
one good window display one month 
and follow it the next with a “dud”. 
The up and down performance in 
sales volume always will continue as 
a result of unplanned window displays. 
To get full pulling power from win- 
dow display, it must be a planned, 
continual project. 





“The only war | ever approved of was 
the Trojan War—it was fought over a 
woman and the men knew what they 
were fighting for.” 

William Lyon Phelps, 
A Sermon, 1933. 
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No matter how many types and sizes of fastenings your cus- 
tomers call for, you can meet virtually every need when you handle 
Bethlehem bolts and nuts and related fastenings. And small 
wonder, for the Bethlehem fastenings line is so complete that it 
numbers hundreds of individual headed-and-threaded items. 

Bethlehem fastenings are well-made from strong new-billet 
steel. They're top-quality in every respect — good fastenings for 
you to handle, good for your customers to buy. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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rast SELLERS steavy REPEATERS 


LISSTON 11s 


A complete line 


Whatever your customers’ file 
needs, you can meet ALL of 
them with Disston Files. File 
users know that the name 
Disston stands for top quality 
and top performance. Disston 
Files create repeat sales for 
they live up to their reputation 
for outstanding service and 
long life. 


Uniform quality is maintained 
by constant checking and re- 
checking in actual perform- 
ance tests throughout the 
Disston plant where thousands 
of dozens of Disston Files are 


K \ \ \\ 
\\ 


\\ 
\ 
Disston Files with confidence CRE: CC US 


used yearly. You can sell : << 
_ 


ss 


...and with profit. 


DISSTON AMERICAN 


PATTERN FILES & RASPS 


All standard cuts . . . all stand- 
ard sizes and shapes . . . for all 
types of work—hand or 
machine. 


DISTON SUPERFINE, 
SWISS PATTERN FILES 


Precision made files for exact- 
ing work... . full line of shapes, 
sizes and cuts for every type of 
Superfine filing. 


Wy HENRY DISSTON & SONS, INC., 223 tecony, Philadeiphia 35, Po., U5. A. 


Branches: Chicago, Seattie, Portland, Ore., Vancouver, B. C. * Canadian Factory: Toronto 1, Ont. ° Australian Factory: Sydney, N. S. W- 
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DISSTON 
BAND SAW 
BLADES 


DISTON 
HACK SAW 
BLADES and 

FRAMES 


DISSTON 


CIRCULAR 
SAWS 


LU 


HARD EDGE FLEXIBLE BACK... Hard- 
ened on tooth edge only for greater flexibility 
and longer life. Two types (Regular for 
general metal cutting; Buttress tooth, spe- 
cially recommended for magnesium and 
aluminum alloys). All sizes. 100 ft. coils, 

"to ¥2'’, packed in the handy Disston 
Safety Reel. 


HARDENED THROUGHOUT... For high 
speed cutting of non-ferrous metals, plastics, 
etc. Also recommended for friction cutting 
of ferrous metals at speeds of not less than 
12,000 f.p.m. Two types. All sizes. 


* * * 


DISSTON DI-MOL.. . for hand and machine 
use. 


An all-round general purpose blade that 
withstands extreme use and hard strains. For 
cutting tool steels, machine steels, cast iron, 
tubing and cluster-cutting of small stock. 


DISSTON KIGH SPEED STEEL... for hand 
and machine use. 


Highly resistant to wear and abrasion. Saws 
easily through metals that ordinary blades 
cannot cut. For all metal cutting including 
Stainless steel, chrome nickel steeis and 
similar alloys. 


DISSTON CHROMOL... for hand use only. 


Made of a special Disston Alloy Steel that 
stands up well in hard service. Excellent for 
metal cutting where the use of higher priced 
blades is unwarranted. 


DISSTON DURAFLEX ... for hand use only. 


A hard tooth edge, flexible back blade that 
cuts fast... is tough and durable. 


* % 


Disston Solid Tooth Metal Cutting Circular 
Saws are made of Alloy Steel and High Speed 
Steel made in the Disston steel mill. Five 
tooth styles available for best performance 
on your job. Also solid and inserted tooth 
pt oral fitted saws. 


A GOOD DISTRIBUTOR POLICY 


FLEXIBLE 
BACK 


Regular type for normal low 
speed cutting. 


HARDENED 
THROUGHOUT 


Poe wae ot 





Regular type for normal high 
speed cutting. 


fil. My 1 Wc 





Buttress tooth pattern for speeds 
af 3000 f.p.m. and over. 








Reinforced type for heavy-duty 
high speed cutting. 


K€ 


Available in 4 types. 


ON > 
USA, 
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For hand and machine use. 


Pred 


4 
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Solid tooth circular saw, 


Carboloy fitted solid 
tooth saw. 





SERVICE 
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DART LEADERSHIP 


is based on these 


Liven Mahhangges 









SPHERICAL 
CONTACT 


The two seats in each Dart 
Union are spherical- 
ground to form a true 
ball joint that’s drop- 
tight and leak- 
proof. 


PROPER 
ALLOYS 


Both seats are made of 
bronze—which means 
they’re yon-corroding 
... longer lasting. 


























TROUBLE- 
FREE DESIGN 


Darts close without damage, 
jamming, or excessive 
wrenching. Body and nut 
are made of high-test, 
air-refined malleable 
iron ... practically 
indestructible. 












Shoot for better profits 





SS ; 
by stocking DART UNIONS. 


lll 


E. M. DART MANUFACTURING CO. 
PROVIDENCE 5, RHODE ISLAND 
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| SHIM STOCK RACK-—A 









SALES HELPS 


from 
MANUFACTURERS 
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LUBRICATION EQUIPMENT—A 
highlight of the 48-page rotogravure 
catalog on industrial lubrication equip- 
ment is the “‘barrel-to-bearing” selec- 
tion guide. This pictorialized presen- 
tation makes it easy for purchasing 
agents to select correct lubricants and 
equipment for every plant need and 
helps reduce promotion costs.—Stew- 
art-Warner Corp., Chicago, IIl. 


sturdy 
metal wall or bench rack holds four 
cartons of brass or steel shim stock 
rolls and will prove a valuable selling 


| aid. The stock is packaged in gauges 








from .001 to .012-in., 
left to purchaser. 


with choice 
Laminated Shim 





Co., Glenbrook, Conn. 


| WIRE ROPE-—A new catalog com- 


| memorates the 50th anniversary of 
| wire rope making by the manufacturer. 
| Charts, tables, drawings and photo- 


graphs present a fresh slant on the 
subject. Three indexes cover the char- 
acteristics of wire rope, wire rope for 
specific industries and the care and 
handling of wire rope.— Wickwire 
Spencer Steel Division, Colorado Fuel 


| & Iron Corp., New York, N. Y. 


“THE MUSCLE MISERS”—A 32- 
page, cartoon-illustrated booklet deals 


| in short story form with. sellers and 
| users of the company’s power vise 
| stand. Photographs and descriptions 





are also given of other portable thread- 
ing machines manufactured by the 
firm.—Oster Mfg. Co., Cleveland, 
Ohio. 


TIPS ON SOLDERING-A 20-page 


handbook gives the soldering process 
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DROP-FORGED...HOT DIP GALVANIZED 


SIZES FOR %” TO 3” WIRE ROPE 


Identified by this 


Channel 
famous Red U-Bolt sey eh-agpaianc 


vise-tight grip 


High wings insure 
perfect lay of rope 
precision-cut bolt 
threads 


Chamfered bolt ends 








THE AMERICAN HANDIWINCH 


Enables one man to lift or pull loads up to 10,000 Ibs. 
Weighs only 95 Ibs. Easily carried, set up and operated 
anywhere. Two gear ratios ... efficient hand brake... many 
“big hoist” features. Ask for literature that helps you sell. 


AMERICAN BLOCKS AND SHEAVES 


All types, all sizes, from 1% to 250 tons. Blocks feature armored 
construction; thick side plates, heavy pins and axles, forged steel 
hooks and shackles. Make sure your buyers specify AMERICAN. 



















base holds rope with 


Free-running nuts on 





bee-caws 
youre 
everybodys 
buddy 
when you 
got those 


CROSBY 
CLIPS 


t’s lots more fun to have those fellows 
on the other side of the desks singing 

with you than barking at you. And that 
must be why so many successful mill supply 
salesmen are talking CrosBy CLIPS on every 
call. Well, why not? Everybody, almost, uses 
wire rope. And everybody using wire rope 
needs CrosBy Ciips. They all know the name, 
because they see it in repeated advertisements 
in 42 national trade papers. And they know 
the difference in quality. Why not start your 
sales the easy way? Just mention your com- 
plete stocks . . . the wide range of sizes .. . and 
start writing up the sale! 


American Hoist 
and DERRICK COMPANY 


St. Paul 1, Minnesota 


Plant No. 2: So. Kearny, N.J. 
Sales Offices: NEW YORK e CHICAGO e PITTSBURGH 





AMERICAN HOIST AND DERRICK COMPANY 
St. Paul 1 Minnesota 


Please send me sales suggestions on 
[-] Crosby Clips [_] American Blocks and Sheaves 
[-] American Handiwinch 


Name o 





Company 


Address en 





State____ 
29 





iia cimessenen: Zone 
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When your customers ask for solder, they expect 
Kester . . . the solder that has been recognized for 
50 years as standard for industry. 


Kester maintains a Technical Engineering De- 
jolene veet-yeLM CoM el-Jh oMons-)coreyel Mes shiMt-co) (ol debele my o) co) on 
lems. Have your customers take advantage of 
this free service. 


Free —Technical Manual 


Send for Kester’s new 28-page 
manual, ‘‘SOLDER and Solder- 
ing Technique” . . . a complete 
analysis of the application and 
properties of soft solder alloys 
and soldering fluxes. 


KESTER SOLDER 


OMPANY 
4201 <n Avenue, Chicago 39, Illinois SO LD ER 


Factories Also At 
Newark, New Jersey ° Brantford, Canada 
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in step-by-step method. It points out 
do’s and don’ts, explains time-saving 
methods, suggests solders and fluxes 
for various jobs and spotlights each 
step with amusing cartoons. Designed 
to instruct beginners and refresh pro- 
fessionals, it is an easy self-instruction 
course and a handy reference.—Welle: 
Mfg. Co., Easton, Pa. 


IMPROVED PACKAGING-Chief 
innovation in the new boxing and 
packaging method for bolts, nuts, 
screws, rivets and allied fastenings is 
the “upside-down” cover. The pack- 
age stands on its largest surface and 
opens on its largest surface. It can- 
not be tipped over. Labels have been 
designed for quick and accurate selec- 
tion from stock and a picture of the 
product aids identification.—Russell, 
Burdsall & Ward Bolt & Nut Co., 
Port Chester, N. Y. 


MOTORS-of one horsepower or 
larger for driving power house auxil- 
iaries are described in a new 28-page 
illustrated bulletin which provides data 
on types and characteristics —Allis- 
Chalmers, Milwaukee, Wis. 


“THE STARRETT STORY” —A pro- 
fusely-illustrated, 32-page - booklet 
traces the story of the origin, growth 
and development of the company to 
its present position—L. S. Starrett 
Co., Athol, Mass. 


BONNET VALVES-All types of the 
company’s cast steel pressure-seal bon- 
net valves are described in an 8-page 
catalog section. A new method for 
correlation of valve size and pres- 
sure drop is also included.—Edward 
Valves, East Chicago, Ind. 
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GET STARTED on 
FAT PROFITS 


Only BALANSAW combines the two features you want— 
Balance and Visibility. With Balansaw, the weight helps 
do the work instead of dragging on your wrist. And you 
sight this saw right on the line you're cutting; an internal 
blower clears the cut of sawdust. Users call it the world’s 
sweetest operating saw, and so will you! 

Finest Construction! READ: 6-in. combination blade, 1% 
in. in the wood. Blades for flooring and transite available. 
Steel base adjusts instantly for depth of cut. Die cast alumi- 
num alloy frame. Automatic safety guard. Heavy duty 
switch. Precision alloy steel worm, navy bronze gear. 
Impeller-cooled. Anti-friction N.D. ball and roller bear- 
ings. 12-in. overall, wgt., 11 Ibs. Try BALANSAW at 
dealer’s or mail coupon. You'll agree it’s the easiest, surest 


> saw you ever used! 


rv CUMMINS PORTABLE TOOLS DIV. 
Cummins Business Machines Corp. 


and sales aids. 


/, 
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NOT THIS: _ 
iw a: 
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t 
| Unbalanced. Breaks Your Wrist. 
PhS EOL, 


r er ee 
| NOT THIS: « 


peel, © 
Somewhat Of} 
© what cK 

You're Doing. 


verge: 


= 


INSTEAD: |) 
Visibility L/f, 

F and 

| Balance. 

" EASY ON THE WRIST | 


see 


4740 No. Ravenswood Ave., Chicago 40, Ill., Dept. No. 7 


Gentlemen: At no obligation send me details on the big Balansaw discounts 














POST A0S like this 
Help Build 


Coffing 
-Hoist-Jack 


| Business for YOU 


























This advertisement does 
“spade-work” selling for you, 
helps. select prospective 
buyers of Hoist-Jacks from 
among an_ estimated 
15,702,000 readers of the 
Saturday Evening Post. 


The POST and 27 other 
magazines will carry 
a total of 44,104,600 
Coffing sales messages 
this year to help build 

business for you. 
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CASH IN ON THIS 
SALES HELP 
—PUSH THE 
COFFING LINE 


This ad appeared 
in the January 29 
Saturday Evening 
Post. (shown about % size) 


COFFING 
HOIST COMPANY 


DANVILLE, ILLINOIS 


“QUIK-LIFT” ELECTRIC HOISTS, 
"SAFETY PULL” RACHET LEVER HOISTS, 
“MIGHTY-MIDGET” PULLERS, SPUR- 
GEARED HOISTS, DIFFERENTIAL 
CHAIN HOISTS AND LOAD BINDERS 
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| FAN-COOLED MOTORS-—Nine 
| outstanding features of the manufac- 
| turer’s  totally-enclosed, _ fan-cooled 
| motors with tube-type air-to-air heat 
exchangers are given in a 4-page, 
illustrated booklet—Allis-Chalmers, 
Milwaukee, Wis. 


© 





SAFETY AND RELIEF VALVES— 


A 72-page, profusely illustrated: book 
lists complete data and information 
needed in connection with the instal- 
lation and use of safety and relief 
valves. Included are comparison and 
selection charts, triple capacity tables 
and a tight vapor sizing chart.—Farris 
Engineering Corp., . Palisades Park, 


N. J. 


MULTI-V BELTS—A_ new catalog 
section pictures and describes con- 
struction of Multicord and Grommet 
V-belts, giving numbers, sizes and 
pitch lengths. A main feature is a 
suggested procedure for designing 
drives using the belts. The problem 
is outlined, step-by step methods 
given and solution revealed.—B. F. 
Goodrich Co., Akron, Ohio. 


FLUORINE CORROSION-—A  4- 
page technical report on fluorine cor- 
rosion discusses high temperature at- 
tack on metals by fluorine and hy- 
drogen fluoride and the resistance of 
metals at various temperatures. It is 
illustrated by charts and includes a 
table of rates of corrosive attack on 
the materials discussed.—International 


Nickel Co., New York, N. Y. 
PRECISION LATHES-—Catalog No. 


73 gives detailed information on 13 
and 144-in. swing precision lathes, 
which feature new headstock spindle 
with larger bore to take collets up to 
l-in. maximum capacity. Prices of 
attachments and accessories, as well 
as lathe prices, are given.—South 
Bend Lathe Works, South Bend, Ind. 
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Don’t say ‘PLIERS’, 
say CHANNELLOCK! 


The Channellock 
pliers with our exclusive 






































LEY cwinvers 


Accuracy and Performance 
Records already established 


In the more than 30 years that Valley Grinders have been 
used by many of the country’s largest industrials. they 
have established fine records where accuracy and per- 
formance count. These grinders are all powered by 
Valley Motors and every unit is built to a single high 
standard of quality. This means complete satisfaction in 








tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 





Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


} ‘\ There is a line of 
/ | A standard pattern 
‘@) pliers, too, with 
L478 Channellock 
%e quality construc- 
tion.. including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 





pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 
Channellock. 


CHAMPION DEARMENT TOOL CO 
MEADVILLE « PA, 








Only 


Champion DeArment makes 





service which builds profitable demand for these efficient, 
low-cost tools. 








Valley Electric Corp. 


4221 FOREST PARK BLVD. @ ST. LOUIS 8, MO. 








SWIFT 
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SIGHT-FEED 
OIL CUPS 


Swift Glass Body Oil Cups are a high 
quality product in polished brass finish. 
The glasses are tough, crystal clear 
Pyrex, unaffected by heat and resistant 
to straining. The glass bowls are all es- 
tablished standard sizes, readily avail- 
able from mill supply stocks. 


The Fig. 50 Sight-Feed Oil Cups are 
intended for gravity feed oiling of bear- 
ings and other points where there is no 
back pressure. Lids are equipped with 
spring loaded slide openings to keep 
dust and dirt from the bowl. Capacities 
from % oz. to 32 oz. 


The Fig. 49 Gas Engine Lubricator is 
made for gravity feeding of oil against 
pressure as on gas engines, blowers, 
vacuum pumps and low-pressure air 
pumps. Capacities from 1 oz. to 18 oz. 


WRITE FOR LATEST BULLETIN 





LUBRICATOR CO., INC., 
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FOR SAFETY PLUS 





















For better rubberized Work Gloves, look for the HOOD 





Trade Mark —a sign of quality since 1896. Styles to suit every 





requirement. Send for folder. Order from your jobber. 




























HOOD RUBBER CO., WATERTOWN, MASS. 


A Division of the B. F. Goodrich Company 
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Parkers oo nor man 


—-renewable steel jaws covering 
entire top of vise—non-pinching 
tension spring handle. Watch for 
announcements of Parker’s new line 
of hinged pipe vises and woodwork- 
ing vises. The Charles Parker Co., 
Meriden, Conn. 


“TAKE IT” 


Modern Parker Vises are built to 
take punishment, but they also have 
the important quality of quick, firm 
grip—action that speeds every job. 
Point out Parker “extras” to vise 
customers: swivel base, brake-type 
locking at any point in a 360° swing 

sia 


= 


Parkers are unit-packaged—protected from factory to dealer 


S)iel to customer. Parkers are sold 100% through leading distributors. 


PARKER VISES 







© 
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America’s First Vise Maker 












The Buyer Looks 


at Business 





Composite opinion of purchasing 
agents who comprise the N. A. P. A. 
Business Survey Committee. 


The forecast by industrial purchas- 
ing executives, in the November re- 
port, that industrial activity would 
continue to decline in December, is 
now confirmed, with an even greater 
slowing up than was anticipated. De- 
cember reports, for the first time since 
the war, record more production de- 
clines than increases, and by 3 to 1. 
Back-order books reflect conditions by 
a marked falling off, with 50% report- 
ing reductions, while 40% maintain 
the same position of a month earlier, 
and 10% show increases. The reports 
would indicate that declines are more 
pronounced than would be caused by 
normal seasonal influences. 

Purchasing Agent’s appraisals of im- 
mediate future trends are mixed, but 
seem to fall about equally into three 
general groups of opinion, each rep- 
resenting views of both large and small 
buying organizations. 


(1) The present softness is seasonal, 
overemphasized by peak. production 
and supply satisfying demand in many 
lines; that adjustments now being 
made will create a new balance in a 
short time and that business will pick 
up after the first of the year; then be 
good for several months, though some- 
what lower than 1948. 

(2) That the trend is definitely 
down and will continue to recede until 
it reaches a competitive level—not a 
bust, but a gradual adjustment to 
lower levels of prices and production. 

(3) The short-range, hesitant atti- 
tude will continue until Congress 
meets and the Truman program is 
known and analyzed. The proposals 
on taxes, labor laws, and government 
spending will have considerable in- 
fluence on plans, programs and, in gen- 
eral, business confidence. 

Regardless of the differences in these 
opinions, Purchasing Agents are unani- 
mous in the conclusion that the situa- 
tion calls for the utmost caution in 
commitment and inventory policies. 


Prices 


The trend is from a balanced posi- 
tion to softening. Competition is 
stronger, sales pressure greater. The 
switch from sellers’ to buyers’ markets 
is evident in several industries. It is 
significant that, while ferrous and non- 




















MARLOW pumps are being used in- 
creasingly in industry because of their smooth, 
low-cost, dependable operation. They com- 
bine centrifugal action with fully automatic 
priming—without auxiliary priming devices. 
There is nothing to adjust or manipulate. Be- 
sides their ability to prime themselves when 
placed as high as 25 feet above the liquid, 
they are well adapted to many difficult serv- 
ices such as pumping dry aromatics or volatiles 
and liquids containing abrasives and sus- 
pended solids. 

MARLOW Self-Priming Centrifugals 
have been successfully introduced to industry 
during the past 12 years by some of the best 
known distributors in the country. Thousands 
are now in use and the line has recently been 


MARLOW PUMPS 


ey - 
eT 





RIDGEWOOD, N. J. 


..,for the World's largest line of self-priming centrifugal pumps 


expanded to provide a wide range of models 
and sizes, 12 to 10-inch, with capacities from 
15 to 4000 GPM. With the line now substan- 
tially broadened, Marlow Pumps is about to 
increase its distributor structure throughout the 
country. 

IN ADDITION to the Self-Priming Cen- 
trifugals, the Marlow distributorships will in- 
clude the well-known Marlow Diaphragm and 
Plunger Pumps and Marlow Sludge Pumps .. . 
the heavy-duty pumps industry cepends on for 
liquids too thick or too trash-laden for cen- 
trifugals. 
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MARLOW PUMPS + RIDGEWOOD, NEW JERSEY 
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TIMKEN Zero precision bearings 


give SHELDON LATHES 
GREATER ACCURACY 





Large enough for most work 


Small enough to do it profitably! 





PUPPET 


SHELDON 


TS56 

1114” Swing 

1” Collet Capacity 
56” Bed 

Zero Pecision 
Bearings 





Most lathe work is of relatively small diameters. Still much 
of it is done on large and costly lathes with a resulting loss of 
profit from: High power cost, floor space and overhead loadings. 
Such “wastes” can be switched to profits by using Modern 
Sheldon Precision lathes. Lighter, faster, easy to operate with 
“Zero Precision” Taper Roller bearings (the most accurate made) 
they hold close tool room tolerances or siand up to continuous 
high speed operation at full capacity. 


Built in a modern machine tool plant that is equipped with the 
latest lathe building equipment, they are moderate in price, 
hence pay out in a very short time. 


Many industrial distributors are finding Sheldon Machine Tools 
are of proper size, price and design for ready sale from their 
floor or thru their distributors catalogs, and that each Sheldon 
sale carries a worthwhile profit. 


SHELDON MACHINE CO. Ine. 


Manufacturers of Sheldon Precision Lathes ¢ Milling Machines * Shapers 


4232 N. KNOX AVENUE ¢ CHICAGO 41, ILLINOIS, U.S.A 





| ‘The close buying policy reported 


| kets from government stock-piling and 





ferrous metals are strong and may con- 
tinue so for some time, “outside mar 
kets” in steel, copper and lead 
premium prices are drying up. Con 
version deals in these metals are declin 
ing. Cast iron and steel scrap ar 
lower. Growing price resistance at thc 
retail level is reported. 








1 vepe 





Inventories 





Purchased industrial inventories 
took a sharp drop in December. Th« 
largest number this year, 43%, report 
lower inventories this month. Those 
reporting increases most often attrib 
ute the cause to production cutbacks 
and lower employment. Industry winds 
up the year in a conservative inventory 
position. The policy is to continue it 











Buying Policy 






last month—98% in the “90-day and 
under” category—continues, but with 
some further restriction because mor 
are on a “hand-to-mouth to 60-day’ 
coverage. Extended commitments fre 
quently are being canceled. Deliveries 
on overbought current needs are being 
deferred. Holding future industrial 
purchases to planned _ production 
schedules is the order of the day. 















Commodity Changes 


By number of items, there are more 
products down than up this month. 
Pricewise, the markets are softening 
and materials are more quickly avail 
able. “Outside market” premium prici 
offerings of metals are finding little ac- 
ceptance. Careful screening of E.C.A. 
commitments for critical materials may 
relieve the present pressure on mar- 


domestic demands. 

Up were: Brass products, electro- 
types, ferrosilicon, hand tools, lead 
pigments, mercury, nitrogen, oxygen, 
porcelain, rope, shellac, titanium ox- 
ide. 
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Reported down: Alcohol, canvas 
gloves, China Wood oil, coal, paper 
| containers, cornstarch, foodstuffs, fuel 
| oil, furs, gasoline, leather, lumber, veg- 
| ctable oils, paper, radios, rubber, scrap 
| steel, silver, soap, some textiles. 

Hard to get: Lead, copper, zinc, 
| steel, aluminum, ammonia, chromic 
| acid, steel drums, line equipment, 
nails, nickel, steel office equipment, 
phenol, pipe, tin. 

Easing supply: Fatty acids, alcohol, 
cement (some areas), better grades of 
coal, containers (except steel), cotton, 
food, fuel oil, glycerine, steel scrap, 
better grades of lumber, paper. 








Employment 








Employment is definitely off and 
more than seasonally. 34% report 
layoffs and shorter hours. Unskilled 
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BAILEY CONSTRUCTION CORPORATION 


—scientific coal strip-mine operator— 


prefers Jal Cccrimble Nive Rope 














A Bucyrus-Monighan 5W dragline excavator, equipped with J&L wire rope, operating a 6-yard bucket, 


removing over-burden at the Thomas, W. Va. coal strip-mining cauvatint of Bailey Construction Corporation. 


The reasons? Better performance and longer life 








assured by J&L wire rope engineering service. 





Bailey Construction Corporation, 
organized by Mr. Harold L. Bailey, 
noted coal mining engineer of Schuylkill 
Haven, Pa., has two coal strip-mining 
operations under way in West Virginia. 
One near Thomas, in Tucker County, 
has four working pits now in operation. 
The other, soon to be in full production, 
is at Lorado in Logan County. 

On every piece of Bailey’s modern 
equipment . . . draglines, shovels, bull- 
dozers .. . you'll find J&L Precisionbilt 
Wire Rope i in a variety of sizes and types, 
each designed to do a particular job. 

One of the basic principles of all Bailey 


operations is this: Use only the very best 
of equipment—and use it properly. 

That’s why Bailey has standardized 
on J&L Precisionbilt Wire Rope. Says 
Mr. Bailey: “Our experience has proved 
that the combination of J&L Wire Rope 
and J&L engineering service gives us 
better performance, longer rope life and 
lower over-all costs.” 

There’s a growing list of top flight 
companies engaged in earth-moving, oil 
production, lumbering, general manu- 
facturing and transportation, that use 

&L Wire Rope exclusively! Like the 


ailey Construction Corporation, they 


JONES & LAUGHLIN STEEL CORPORATION 


From its own raw materials, 


PRINCIPAL PRODUCTS: HOT ROLLED AND COLD FINISHED 


J&L manufactures a full line of BARS AND SHAPES * STRUCTURAL SHAPES + HOT AND COLD 


carbon steel products, as well as 
certain products in OTISCOLOY 
and jauoy (hi-tensile steels), 


ROLLED STRIP AND SHEETS + TUBULAR, WIRE AND TIN MILL 
PRODUCTS +“PRECISIONBILT” WIRE ROPE * COAL CHEMICALS 
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find that J&L Wire Rope and J&L 
Engineering Service work together to 
cut costs and increase profits. 

If you are interested in getting the 
complete details on J&L Wire Rope 
Engineering Service and what it can do 
for you, why not clip the coupon? 


Jones & Laughlin Steel Corporation 

420 Jones & Laughlin Building 
Pittsburgh 19, Pa. 

Please send us a free copy of your new 
booklet, “J&L Wire Rope Engineering 


Service.” 


Name _ a 


Company Name__ 


Address 

















CORD COVERED 
STEAM HOSE 






























IN EVERY SERVICE REQUIRING FLEXIBLE STEAM LINES 


“New Process” is a super-strong, 
super-safe hose for all steam applica- 
tions at temperatures up to 150 lbs. 
The special “New Process” Cord 
Cover has particular advantages in 
processing plants—protection to 
equipment, resistance to chemicals, 
acids, alkalis, oils; not affected by 
heat or cold. This cover is made of 
hard-twisted cotton cord, treated with 
an elastic lubricant (not merely sur- 
face painted) which thoroughly im- 
pregnates and strengthens every part, 
never hardening or evaporating. It is 
exceptionally durable against abra- 
sive wear. 


"“MULCONROY Siarui... 


The heavy duck carcass of the hose is 
surrounded by multiple layers of strong 
alvanized steel wire braid. ‘The tough rub- 
_ tube is asbestos insulated, and rein- 
forced by a continuous spiral of round steel 
wire—it cannot buckle or collapse. 

You’ll find many jobs for ““New Process” 
Steam Hose where its use will go far beyond 
conventional construction in providing 
long, safe service—economically. 


MULCONROY MEANS MORE 
BUSINESS FOR You 


Wherever the requirements call for er 
resistance to temperature, pressure and wear 
than conventional rubber or all-metal hose 
can give, you can sell a Mulconroy Special 
Hose Construction that will insure the de- 
sired results.. We will cooperate promptly 
in helping you secure this extra business. 


WHERE OTHERS Sion!” 


. ee 


5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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labor is reported much easier to obtain. 
In some areas, skilled workers are seek- 
ing employment. Fewer strikes are 
reported. 


Canada 


Canadian general business appears 
to be holding better than in the 
United States. Production has in- 
creased but back orders are somewhat 
down. Price trend is lower. Invento- 
ries unchanged. Employment down 
about the same as in the Unitcd States. 
Buying policy is under 90 days. 








NEW LINES 
taken on by 
DISTRIBUTORS 








The Mill Supplies Co. of New Britain, 
Conn. has been appointed to act as 
distributor of the carbide products 
of Tungsten’ Electric Corp. 
(TECO). Its territory includes 
Hartford County and part of New 
Haven, Middlesex and _ Litchfield 
Counties. 


Perry Kilsby, Inc., Los Angeles, has 
been named distributor for seamless 
tubing manufactured by National 
Tube Co. 


Jeffreys Eng. and Equipment Co., 
Greensboro, N. C. has been named 
distributor of Norton Co. grinding 
and lapping machines, with exclu- 
sive representation in North and 
South Carolina. 


J. M. Cranz Co., Buffalo, N. Y. has 
been appointed distributor for O- 
Rings manufactured by The Parker 
Appliance Co. ‘The Cranz company 
will handle Parker O-Rings for hy- 
draulic and other sealing applica- 
tions in Western New York State. 


The Chicago Electric Co., Chicago, 
Ill. has been named dealer for Allis- 
Chalmers motors and controls, Tex- 
rope drive equipment, centrifugal 
pumps, transformers and _ circuit 
breakers, and a certified service shop 
for its motors, controls and _ trans- 
formers. The firm will represent 
Allis-Chalmers in Lake, Cook, Kane, 
DuPage, Will and Kendall counties. 


The Johnson-Sperry Co., Middlefield, 
Ohio, has been appointed distrib- 
utor in southern Ohio for O-Rings 
manufactured by The Parker Appli- 
ance Co. 
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Foote Bros. 
Enclosed 


fear 
Drives 


g 


from stock 


@ The famous Foote Bros. Hygrade Enclosed 
Worm Gear Drives that have met the require- 
ments of industry so satisfactorily may now be 
ordered for immediate shipment from stock. 

These units are engineered for heavy duty 
service and their compact design and quality 
construction have won them a place in the 
plants of many of the country’s leading 
manufacturers. 

Your customers will appreciate the high 
quality, economical performance and quick 


FCDTESBROS. 


Baller Power Tran tonovion Thnwugh Collec Bean 





This announces a new 
policy of distribution. Foote Bros. 
enclosed worm gear drives are 
now available from stock ina 
range of sizes and ratios to meet 


many industrial applications. 


delivery made possible by Foote Bros. 
Hygrade Enclosed Worm Gear Drives backed 
by Foote Bros. new policy of “reducers from 
stock.” Mail the coupon below for complete 
information. 


FOOTE BROS. GEAR AND MACHINE CORP. 
4545 South Western Blvd. Chicago 9, Illinois 





Foote Bros. Gear and Machine Corporation 


Dept. I.D., 4545 S. Western Blvd., Chicago 9, Illinois 


Gentlemen: 


Please send me information on Foote Bros. Hygrade Worm 


Gear Drives now available from stock. 


a a Sa a ae a nT Re ee 
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WELLS 


So ae 


METAL CUTTING 
BAND SAW 



















AUTOMATIC 
CUTTING CYCLE 
and 



































DESIGN DETAILS 


@ Cutting action parallel 
to bed. 


@ Easily controlled depth 
cutting. 


@ Automatic frame return 
and blade motor shut off. 


@ Large capacity—12” x 
16”, rectangular; 123”, 
rounds; die blocks: 
12%,” deep, 16” wide, 
18” clearance bed to 
blade. 


® Selective speeds: 50, 90, 
or 150 ft. per min. 


@ Ample power: %, H.P. 
blade motor, 3 H.P. 
hydraulic system motor. 


@ Weight: approximately 
1845 Ibs. 














VLE 


with wet cutting system... 






CONTROLLED BLADE PRESSURE 


The heavy duty, hydrauli- 
cally operated Wells No. 12 
Metal Cutting Band Saw, with 
automatic cutting cycle and spe- 
cial blade pressure controls, is 
now available with a NEW time 
and money saving extra—the 
Wells wet cutting system. This 
complete self-contained system 
permits safe use of higher f.p.m. 
cutting speeds and increases 
blade efficiency. Installed as 
an integral part of the saw, the 
system includes chip pan, fluid 
tank, centrifugal type pump 
unit, screened intake, splash 
guards, and flow control valve. 
Ask your Wells Saw Dealer for 
full information or write direct 
to the factory. 








FROM THE 


FILES = 


25 YEARS AGO 


“Budget Control: An_ Essential 
Factor in Business”, led off the issue, 





| reminding both manufacturers and dis- 
| tributors that charted activity was a 


decided help in sales planning for the 
future. 
Kenneth C. Cardwell reported that 


| “seeing the products made has proved 


helpful to the salesman.” Visits to 


| factories, made to acquaint salesmen 


with methods of manufacture, had 
paid off by stimulating men while on 
the road. 

The Chamber of Commerce of the 
United States again appealed to manu- 
facturers to continue the work of 
standardizing—and_simplifying—their 
products. 

A new mill supply house, the Peter- 
son-Starr Co., opened for business in 
Jacksonville, Fla. It would specialize 
in mechanical rubber goods, leather 
belt and power house equipment. 
(Mill Supplies of that day had a 
preponderance of power transmission 
and leather belting advertisers—and 
has most of them still.) 

William T. Todd, Jr. was promoted 
to sales manager of Somers, Fitler & 
Todd Co., distributors in Pittsburgh. 

For The “Now Where Have We 
Heard That Before” Department: 
‘Trade associations were determined 
to obtain as quickly as possible a test 
of the legal rights of such associations 
to compile and distribute among their 
members information relative to sta- 
tistics on certain closed transactions. 
(Judge Knox in New York had ordered 
the association dissolved because of al- 
leged violation of the Sherman anti- 
trust law.) The court, of course, could 
not then and cannot now, define the 
legitimate area of the association’s 
activities, except by indirection, 


10 YEARS AGO 


The question of measuring expenses 
in handling individual lines, fast com- 
ing to the fore at conventions of the 
time, was on the agenda for the Con- 
vention Cruise and promised to pro- 
voke lively discussion. 

















Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST., THREE RIVERS, MICHIGAN | 


Henry Walke Co., Norfolk, Va. had 
found a new “angle” in direct-mail ad- 
vertising in a monthly bulletin that 
didn’t cost them one cent for, prepar- 
ing, printing and mailing the bulletin. 

Tackling a customer without plan- 
ning your attack was to risk “laying an 
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Here’s WHAT makes this 


KENNEDY VALVE 
Better....and WHY! 










TO 
DISTRIBUTORS 






KENNEDY HEANY BRONZE GLOBE VALVE ag — 


es UP 
for servic 

or 250 pounds eh a 
3” sizes OV 






recommen ed 
pounds —_ o 
air or gOS. 4 






This Kennedy Ad 
Is Currently 




















WHEEL NUT, below handwheel 
level to prevent burning palm of 
hand on steam service. 


GLAND, bronze, self-centering, ex- 
tra long with beveled lip, allows 
maximum take-up on packing. 


PACKING, molded rings of 
graphited and lubricated asbes- 
tos give long, easy operation, 





rugged octagonal shape, for non- 
slip grip. Heat-radiating design 
stays cool. 


% 
@—— PACKING NUT, bronze with long 
threads to provide extra packing 
adjustment. 


BONNET, bronze, with joint be- 
tween body and bonnet making 
bronze-to-bronze true union for 
tight, leakproof construction. 


HANDWHEEL, malleable iron, 


Appearing in... 


© POWER 
@ OPERATING ENGINEER 


e INDUSTRIAL 
EQUIPMENT NEWS 


e MILL AND FACTORY 






















‘ight seal to prevent leaks. 
BONNET RING, bronze, heavy 
construction, able to withstand 
wrench punishment. Large flats 
\ for easier application of wrench. 


jTEM, special bronze. Large di- 
ameter and close tolerances min- 
imize friction; extra contact 
threads give longer wear. 





SLIP-ON DISC HOLDER, 
locks in a definite posi- 
s tion when wide open, 
cannot fall off during 


passages and ample disassembly and reas- 
pipe thread clearances. sembly. 


Hl 


BODY, bronze, rugged 
construction, high raised 
seat, generous interior 


RENEWABLE COMPOSITION DISC, provides per- 
fect seating; asbestos for steam service and spe- 
cial types for various services and temperatures. 


BEVELED SHOULDER, makes tight joint with 
conical seat on underside of bonnet when valve 
is wide open, for repacking under pressure, 


Write for Bulletin No. 36 * BUY FROM YOUR LOCAL DISTRIBUTOR 


VALVE MFG. CO. 
1040 EAST WATER ST. 
ELMIRA, NEW YORK 


FIRE HYDRANTS 


KENNEDY 


PIPE FITTINGS + 


VALVES + 
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e CHEMICAL ENGINEERING 
e FOOD INDUSTRIES 


@ ENGINEERING 
NEWS-RECORD 


@ PETROLEUM PROCESSING 


e PLUMBING AND HEAT- 
ING BUSINESS 


e PLUMBING & HEATING 
JOURNAL 


To help you sell 
KENNEDY VALVES 




















TECO cemented carsive 














means business ! 














a well-known, 


and steady advertising. 
















































Good territories open 


@Write today for complete 
details on the TECO Ce- 
mented Carbide line, and 


franchise, mentioning the 














major lines you now handle. 


















































CEMENTED 

















CARBIDE 












A better carbide 
to BUILD your sales 


— TECO Cemented Carbide, you 

can go into practically any metal- 
working, woodworking or plastic fabricat- 
ing plant and promise increased produc- 
tion. More than that, you can prove it on 
their machines. Increases of 100, 200 and 
300% over other carbides are not uncom- 
mon with TECO. Made by one of the 
earliest pioneers in tungsten carbide man- 
ufacture, TECO Cemented Carbide is 
well-established brand, 
backed by large, modern manufacturing 
facilities, trained engineering personne! 



























A strong 
distributor policy 
to protect your sales 


T IS our aim to sell TECO Cemented 

Carbide exclusively through distribu- 
tors. When a stocking distributor is fran- 
chised, all inquiries and orders received 
from his territory are referred to him, 
including those from non-stocking dis- 
tributors. We provide sales and educa- 
tional assistance and cooperate to the full- 
est in promoting your sale of TECO 
Cemented Carbide. Competent engineer- 
ing assistance is available on any tool 
design or application problem. 


Investigate the opportunities offered by 
the complete line of TECO Cemented 
Carbide. 


Write sales manager 


TUNGSTEN ELECTRIC CORP. 
564 39th St. Union City, N. J. 
Manufacturers of Tungsten Carbide—from ore 


to finished materials—for over a quarter 
century. 
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egg”, in the opinion of Richard 
Alcott, vice-president and general man- 
ager, The Riechman-Crosby Co, 
Memphis, Tenn. Real business Mr. 
Alcott concluded, resulted from the 
plans that were hatched in intelli- 
gently designed sales meetings. 

Slackening off to 94, the Sales Indi- 
cator for December finished the year 
just two points below its highest mark 
for the year. Dollar value of the avcr- 
age order rose slightly to $15.19; orders 
per day were 91. 

Georgia Suply Co., Savannah, in- 
vited its customers to come in, eat 


| and talk it over-—at the banquet table, 


Herbert F. Rothemich and Joseph 
A. Dailey, two well-known mill supply 
men, joined the sales stoff of the 
Congdon & Carpenter Co., Providence, 
_& 




























Feb. 7-11 — Automotive Accessories 
Manufacturers of America. Grand 
Central Palace, New York. 


Feb. 20-24—National Association of 
Home Builders, Stevens and Con- 
gress Hotels, Chicago. 


Mar. 21-25—International Exposition 
of Textile Machinery, Equipment 
& Supplies, New York City. 


Mar. 29-Apr. 1—International Light- 
ing Exposition, Stevens Hotel, Chi- 
cago. 


Apr. 11-15—Sixth Western Metal 
Congress & Exposition, Shrine 
Auditorium, Los Angeles, Calif. 

Apr. 25-27—Triple Mill Supply Con- 
vention, Cleveland, Ohio. 

Apr. 25-28—Third Southern Machin- 


ery & Metals Exposition, Atlanta, 
Ga. 


May 2-7—International Textile In- 
dustries Exposition, New York City. 


May 2-13—British Industries 
London, Birmingham. 


May 10-12—American Management 
Association, Packaging Convention, 
Atlantic City. 


Fair, 
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Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago. 

Oct. 31-Nov. 4—National Safety Con- 
gress Exposition, Chicago. 


Nov. 1-5—Pacific Chemical Exposi- 
tion, Civic Auditorium, San Fran- 
cisco. 





Stepping Stones 
to Successful Selling 





Reflections of a veteran sales 
manager, culled from bulletins 
to his salesmen 


Once upon a time, at a sales meet- 
ing, I was presented with—a rat trap. 
This trap was a clever contrivance and 
burned into it was the inscription: 
“Catches Them Four Ways”. Some 
wag had attached a tag indicating that 
it could be used to catch orders. 

It had been discovered that an ordi- 
nary trap, with its piece of cheese, 
wouldn’t catch the rat unless he en- 
tered the murderous device in a par- 
ticular manner. This trap was so con- 
structed, no matter how the rat came 
in he got it in the neck, or in some 
equally sensitive portion of the anat- 
omy. The point is, he was sure to be 
caught. 

The average salesman could use a 
gadget like that rat trap. How many 
times I’ve set my trap, only to dis- 
cover later that the rat had been there 
and gone—and the cheese with him! 

But getting back to the mechanical 
rat trap that caught them four ways 
better: the inventor of that infernal 
device (from the rat’s point of view) 
probably had had experience with rat 
catchers that didn’t always catch. One 
day he sat down to think it over—and 
made up his mind that if the one-way 
trap wouldn’t do the job, maybe the 
two-way or more trap would. So he 
dumped the idea that had proved a 
failure and tried out a new one—one 
that did work, 

Do you get the point? Stop and 
think over the fellow you haven't 
landed; find his vulnerable spot. (You 
may find he has several, but you’d 
never given them much thought be- 
fore). There is always a way. If you 
can find out the “How”, it’s the easiest 
thing in the world to build yourself 
that better rat-trap. 





The Scotsman’s prayer: “God grant 
| may be right—‘cause he knows | 
never change my mind!” 

Edmund Brunner 












SELL COMFORT and HEALTH 


at a 





Every industrial, com- 
mercial and institu- ; 
tional jan, is a 
prospect for Herman 
elson products. 


TO THE $4-BILLION INDUSTRIAL, 
COMMERCIAL AND 
INSTITUTIONAL MARKET 


You can make REAL profits in selling Herman Nelson 
comfort and health products to the huge industrial, 
commercial and institutional market. Stocking and 
selling Herman Nelson heating and ventilating prod- 
ucts — recognized the world over for their high quality 
—will place you in an excellent position to get a big 
share of this huge market. We'll be happy to explain 
facts about the market, Herman Nelson products and 
the new, profitable Herman Nelson franchise to you 
at your convenience. If you're interested in making 
money, fill in and mail coupon below. Don't delay! 





Herman Nelson 
Propeller-Fan Type 
Unit Heaters 





Herman Nelson 
De Luxe Unit Heaters 


HERE'S WHAT 


HERMAN NELSON OFFERS YOU! 


q A profitable partnership or working agreement 
with an aggressive, recognized and financially 
sound supplier. 





Herman Nelson 
Propeller Fans 


Quality products, with a sufficient range of 
models, sizes and capacities. 


A hard-hitting advertising and sales promotion 
program. 


A fundamental, modern, down-to-earth instruc- 
tion program for your personnel . . . for your 
profit. 


oe WP 





Herman Nelson 


Unit Blowers lf you are interested in a profitable franchise 


for selling quality Herman Nelson heating and 
a ng products, fill in and mall the coupon 
elow. 

















=@MAIL TODAY! Ee 
THE HERMAN NELSON CORPORATION, Moline, Illinois 
a Please give me further information on the new, profitable Herman Nelson a 
4 franchise. a 
3 Firm Name | 
PY Address | 
| City Zone State | 
Name Title ; 
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Originators 
of the 
packaged vise 


YOUR COLUMBIAN 





§ DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIMMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. . 


9025 Bessemer Ave. e Cleveland 4, Ohio 
the World Largest Mahers of Vites 


STRENGTH 








WORKMANSHIP + DEPENDABILITY 





GEAR and WHEEL PULLERS 


LIN 


easy to set 
the harder th 
the grip. é 


HACK SAW 
FRAMES 


The new Butcher Type 
Handle on Model No. 
W85 WHALE Hack 
Saw Frames _ really 
takes hold with cus- 
tomers! Superbly 
balanced, finger-fitted 
grip of tough rubber 
composition. Fully en- 
closed protective de- 
sign. Rugged Forsberg 
frame. Order this out- 
standing Hack Saw 
Frame TODAY! 


WHALE 


BRAND 
HACK SAW 
BLADES 


A perfect sales 
team with WHALE 
Hack Saw Frames! 
High speed moly 
steel MO-HY is 
ideal for really 
tough work. HY- 
FLEX meets de- 
mand for flexible, 
extra hard Blade 
of all-around cut- 








12 types, # 
3-arm, stan@ 


STEELGRIP 


zes— 2-arm, 
and special 
s with drop 


heat treated 


ting excellence. 


forged arms & 
screws as we 
Universal Pull 
considerable — 
end of sha 


Write ExBorolog 


as CHAINGRIP 
* that reach to 
distances from 


ARMSTRONG-BRAY & CO. 


5356 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 
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Send for the new Forsberg Cata- 
log! WHALE Brand Screw 
Drivers, Hack Saw Frames & 
Blades, Coping Saw Frames & 
Blades, Band Saws, Breast 
Drills, Hand Drills 


.* 





Looensoamancenipe 


@ MFG. CO., BRIDGEPORT, CONN., U.S.A. 




















Frederick S. Cass, 
Buffalo Distributor | 


OBITUARIES 


l’rederick $. Cass, 72, a Buffalo mill 
supply dealer for nearly 40 years, died 
on December 3 in his home after an 
illness of several years. Mr. Cass had 
offices at 474 Grant Strect in Buffalo. 

Before going into business for him- 
self, he was associated with the old 
Bickford & Francis Co., a belting con- 
cern, and Root, Neal Co. 

His wife survives him. 


Raymond E Frank, 
Peerless Co. Executive 


Raymond E. Frank, 46, vice-presi- 
dent of the Peerless Mill Supply Co., 
Inc., Buffalo, N. Y., died on December 
10 after an illness of nine days. 

Mr. Frank joined Peerless after 
graduation from high school and was 
with the firm for 26 years. He was | 
promoted to vice-president a year ago. 

He was a member of the Society of 
Grain Elevator Superintendents. 

Surviving are his wife, a son and 
six daughters. 


George E. Cox, 
Riechman-Crosby Salesman 


George E. Cox, city salesmari™ al 
Riechman-Crosby Co., Memphis, for 
the past 27 years, died on December 7 
of a heart attack. He was 61 and 
widely known in the Memphis area. 

His wife, a daughter and son, four 
sisters, two grandsons and a_ grand- 
daughter survive him. 


Edward A. Polachek, 
Schwabacher Hardware Co. 


Edward Albert Polachek, 69 years 
old and a Seattle resident for 38 years, 
died on Friday, December 17. 

Until his retirement several years 
ago, Mr. Polachek was sales manager 
for the Schwabacher Hardware Co. 

Surviving are his widow, two daugh- 
ters, a son, two brothers and a sister. 


J. Edwin Conaway, 
Distributor Executive 


J. Edwin Conaway, prominently 
identified with the mill supply indus- 
try for many years, died on December 
14 following an auto accident. 

Mr. Conaway was southern regional 
manager of the New York Belting & 
Packing Co. of Passaic, N. J. He alter- 





nated in his work between Memphis 


@ Nationally Advertised to s 
over 3 Million Prospects PORTABLE POWER TOOLS 
This Month 


Nothing influences the purchase of a Mall Portable Power Tool as quickly as 
placing it in the hands of a prospect for actual use. Men who know tools in- 
stantly appreciate the light weight, fine balance and comfortable handles that 
make for easy handling. The power, speed and stamina that suggests short 
work on tough jobs and the popular price make Mall Tools a. good buy in any- 
body’s language. 





Profit-minded dealers are supplementing live leads from factory advertising 
and other merchandising assistance with sales-clinching demonstrations. A Mall 
representative will gladly show you how you can do the same. 


Write at once for literature, prices—also full details of our complete dealer 
cooperation program—and plan to get your share of this steady profit business 


‘a ' 7 7 
3 MALLSAWS 


5 powerful models with 2”, 214”, 27%", 336” 
and 412” capacities cross-cut, rip and angle 
cut rough or dressed lumber, groove mortar 
joints, cut metal, glass, porcelain, and con- 
crete, score tile and other compositions. 4 
larger models also bevel cut to 45 degrees. 








Lightweight, compact electric tool 
that has the power and stamina re- 
quired for tough jobs and tough ma- 
terials. Trigger switch and correct 
balance make it easy to handle. 
Available with capacity, torque and 
speed to fit every need. 





MODEL 125 
V4" 
MALLDRILL 


MALL GRINDERS 


Takes weight of motor out of hands of oper- 
ator—allowing a larger, more powerful, 
totally enclosed motor and lightweight vibra- 
tion-free working tools. Direct Drive, Counter- 

: shaft, and Geared Head models are available 
3H. P. , with attachments for GRINDING, DISC 
GEARED HEAD \" SANDING, WIRE BRUSHING, POLISHING 

GRINDER i and DRILLING. 


XY a 
PREFERRED BY MASTERED CRAFTSMEN 


MALL TOOL COMPANY 


7802 South Chicago Avenue Chicago 19, Illinois 
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A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 




















Proof Coil Chain | 
BBB Coil Chain 
Sling Chains and 
Log Chains. . 
Railroad Chain 


Write for the Wesco 
Industrial Chain Catalog 





WESTERN CHAIN COMPANY | 
1819 BELMONT AVE CHICAGO 13, ILL. | 





























bf 





will not fump on belt or pulley 






jand preserves belting 





PI proofs belting 


contains” no. injurious ingredients such 
as resin, grease, etc. 





keeps belting pliable in all kinds of 
atmosphere and under all conditions. 


@ good for all types of belting 


elp users to get EFFICIENCY PLUS from their flat 
belt drives. The reguiar ore of CANTOL Belt Wax will 
h this of 45 years standing are still 
satisfied custoniers. Descriptive circulars will give = 
uy 
through their wal “distributor. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON @ INDIANA 








BELT WAX 








are easy 


SO) WHEN YOU SELL 








TAPPERS 


HERE’S WHAT MAKES THEM SELL! 


@ Widest range—takes 
to %”. 

.Torque Centrol—may be adjusted to 
protect any size tap. This assures 
safe bottom hole tapping in any mate- 
rial. 

Spring Clutch Drive eliminates slip- 
page and wear—provides smooth, 
quiet, positive operation. 

Compactly built. Affords. maximum 
visibility of tapping operation. 
FURNISHED TO FIT ANY DRILL 
PRESS. 




























taps from #0 


You'll get more sales—easier—when you 
sell COMMANDER Tappers because they 
have everything your customers want. 


Speed, sensitivity and stamina, plus a 
wide range (#0 to %”) makes the 
COMMANDER the easiest selling tapping 
tool on the market today. 


The performance of every COMMANDER 
you sell will bring repeat orders. That’s 
good business. 
Write for Information about handling the Com- 
mander Tapper in your territery. 


Product of Commander 











COMMANDER MANUFACTURING CO. 
4217 W. Kinzie Street, Chicago 24, Illinois 


Builder of the Wulti-Duill 
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Stainless 
Steel 


BOLTS 
SCREWS 
NUTS 
WASHERS 









w/ 


“ 


N 
‘ 


AULUUCUCCUUL 


A Complete Line 
Available from Stock 


Stainless Steel 
fe) & B SCREWS NUTS 


Machine Machine Hexagon 

Carriage Cap Square 
Lag Wood Wing 
RIVETS 

All Types 


WASHERS 
All Types 


Available also in Monel, Alumi- 
num, Everdur, Naval Bronze and 
Alloy Steels 


We are prepared to fill your 
needs for “Specials”. Send your 
prints or specifications. 


Staitess 


SCREW & BOLT CORP. 
135 Church St., 
New York 7, N.Y. 
CO 7-0675 















and Dallas, where he also had an of- 
fice. He was riding with two of his 
salesmen, out of Dallas, when the acci- 
dent occurred. 

For many years, Mr. Conaway was 
with the Riechman-Crosby Co. of 
Memphis. 


NEWS 


W. T. O’Connor Retires At 
Manning, Maxwell & Moore 








William T. O’Conner, vice-presi- 
dent and general purchasing agent of 
Manning, Maxwell & Moore, Inc., of 
New York has retired from active par- 
ticipation in the company. He was 
with the firm for 40 years. 

In 1928, when Manning, Maxwell 
& Moore, Inc. acquired the American 
Schaeffer & Budenberg Corp., Mr. 
O’Conner was retained as a divisional 
purchasing agent. In 1932 he was ap- 
pointed general purchasing agent and 
on February 28, 1945 was elected vice- 
president in charge of purchasing. 

Mr. O’Conner joined the New York 
Association of Purchasing Agents in 
1922 and served on the executive com- 
mittee from 1926 until 1929. 


Buffalo Distributors 
Win Accident Contest 


Beals, McCarthy & Rogers, Inc. and 
Weed & Co., both of Buffalo, New 
York, were winners in the 1948 acci- 
dent reduction contest sponsored by 
the State Insurance Fund. The firms 
were honored at an awards meeting in 
the Hotel Statler. 





FORMER G. I. Albert Smith handles 
inside sales for the Falls Clutch & Ma- 
chinery Co., Boston, Mass. Mr. Smith 
contemplates an industrial supply sell- 
ing career. 





Q. “MR. DISTRIBUTOR: 
... WHAT DOES 


King 


MEAN T0 You?” 


A. "...A LINE OF AUTOMATIC 
REGULATING VALVES that's 
been profitable to distributors 
for over 40 years!” 





Distributors can’t be expected to know the many 






‘ 
». 
‘ 


technical reasons for the dependability and superiority 


| of KLIPFEL Valves. They can, however, and do 


Pas — 


know why they prefer to stock and sell this quality line. 


} 


Come oS hoo i “> 


Most of them sum it all up by saying KLIPFEL 
Valves rate high with their customers and fill a large” 


part of the demand for automatic regulating 


No. 1 Weight and 
Lever Type 
Reducing Valve 


No. 431 Ball Type 
Reducing Valve 


valves without excessive inventory. 


We'll be glad to give you additional information on 
the desirability of the KLIPFEL Franchise. Today, 
while you think of it, write Dept. CK-2. 


Float Valves, Reducing Valves, Tank Thermostats, Back 
Pressure Valves. ; 


Sold through wholesalers everywhere. 


Kin © 


MANUFACTURING CO. 
Division of Hamilton-Thomas Corp. 
Hamilton, Ohio 


ri 














No. 77 Single Seated 
Float Valve 


No. 27 Globe Type 
Float Valve 


No. 649 Spring Loaded 
Thermostat 
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Your Customers Know ty 
and Want KEY-TITE 





You don’t have to explain Key-Tite to your 












Double SAVINGS | customers. Continuous Key-Tite advertise- 
ments tell them about this fine leak-proof 
sealing compound. Lack of time probably 


keeps you from frequent calls on each cus- 



































You have'a strong talking point for 


the man perplexed with high operat- tomer, but Key-Tite advertising does the 
ing costs and low production on his 


duction, assembly, and inspection job in your absence. Stock sufficient sup- 
pro 7 7 


lines when you tell him about port- plies of this excellent sealer. Key-Tite’s 


able ‘Budgit’ Electric Hoists and what od pre-selling makes sales and profits for you. 
Distributors: Write for available 


territories and liberal free sample. 


they will do for him to preserve the 
conditions under which he's doing 
business. 


KEY COMPANY 


Tell him how he adds time — at 2621 McCasland Ave., East St. Louis, Ill. 


least 15 minutes to every working 








hour when a fast, easy-action ‘Budgit’ 
Hoist does his lifting. Tell him how 
preduction increases when workers — 
freed from the strain and stress of 
manual lifting, safe-guarded from fear 











of sprained backs or rupture -—— put 
their energy into increased produc- 
tion. Here's savings — plus! 


MORE AND MORE 
WILL COME TO YOU 


FOR PALMETTO 


--+ because Palmetto continues to build its reputation with 
the ycar-in, year-out service of such dependable items as 
Super Sheat, the all-purpose flange and sheet packing for high 
temperature, high pressure, chemical services. 





Tell him how each ‘Budgit' Electric 
Hoist is a complete lifting unit in it- 











self. How you hang it up, plug into 






the nearest electric socket, and use! 
Persuade him to install a ‘Budgit’ 


Hoist to prove how he saves time and 






money and increases production and 















profits. ~ 
> .-» because sales-stimulating promotion is acquainting more 
i ’ Vi ' and more of your prospects with the basic facts of Palmetto. 
Running short of Bulletin 5 New bulletin SP-19, for instance, is now telling them about 
No. 371? Write us for the Vf ’ the eight perfect answers you hold —with Palmetto—to all 
— you need in your | o Favori Ha their sheet packing and gasket requirements. 







GREENE, TWEED & CO. 


=< 4 y NORTH WALES, PENNSYLVANIA 
(ji BUDGTI ’ 


EMPIR 
Hozsts cnt 
MANNING,MAX WELL & MOORE, INC. 

MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 

‘American’ industrial instruments. 













ZK) COUPLINGS: v4 e You win when you stock 
iP > ae Greene, Tweed —all packings 
ee “TUSKO” 
\ WALRUS POLISHING 


and special tools for all industry. 
LEATHER 
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IN CONFERENCE gathered, Ray 
Clark, Jacobs Mfg. Co.; Heinie Hock, 
Henry G. Thompson Co, and Russ 
Gregory, The Holo Krome Screw Corp., 
pose with their hosts, Frank Arnham 
and Bill Teare, Sterling Products Co. 





LADIES PRESENT were Lilliam Moriar- 
ity and Audrey Grenzmen, (two “ringers” 
in the prize drawing) guests from Sterling 
Products Co.’s Chicago office. 


Sterling Products Co. 
Stages Tool Show 


A three-day tool show, the first to 
be held by Sterling Products Co, of 
Moline, Ill., recently was held in the 
ballroom of the LeClair Hotel in 
Moline. 

lorty manufacturers were repre- 
sented, displaying and demonstrating 
their products to approximately 600 
of the Sterling company’s customers. 

Booth facilities, attractively designed 
for display purposes and fabricated to 
fit the hotel ballroom, were erected by 
the distributor company, which _ to- 
gether with the manufacturers repre- 
sented, jointly sponsor the show. 








A NEW DRILL, just arrived, is in- 
spected by R. L. Rawles and Fred F. 
Murray, inside salesmen of Dillon Sup- 
ply Co., Raleigh, N. C. 
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Me 
ticing-in with General” 


You're darn right I’m tieing-in with “General”. I'd 
be missing a good bet if I didn’t. They have every- 
thing my customers are looking for in small gas 
engine driven generating sets, from 300 to 2000 
watts, both AC and DC. And, “General’s” nation- 
wide advertising campaign is sure going to keep my 
register ringing. 














Just take a look at these 10 features and you'll 
know why “General” rings the bell with me. 























pow 


jed enging if gested) 
rc 


e. cd 
x co son 
aN remote =e models 


n AC 

















Mister, if you’re out to increase your sales, 
here’s the line that belongs on your shelves. 
Sit right down and write to: 


General Lighting Products 


Dept. ID, 243 Canal Street 
New York, N. Y. 




















CAPITAL 


INDUSTRIAL 


BRUSHES ano BROOMS 
There's always a right "TOOL” 
fora given job........... 


Help your customers to big savings in the expensive work of mainte- 
nance and cleaning. The best kinds of equipment must wear out BUT 
CAPITAL Brushes and Brooms will give more for every dollar invested. f? 

There is the right “TOOL” for a job in the complete CAPITAL line. i 

Good profits can be made selling this very necessary equipment and 4g 
we suggest to our users that they buy thru their local distributor. 


Ren oe oa Soe 
Sinan cai Mi Dai tle ne 











“RED CAP” METAL 
















CASE BROOM 
eae wsstah bat leish bib hash bi @ floats @ tanks @ coils @ bends 
@ expansion joint @ kettles 
, @ di > tors @ heaters 
FLOOR BRUSH dippers evapora r 
PUSH BROOMS @ coolers @ chemical apparatus 
i Push B ; American Industry has been buying HARRIS 
Beef Washing Brooms INDIANAPOLIS sont lee B s Products for about 65 years . . . and is still 
Hide Brooms ° pony Sees doing it. Today's manufacturing demands are 
General industrial ao — growing steadily os ro ag A ne ene 
i oor Brushes a need that is profitable for distributors. Our 
oy nl BRUSH AND BROOM Window and Car engineering staff is capable and ready to give 
~ - any assistance necessary. We would like you 
Textile Brooms MFG. co. c wr — to get more complete facts—send for them. 
Warehouse Brooms ounter Brushes 
Coach Brooms ee wane ac a Scrub Brushes ARTHUR HARRIS co. 
Janitor Brooms INDIANAPOLIS, INDI Special Brushes : 
Parlor Brooms Est. 1890 Street Rolls 210-218 N. Aberdeen St. Chicago 7, Ill. 





















makes precision “milled from 

the bar” screw machine products that stand up 
under hard usage... and whose uniformity and fine finish save 
assembly time and maintenance costs? 


eT Tl Qetomibler vonx. PENNA. ' VALVES 


... of course! 








Can be placed in any position. 


Write today for the new eye-catching folder that illustrates and describes our eereeerreeerehtnennhounedd 
famous line of leak. For cold or hot water or steam. 


150 Ibs. pressure. Noiseless. Ask 
CAP SCREWS SET SCREWS COUPLING MILLED 
BOLTS STUDS 


for bulletin 402. 
eeein all sizes and threads 





















Onder from your Jobber 
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TACKLING the problem with a ven- 
geance, but giving service is John Banks, 
Barrett-Christie Co., Chicago, and 
Reese Rogers, The Oster Mfg. Co. 





Canada, Britain and U. S. 
Sign Screw Thread Pact 


A large delegation of distinguished 
visitors from Canada and the United 
Kingdom, as well as high ranking offi- 
cials of the United States, took part 
recently in ceremonies in Washington 
which celebrated agreement on a sys- 
tem of unified screw threads. A declara- 
tion of accord was signed by delega- 
tions of the three countries, agreeing 
that standards for the*unified screw 
threads in the publications of the 
British Standards Institutions, the 
Canadian Standards Association, the 
American Standards Association, and 
the Inter-departmental Screw Thread 
Committee will “fulfill all of the basic 
requirements for general interchange- 
ability of threaded products.” 

Features of the meeting were ad- 
dresses by William L. Batt president 
of SKF industries, chairman of the 
Sponsors Council—which is made up 


of representatives of the American So- | 


ciety of Mechanical Engineers, the So- 
ciety of Automotive Engineers and the 
American Standards Association—the 
Honorable Donald M. Carpenter, 
chairman, Munitions Board, and the 


Honorable Charles Sawyer, U. S. Sec- | 
retary of Commerce, with reports of | 


representatives of the co-operating gov- 
ernment and industry committees. 








ALL SHIPMENTS are 
packed and labelled before shipment by 
Larry Mishler, shipping clerk, Pecaut 


properly 


Industrial Supply Co., Sioux City. 


OlC PuLLERS 


OFTEN SAVE THEIR COST 


ON ONE JOB! 























































The OTC PULLING SYSTEM solves MANY difficult jobs en- 
countered in repairing or overhauling big machinery such as 
heavy machine tools, turbines, generators, marine engines, 
road machinery, and other heavy equipment. 


By providing a positive non-slipping grip and a powerful 
pull on flywheels, gears, bearings, pulleys and other parts 
to be removed or installed, OTC PULLERS and ATTACH- 
MENTS avoid accidents and damage to expensive parts, 
shorten production ‘down time’ and reduce maintenance 


costs. 

| OTC PULLERS, PULLER ATTACHMENTS, BOX WRENCHES 

and other OTC Maintenance Tools are made in a wide 
range of types and sizes to fit different requirements. 

| Approved by all leading bearing manufacturers. 


OTC INDUSTRIAL MAINTENANCE SETS offer highly ver- 
satile, universal OTC Pulling Equipment at minimum invest- 
ment ... for use in factories, mills, mines, railroad shops, 
shipyards, utility plants, etc. 


BIG PROFITS for YOU in featuring 
OTC Time and Money SAVING Tools 


Ask the OTC Representative about OTC Parts-Pulling 
Engineering Service for unusual pulling problems. 


OWATONNA TOOL CO. 
312 CEDAR ST. | OWATONNA, MINN. 


YOUR TRADE IS LOOKING 
FOR THIS SIGN 












AUTHORIZED 
orstaisutTor 


ole 
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MAKE HACK SAW SALES 


FASTER We Ace 


powder form 
soders all metais but 


WITH THE COMPLETE P ule bites'and hotas 
ee ete packed "te ea or 
glass container. 


; { ier | Standard Formula 
: scieipaaicconenntnet seep for all metals 
conma ss . : —— | re, 000 pounds to 
P ot the square inch with 


j —H y- 3 no gumming, fumes, 
Phan Paty ~~ or corrosion. Use AL- . 
: ¥ “4 LEN Special Formula 


0-70= feed control 
POWER HACK SAW LINE mies | eogee | Sia Seaton 
Ranging in price from $80.00 to $375.00 
F.0.B. factory, the nationally advertised F L U X E S 
Keller Power Hack Saw line offers you for 
faster turn-over . . . more profitable sales 


Xk ae — repeat customers. ed S @) D E R l N G 
ier to sell as t 

hove the design Souteres your customers BRAZING 
want to increase their production and 

me No. "8 Benen lower their operating costs. Ww E L D I N G 








a. - x 5” , @ Standard Formula 


. ‘ ‘ nna . . « fast working. 
New illustrated bulletin z=. corrosion. tree, sett 

- ; : + : orm of flux... ai 
103-1 describes all 8 =f heres to surface while 
No. 3—C Wet Cut models of Keller Power bone PAS der. . . makes 
Saws Capacity Hack Saws. Underwriter Ap- 

634” x 634” 5 proved. 

Ask for This ; Cleans and brightens 


sodering copper . 
Oe, (Og net FREE Bulletin Today. caer Sena. 
a - #® does not crumble SOLID 
SODERING or corrode metal work SAL 
PASTE or tools on the Job. > AMMONIAC 


L B. ALLEN CO., Inc. 
‘Sab, weuee 2363 UNIVERSITY AVENUE 6731 BRYN MAWR AVE. 
ST. PAUL 4, MINNESOTA CHICAGO 31, ILL. 











For Your ~~ » HANDFUL TO 4 cy 
CORROSION >, .*° ‘aati 
CONSCIOUS > 
CUSTOMERS! 

@ Smooth 


STAINLESS —o™® r : : 7 Flat Treads 
STEEL Pa nei uagee (°C. 
FASTENERS (ete Rg Qe sc7 ee me | tees it tas oo te tor” Thc im ond om 


usual spoke design give exceptional strength. Plain 


or roller bearings. We serve resale dealers and 
original equipment manufacturers. 


SPECIFICATIONS 
You can always assure your Wheel 


customers of prompt deli- i, aa ‘ No. Size 
very when you purchase : . wrens $0 
ALLMETAL Stainless Fas- 1/2 
teners. From our large and 12 
complete stock you can 

obtain immediate delivery of 
Stainless Screws, Nuts, Bolts, 
Washers, Rivets, Pins, Nails, etc. 


ARG 





= 
Lo) 
Ped 

_ 


h 
/ 


1/4 
3/4 
1/4 


3/4 
1/2 





WOBBIAOOUSaAWWNY 


WRITE, ON YOUR LETTERHEAD, FOR CATALOG No. 49H 


SES yy, MANUFACTURERS SINCE 1929 
Os & 


o REA & 

"OW uffalo CASTER 

“renee” a Se San. & & WHEEL CORP. 
eS SS i Sn Fh 6 ee, ee 187 Breckenridge St., Buffolo, N. Y. 
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E. S. Sensenderfer 


Sensenderfer Joins 
Bonney Forge & Tool Works 


E. S. Sensenderfer recently was ap- 
pointed to the position of advertising 
manager for Bonney Forge & Tool 
Works, Allentown, Pa. 

Mr. Sensenderfer returns to the in- 
dustrial advertising field after service 
in World War II in Europe, and a pe- 
tiod as account executive with Foltz- 
Wessinger, Inc. of Lancaster, Pa., ad- 
vertising agency. 

Prior to his army service, Mr. Sen- 
senderfer was identified with the 


United States Asbestos Division, Ray- | 
bestos-Manhattan, Inc. and American | 


Trucking Associations, Inc. 


Minor Boom Underway 
In Salt Lake City 


Activity among the industrial dis- 
tributors of Salt Lake City has stepped 
up noticeably in recent months and 
distributors in the area attribute it to 
several important factors. 

Oil wells are being brought in nearer 
to the city. One such is at Vernal 
with an output of 150 barrels a day, 
another at Escalante of 175 barrels. 
The two are quite widely separated, 
an indication that oil in the region is 
not confined to one pool. 

Companies in the area would in- 
clude Standard Oil, which has a large 
refinery in Salt Lake City and another 
in process. The Salt Lake Refining 
Co. has been getting its oil through 
a pipe line from the Rangely fields in 


western Colorado. Currently, another | 
big pipe line nears completion from 
that direction. This one is unusual | 


for the fact that it practically follows 
the contour of the Rocky Mountains, 
with little respect to the grades. 
Copper refining is another factor in 
the growth of the region. The Ken- 
nicott Copper Co. currently is build- 
ing a large copper refinery at Salt Lake 








Desmec 


3-STAR PLAN FOR REPEAT BUSINESS 
" Wy 


EYE CATCHERS. Practical Tips on Fast- 
er Grinding will feature Desmond’s com- 
plete line advertising program in leading 
metal working publications this coming 
year . .. will give users helpful application 
data . . . will remind them that Desmond 
makes the only complete line, sold exclu- 


sively through industrial distributors. 


* 


DOOR OPENERS. The Desmond Guide 
to Faster Grinding, a convenient, practical, 
picture-style wall chart to help users select 
the right grinding wheel dressers and cut- 
ters will be available to the trade through 


distributors . . . will carry dealer imprints, 








and will help salesmen get back in the 





shop for extra sales effectiveness. 


“x 


ORDER PRODUCERS. Desmond offers 
a variety of folders, booklets, and other 
helpful literature, backed by a name fa- 


mous for the only complete line of dressing 
tools, famous for service. Tie in with this 
3-star plan for ’49 to maintain and build 
steady, month in, month out repeat orders. 
The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 


a 


the only complete line of grinding wheel 


DRESSERS & asada 
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BALL BEARING REVOLVING ee a TOOLS WHEEL TYPE SIMPLEX 
DRESSERS CUTTER TYPE DRESSERS DRESSERS STEEL-SLIDE VISES 
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One! Two! Three!*® 


ON EVERY COUNT—A SALES-MAKING 
LINE FOR PROFIT-MINDED DISTRIBUTORS 


V/ NATIONALLY-USED 
J INDUSTRY-PROVED 
JV A COMPLETE LINE 





















sweld Equipment conforms fully with 
standords of Underwriters’ Labratories. 


GAS CUTTING AND WELDING TORCHES 


—— 





Capitalize on the increasing use of gas welding and 
cutting tools. Open new markets. Build profitable 
sales volume with Gasweld equipment. It’s a fast-sell- 
ing, good-profit line! 










Gasweld’s exclusive FREE-FLOW jet mixer assures 
superior performance. Forged heads of torches and 
extra rugged construction of all units withstands hard 
use and abuse — /onger. Maintenance costs less. 















Write for Catalog 
Ask for this new 

Liquid’s tested plan of sales co-operation assures ne gen rg | 

maximum profits for distributors. Your men can sell discounts. Choice 


this nationally-known line. servisories still open. 




















Wall Chemicals Division 


THE LIQUID CARBONIC CORPORATION 
3110 South Kedzie Avenue, Chicago 23, Illinois 
In Canada+WALL CHEMICALS CANADIAN CORPORATION « Montreal +Teronto + Windsor 


WEINBERG & McKEE 


VJ ~ 
on VE THESE MODERN FEATURES/ 















Action illustrations demonstrate the use 
of many products. 


Nationally Advertised 
with manufacturers g 
of their trade-marks, 


Lines are tied up 
dvertising by use 


WEINBERG & MCREE, Ine. 











Chicago 6, lll. 
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Take Advantage of 
Growing Sales 
Opportunities 






THEY HAVE 
POWER—SPEED— 
DEPENDABILITY 



















Industry is speeding up all over the country 
and with it the opportunities for selling 
ATLAS Car Movers keeps step. They have 
power, speed, and efficiency—they are de- 
pendable—they are easy and simple to use. 
All this is due to the “compound leverage” 
principle of construction. We would like to 
explain the advantages of this particular 
construction and what it means to your sell- 
ing. Ask for details. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


1421-25 So. 2 St., Milwaukee 4, Wis. 





PRODUCTION 
PRODUCERS 













Fast, versatile 
set-up, repairs, and 
maintenance operations 
mean better production at 
lower costs. Here are two tools that 
will save you time and money. 


BNC PRESSURE LOCK WRENCH — 
Grips any shaped piece and locks with 
a ton pressure. Simple one-handed op- 
eration to adjust jaws, close, and release. 
Jaws always parallel. Use as a pipe 
wrench, pliers, locking clamp, gripping 
tool, monkey wrench, and hand vise. 
No. 7 — %” jaw, $2.29 Retail 
No. 9 — 1” jaw, $2.59 Retail 
No. 11 — 1'2” jaw, $4.89 Retail 
BMC OFFSET SCREW DRIVER — Ideal 
for hard-to-get-at screws and slot-head 
bolts. Adaptable to both finger and 
lever turning. Set of three sizes, regular 
bit $1.50; Phillips head $1.75, Retail. 
Join in the profitable sales of these 
Wt BMC products. Write today to— 


MANUFACTURING CORP. 


BINGHAMTON. N.Y 
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City. It’s of the electrolytic type and 
unique because heretofore, in the west, 
the copper has been mined and the 
concentrates then sent to large smelt- 
ers (such as at Anaconda) which turn 
the copper out in ingot form. For 
further refinement, by electrolytic 
means, it always has been sent back 
east—and a portion was returned to 
the area, manufactured products. 

To save this double shipping ex- 
pense, Kennicott has decided to refine 
a large amount of copper at Salt Lake 
City. Most of the output of the re- 
finery, a major one, will be consumed 
on the Pacific Coast and in the Rocky 
Mountain region, either by present 
manufacturers of copper products, lo- 
cated principally on the Coast, or by 
wire mills and the like which many 
observers predict will lecate near the 
big refinery. 

The Geneva Steel Co., too, makes 
a contribution to expansion in the 
region. ‘The company is building a 
mill of major proportions for the roll- 
ing of light sheet—for which there is 
a great demand in the West from 
home companies. 


Illinois Lock Co. 
Appoints Agent In East 


The Maryland & Pennsylvania Sales 
Co. has been appointed sales represen- 
tative for The Illinois Lock Co., Chi- 
cago., in Maryland, eastern Pennsyl- 
vania, Washington, D. C., Delaware 
and ten counties in New Jersey. 

Maryland & Pennsylvania Sales is 
headed by Charles W. Peltz and Fred 
Levering III and will handle the Tlli- 
nois line of padlocks and cabinet locks. 








OWNER AND MANAGER of the 
Western Industrial Supply Co. of Sac- 
ramento, Calif. is N. R. Crum. The 
firm employs five salesmen and serves 
the North Sierra area of northern Cali- 
fornia and western Nevada. 





COMPLETENESS 


of the 


fA ersol 
LINE 


will enable you to meet 
ALL your customers’ needs. 


Every type Union in a full range of sizes is available 
in the Jefferson line. This fact coupled with a con- 
stant need by industrial users for pipe unions means 

that industrial distributors making ‘Jefferson’ their 
source of supply have an important ‘in’ with their 
industrial customers and a potential of volume buying 
| well worth cultivating. 





| Then, too, ‘Jefferson’ offers an exclusive feature the 
importance of which is quickly apparent to industrial 
| pipe users . . . the Recessed Brass Seat. This con- 
| struction assures a drop-tight joint with minimum 
| wrench pressure, unrestricted flow and absolute pro- 
tection from displacement should pipe ends be 
screwed in too far—advantages which are easy to 
prove. 


} Jefferson Unions are made of air-refined malleable 
| iron. Each union is individually air-tested. 


| Complete details available promptly on request. 





All-Female 90° Union Elbow. 
Made also in Male-Female 
| style. 


All-Female Union Tee with 
antes on the run. Made also 


n Male-Female style. All-Male Union 


JEFFERSON FLANGE UNIONS 


These Unions extend the sales possibilities available to Jefferson Distributors by providing 
the means of handling large and high pressure piping requirements. Jefferson Flange Unions 
in all styles are designed around the exclusive Jefferson Recessed Brass Seat. 





Style “D’’, 2-part Flange 


Style “B”’, 3-part Flange Style “E”, 2-part Flange 
Union, for test pressures up to 
4000 Ibs. 


t 
Union for test pressures up to Union, for test pressures up to 
2000 Ibs. 6000 Ibs. 





JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 


9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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EMAIL THIS COUPON Ya 








MAUREY mAnuractunine core. 
s' 


2909 S. Wobc Ave..Chicage 16, Mi. 
Please send us further information 
regarding Maurey-Made interchange- 
able V. Pulleys and Bushings. 

be 
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BUN ss ers. 
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TIPS for ROPE 
PURCHASERS 


You can’t tell a book by its cover-— 





nor can you judge good rope by its ex- 
terior appearance. That’s why the repu- 
tation of a Manufacturing Company is of 
paramount importance. 

For 145 years, Fitler.has produced the 
highest quality rope manufactured from 
the finest fibers obtainable. 
Look for the registered Blue & Yellow 
Colored Yarn Trademark in all Fitler 
Brand Pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 


Manufacturers of Quality Rope since 1804 


NEW YORK © CHICAGO @ LOS ANGELES @ SAN FRANCISCO 
NEW ORLEANS @ HOUSTON @ PORTLAND 
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@ UNMATCHED 
PRIMING SPEED 


@ @ “NEVER FAIL” 
FLOAT SWITCH 
@ ASSURES unmatched self-prim- 4 ' q 
ing speed. Advanced Centrifu- ee Wi #7 @ NON—CORROSIVE 


gol Design. Exclusive CMC dual Seed : ‘ FLOAT AND STRAINER 
jet construction and openthrash 8 
type impeller mean peak per- 


formance and dependability. © FLOAT CONTROL 


EASILY ADJUSTABLE 
@ GIVES top performance even ie 
under adverse conditions. Extra @ SIMPLE TO CLEAN 


air handling ability permits de- 
pendable performance when JUST UNSCREW PIPE 


ordinary centrifugal pumps 3 : ‘ 

become air bound. . i @ AVAILABLE IN 
@ YOUR BEST BUY! _ cae WIDE RANGE 

Easily installed. Readily port- es a 3A a OF SIZES 

able. May be placedaway from 

pit. Suction lifts of at least 25 ft. ~ S3 


ONSTRUCTION ACHINERY ( "0's. —< <a 
r WATERLOO, M IOWA, U.S.A. " Seah a 
























































YOSPELD.. 
“HU-TOROUE 


Screw Driver and 
A. W. Cox, formerly abrasive engineer | 


, Nut Setter! 
the St. Louis area, has been shifted 
na a newly established territory in '  450- 750- 1100 R. 2 M. 


southern California. E. H. Styffe, 
abrasive engineer, moves from Pitts- 
burgh to take over Mr. Cox’s responsi- 
bility in St. Louis and Charles H. 
Kane, formerly field engineer in Con- | 
necticut, has been appointed abrasive 
i engineer and will cover the territory 
—— vacated by Mr. Styffe in Pittsburgh. 
In the Norbide Division: John W. 
McCue has been transferred to the 
abrasive division training course from 
his territory in Chicago and George H. 
Powers will take over that area. He 
has covered the New England terri- 
tory. In the district recently occupied 
by Mr. Powers, Sheldon V. Coleman, 
formerly of the sales department in 
Worcester, has been appointed boron can @ IDEAL FOR SELF-TAPPING AND RECESSED 
carbide engineer. - HEAD SCREWS. 12 models... friction or 
positive clutches ... pistol or lever type. 
See your Aro Jobber or send coupon. 


CUSTOMERS get every chance to see 
products in the displav setup of the 
H. M. Sanders Co. store in Boston, 
Mass. 









































Norton Makes Changes 
In Two Divisions 


The Norton Co. recently introduced | 
several changes in personnel of their | 
Abrasive Division sales force and in 
the staff at their Norbide Division. | 


@ HIGH TORQUE ASSURES BETTER DRIVING 
of wood and sheet metal screws—will 
drive \%’’ screws and bolts at higher 
speeds, or %@'’ bolt at 450 R.P.M.— 
especially good for driving wood screws. 








@ SLOW SPEED SAVES BITS — bit finds 
screw slot easier and does not “chew” 
head of screw. 





@ CLUTCH JAWS LAST LONGER — due to 
slower ratcheting. 








RIGHT ANGLE 
TOOLS 


Sante dee die Baek Gos Also ... LUBRICATING EQUIPMENT... 
HYDRAULIC EQUIPMENT. . . AIRCRAFT 
PRODUCTS . .. GREASE FITTINGS 








close-quarter screw driv- 
ing and nut setting... 
better and faster! Small 





size... ne: 7 THE ARO EQUIPMENT CORPORATION, Bryan, Ohio 249 
1000 r.p.m. ... built- 

— - on Without obligation, send illustrated bulletin on 
speed regulator. Screw the following: 























Drivers and Nut Setters DC Aro LO-SPEED HI-TORQUE Screw Drivers and 
with positive and adjust- Nut Setters 
able clutch. Aro- built CO Aro Right Angle Tools 

LONG EXPERIENCE qualifies V. D. dependability. Name 

Childess and Arthur Jesse, W. B. Street 

Greene & Co., Inc., Kingsport, Tenn. City 5 

: ee apd , ? tity State 
to advise the firm’s customers on heavy se esding industrial Publications. 
valves. Write for attractive proposition. 
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For 80 years Prentiss have 
proven to be high quality 
vises that have stayed sold 
and brought distributors re- 
peat profitable business. 


Now with the new improved 
features Prentiss has re- 
sulted in today’s outstanding 
quality vises. 


Machinists @ Top Swivel Jaw 
Combination Pipe @ Hinge Pipe 
Woodworkers @ Utility 


IN A FEW SECTIONS TERRITORIES ARE OPEN. 
ARE YOU INTERESTED? 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO. 
























































COLLIS 


COLLET 
EQUIPMENT 


Standard Type 
Drill Sleeve _. 


Morse Taper 
Shank Tap 
Socket 


e We have been manufacturers of small tools for 
more than 40 years and can solve an; 


THE COLLIS CO. “tcws™ 






















errrrrerrere that’s why it’s 

easy to sell the Calder line of 
dressers and tool steel cutters. 
They are available in the right 
size for every job. Dressers have 
Right and Left hand Threaded 
Bushings for automatic tighten- 
ing—feature extra weight for 
easy use. 


We also feature a fine line of 
diamond dressing tools. 


Sold Only Through Distributors 





= CALDER MANUFACTURING CO. 





Lancaster, Penna. 
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@ Users can get the proper WHITNEY 
Punch for any job from this complete line 

. and distributors can get some fine 
business through this need. Individual 
characteristics make these punches adapt- 
able to a certain kind of work—each type 
in a variety of sizes. Put these time sav- 
ing tools to work for you. 








— 





ea 





* hand ¢ channel 

* bench ¢ angle iron 

* hammer * close corner 

* square ¢ thinner’s round 
* button . wa 

¢ flange * ventilating tank 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, III. 




































SUPPLY MEN at Republic’s Stockton 
branch include B. F. Buckholz, H. E. 
Storey, Jim Melbo and Dick Loomis. 


Stockton Branch Office 
For Republic Supply 


The Republic Supply Co. of Los 
Angeles, Calif. now has a branch office 
and stock at Stockton, Calif., under 
the direction of Manager H. E. Storey. 
He has been with the company 18 
years, coming to them from the Kettle- 
man Hills oil field. 

Store manager at the branch is B. F. 


Buckholz. Jack Graves is outside sales- 


man and Jim Melbo, Dick Loomis and 
Dick Johnson handle the warehouse 
end. 

While the company is engaged in 
the distribution of oil well and refinery 
equipment and supplies, the business 
in this section of the state is in regular 
industrial supplies, principally. 

The branch building, opened last 
August, contains 6500 sq. ft. with an 
additional 7500 sq. ft. in the pipe yard. 


Carter Supply Co. 
Opens in Florida 


Carter Supply Co. is a new indus- 
trial supply firm in Ocala, Fla., with 
offices at 220 South Main Street. Cecil 
Carter, formerly with Lovell Bros., 
Ocala, is vice-president and general 
manager. 








A QUICK PHONE CHECK to a cus- 
tomer in the busy South Georgia area, 
made by H. D. Linder, manager, and 
W. J. Peyton of Lovett & Tharpe 
Hardware Co. will speed up order- 
filling. 
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No Weak Link Here! 


There are no weak links in Campbell chain or in the 


Campbell sales set-up. Campbell makes chain that is 
superior for every industrial purpose—specifically de- 


signed for each particular job. 


Every piece of Campbell welded chain is thoroughly 
tested before leaving the factory—all chain is carefully 
inspected. 

Campbell offers you a complete line of chain and a 
reasonable profit. The Campbell line is outstandingly 
advertised, is backed by complete service and complete 


merchandising. The Campbell line is a good line to handle. 






CAMPBELL 
Lume 









A PRODUCT OF 


INTERNATIONAL WH CHAIN & MFG. CO. 
YORK, PENNSYLVANIA 





Our Intelligent Cooperation 


HELPS YOU SELL: ---- 


We want to attract to our fold alert distributors who want to put 
their sales effort back of products that have earned a good reputa- 
tion for service. CENTRAL Pulleys and Couplings are backed by 
more than 30 years of practical engineering experience which is 
yours for the asking to help your customers solve unusual or special 


problems. Let us send you our data book—find out what it means to 
you to be a CENTRAL Distributor. 





FLEXIBLE COUPLINGS 


Diamond-bored, perfectly bal- 
anced, scientifically designed 
to exacting standards—silver- 
aluminum finish. Protect mo- 
tor and driven machinery and 
add to life of bearings. Ex- 


“VANKEF” 7 mS a treme simplicity of construc- 

tion cuts assembling costs and 

=a ~ oes agit lle Flag 

Spiral Ratchet 4 

Screw Drivers - CENTR A DIE CASTING & MFG. CO., INC. 
with the Q-R spring 2935 W. 47th St., Chicago 32, III. 
Motion-economy that 
speeds assemblies .. . 
that’s what sells 
**Yankee”’ Spirals. A 
straight push turns the 
screw, replaces tiring, 
time-wasting wrist 
work. The quick-return 
(Q-R) spring in the 
handle brings it back 
after each stroke, keeps 
the bit in the slot. One 
hand can do the work 
of two. Every assem- 
bly line needs these 
‘*Yankee’’ Spiral 


Screw Drivers. Tops for dressing rough, semi-finish and finish grinding 
; j a wheels for all makes of grinders. Tops for dressing wheels 
This “Yankee” Centering § | oe ee BE to grind hardened parts requiring a precision ground finish. 
Sleeve Bit adds still more reo ' : 
speed . . . Automatically finds : | Give Them a Trial! Judge by Results! 
screw slot. Spring mounted. ; WRITE FOR CATALOG 
Long-wearing steel. Available 
| in several bit sizes. __of the _ QUANTITY PRICES Pon 
; 26-50 51-75 
, 3 models— standard, No. ' a ae $10.00 $ 9.00 F 6 to 12 
130A; Heavier size, opine, | a 3 12.00 11.00 . 12 to 20 


and No. 135 for small screws. 14.00 13.00 J 20 to 24 
16.00 15.00 ‘ 24 to 42 

































































““YANKEE'* TOOLS NOW PART OF [ | 
i 


| 
Swe Veo. Sex OF ver wonLe WILLEY’S CARBIDE TOOL co. 


SOLE MAKERS OF WILLEY’S METAL 


| 
NORTH BROS. MFG. CO. | i ae 
1342 W. Vernor Highway Detroit 1, Michigan 


que Philadelphia 33, Pa. _—, 
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NEW GENERAL MANAGER of 
The Galigher Co., Salt Lake City, 
Utah, is Harold E. Wright. Formerly, 
he was employed in the firm’s engi- 
necring department. 





National Machine Products 
Elects Cook President 


John L. Cook, until recently presi- 
dent of the Winter Brothers Co. of 
Wrentham, Mass., recently was 
clected president of the National Ma- 
chine Products Co., Detroit. He suc- 
ceeds Clare L. Brackett, who died on 
October 4, and who had been presi- 
dent of the company since 1916. 

Mr. Cook still retains the office of 
vice-president and director of the Na- 
tional Twist Drill & Tool Co. of Ro- 
chester, Michigan. 


Billings & Spencer 
Opens Chicago Warehouse 


The Billings & Spencer Co. recently 
opened a new emergency service ware- 
house in Chicago, which will serve as a 
pick-up station for Chicago and nearby 
industrial distributors. The new office 
and warehouse is staffed with factory 
trained workers. 

W. T. Johnston is branch manager; 
E. F. Hallissey and I. A. Jonas are 
sales representatives. 





BRANCH MANAGER W. T. John- 
ston heads up the new Chicago office 
and service warehouse of Billings & 
Spencer Co. 


ANY WAY YOU MEASURE IT 


e Save Money, 
Floors, Equipment 
and Time by using 
DARNELL Casters 
and Wheels... Al- 


ways dependable, 


FREE 


DARNELL CORP. LTD. 
LONG BEACH 4. CALIFORNIA 
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60 WALKER ST. NEW YORK 13 NY 
36 N CLINTON CHICAGO 6. ILL 
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A new sales booster... that keeps 
your name before your customers! 


Here's something NEW in the merchandising of shim stock! 
Three big advantages for you: 


i For the first time, a sturdy metal wall rack to be filled 
© with four cartons of shim stock in gauges of the cus- 

tomer’s choice. There's no need to buy fixed, inflexible , 

assortments. 12 gauges from .001 to .012” are available. seciebii 

tiskowy ' HOW TO ASSEMBLE a wood lathe 

2 FREE imprinting of your firm name across the top, ‘ is demonstrated by T, M. Irish for 
© when ordered in quantities of twenty-five or more. It's aerate newcomer Bill Lane, both of Tornado 


excellent advertising, gets your name into the shop on an , istor ss 
i ey NEW WALL RACK... Supply Co.’s staff at Anniston, Ala 
every day basis. 


Features your firm name. 


3 Larger units of sale for you! You sell the rack and Holds any 4 gauges your Tornado Supply Co. 


© four cartons of shim stock at one time. so eines Modernizes Display, Offices 





SELL PACKAGES INSTEAD OF INCHES! Laminated Shim Company's The Tornado Supply Co., of Annis- 
ton, Ala., has completed moderniza- 


tion of its display room and business 
offices, and has taken on several new 
men, including Bill Lane, a graduate 
| of Alabama Polytechnic Institute in 
iF A M IN yy ip > D s HIM C oO M PA NY | aeronautical engineering; and L. C. 
Incase OkatED Frazier, who was with the Crane Co. 
SHIM STOCK . GLENBROOK, CONN AN-COR-LOX NUT: for more than 17 years. ; 
Dick Leland, engineer, now is per- 
manently stationed in Gadsden and 
. will work that territory. A recent ad- 
dition to the sales staff, formerly he 
DP St was with Construction Equipment 
& Co. at Birmingham. 
GAR DI AY E R John Kelly recently joined the 
aanie outside sales staff and will cover the 
Anniston and Talledega territory. 
CAR MOVERS | President R. Borran Storms sees 
| continued high volume of business 
EFFICIENT ' | during 1949. He believes that plant 
= | modernization by industrial concerns 
TOOLS Bs ty will be a prime ‘aden to lower pro- 
FOR Nts g | duction costs, and that will require 


PROFITABLE wh more equipment and accessories. 


SELLING Hendry Co. 


A free flowing and easy-to-use E “Is In San Di 
ACID CORE SOLDER for auto- xpands in san Viego 


motive and general work. You | An increase of approximately 33$ 


. percent in its industrial supply busi- 
don’t have to add any flux... ness during the past year, with pro- 


the flux is in the solder. portionate gains in the marine and 
Comes in all commercial sizes hardware lines, put the C. J. Hendry 
Co. branch in San Diego, Calif., in a 
bad way for-space at its headquarters 


s at 930 State Street, and this despite 
a n } the fact the firm has another building 
freight cars quickly and 50 by 100 ft. in another area for stor- 


line of packaged shim stock saves space and time and waste 
in stocking and using. Write today for catalog and price sheets, 
explanation of distribufor protection and cooperation policy. 

















* power king 


never slip 
* slip proof 


* safety car Se 
Wrench and quantities. 


safely is very important to ° i ° 
shippers and receivers of METALS DIVISION ing bulky materials. The problem was 
solv 


freight. — is Barge . ed, however, when Manager W. A. 

mover to do these things with the least pos- 

sible outlay of expense or effort. We suggest AMERICAN SMELTING oodon Olsen was fortunate enough to secure 

that users buy through their local distributors AND the building adjoining also, which is. 
- Gre you ready with your stocks? REFINING COMPANY of the same dimensions. 


Advance Car Mover Co. raszon, | warm, movana comencoy 7" The dual building is being com- 
eased lteatatedchentebataie pletely remodeled and the whole work 
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will be completed about the first of 
the year. A notable feature of the 
plant will be the amount of display 
space available, almost a third of the 
two buildings. Mr. Olsen is a firm 
believer in display, but he had not 
been able to do anything in that line 
earlier because of cramped quarters. 

He also is increasing his organiza- 
tion, a natural result of the expansion 
program. Edward Nicholls, who has 
had extensive experience in the San 
I’rancisco and San Pedro stores of the 
company, has joined the San Diego 
organization as Mr. Olsen’s assistant; 
and one new salesman, Alfred Gray, 
has been employed recently. Mr. 
Gray is from the East and, formerly, 
was with Wilcon-Crittenden Co., Inc., 
of Middletown, Conn. 


Whiting Corp. 
Promotes Seavoy, Rice 


G. E. Seavoy, now vice-president in 
charge of the process sales division, 
will direct all field sales operations, in- 
cluding advertising, field erection and 
service; and M. J. Rice, now vice- 
president in charge of the industrial 
sales division will direct all of the 
product sales divisions of the Whiting 
Corp., Harvey, Ill. 

Mr. Seavoy is a graduate chemical 
engineer and has been connected with 
the Swenson Evaporator Co. of Whit- 
ing Corp. for the past 20 years—the 
last ten as vice-president and manager. 

Mr. Rice is a graduate mechanical 
engineer and has been in the employ 
of Whiting since 1926, in both eng)- 
neering and sales departments. For 
the past five years he has been vice- 
president in charge of the industrial 
sales division. 





AFTER FOUR YEARS training, E. L. 
Lacy now is an outside salesman for 
James McGraw, Inc., Richmond, Va. 





Das. 


“MW 


thermometer 


os WANEETEG; jp 
y ¥v 


Ss 
¢ Yy 
YS 


~ 
Sy 
QS 
7B 
— 
= 
~ 


PS 


Abin 
Z~\ w 














This new Weston combines the features of an indicating 
device with the advantages of an alarm or control instru- 
ment. A contact arm, mounted as shown above, is easily 
set to make contact at any temperature on the scale. 

A terminal block on the periphery of the case makes 
electrical connection easy. The thermometer is all-metal, 
typically WESTON in ruggedness and reliability, with ac- 
curacy of +1% as an indicating thermometer, and +112 % 
as a contact making device. It is supplied in two types—for 
operation on either increasing or decreasing temperatures. 

For complete information see your local WESTON rep- 
resentative or write Weston Electrical Instrument Corpo- 
ration, 617 Frelinghuysen Avenue, Newark 5, New Jersey. 
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NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn. freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 


















T. M. Reg. U.S. Pat. Off 


A. Van V. Phinney 


Van Voorhies-Phinney Co. 
Traces 100 Year Growth 


Though the firm is an industrial dis- ee eee aoe 
tributor only since 1941, the family- | aia. 


owned Van Voorhies-Phinney Co. of | NOLAN PULLER JACK AND 


Sacramento, Calif. has operated in the 


WITH MANY business world for a full century. Its LOAD BINDER 

ADVANTAGES introduction into industrial supplies, (formerly Anchor Puller Jack) 
begun seven years ago with a line of ates in industrial \ mehiowr and 

mechanical rubber goods products, has agg ays Gas, Ges tens 

carried over into pulleys, belting, ries, mines and oil | 

V-belts, casters, industrial gloves, lubri- _‘te!ds for moving 

cants and many other lines. 

‘The history of the company begins 
in 1855, when A. A. Van Voorhies ® yi 
started his own business in fine saddles —_—_3 ton(5 ton with sheave block), 15 ft. load 
| and harnesses. Later, he joined forces _ chain, 314 ft. tail chain with release block. 

with R. A. Stone Co., a competing % to 8 ft. load chain, 3 fe. tail chain. 

house, and they formed an organiza- NOLAN GEAR PULLER 
tion with houses in Sacramento and (formerly Anchor Gear Puller) 

San Francisco. That was in the days 

when the leather business was a real 

craft, and their saddles and accoutre- 













































ag U.S. Pat. Nos. 
9: 2 2,395,273 
omer atenti Pending, 
























' ments decked out some of the finest “i » 
horses in all California. 4 
An excellent account opener that "hen George A. Phinney, a whip se 
builds volume — and profit. Many ithe waeik tin & 
: . licati age manufacturer, entered the hrm—to Pays for itself on its first few jobs. Pulls 
industrial applications. For air, oi 3 ’ h : 
anil coclent lees on meckinns. make its whips, saddles and harness. genes, whesis and many os oe 
: : versal a ication Iiminates frou 
— advantages. ~~ _— “9 — m a of Mr. _ types o> si of other devices. 
clamping pressure... will no ‘oorhies, and a son was born to them 
collapse or distort thin wall tubing named A. Van V. Phinney, the pres- NOLAN RERAILERS 


... extra long teke up — reduces 


(formerly LOCKING CAM 4% 
inventory requirements...easy to bg 


ent president of the company. By gi chor Rerailers) 


install — without removing hose... | divers ways, the firm entered the shoe righty efficient 
vibration proof —will not loosen... | wholesale ficld (leather again), and for getting cars 
can be reused many times. | moved naturally into high-quality rub- 24, locomotives 

: : back on the track. 


ber footwear. From that point it was Railroads and in- 
Order FREE SAMPLE a stone’s throw into industrial rubber eae are big 
products, which opened the door to | on 


industrial distribution. | NOLAN TRACK BRACES 





a profitable item 
























: Send f : (formerly Anchor Track Braces) 

y rend tree sample ' Russell, Burdsall & Ward Holds railway tracks = 
Pee | El Mew i 4 - 4 
4 Company. : ects ate arectors |  severe.Can , : \ 

: : Two plant managers have been | Pi i =F ~ 
t Street Address 1 | elected to the board of directors of |  againfor 

‘ City | | the Russell, Burdsall & Ward Bolt and | ones: 

: State. : Nut Co. of Port Chester, New York. | cm mneles, 

1 ! They are M. L. Douglas, manager of | 11 Nolan products are 


the plant at Coraopolis, Pa. and Foster carefully made of the ichos grade mn 
net : "i terials. Orders are han promptly an 

BREEZE CORPORATIONS, INC E. like, manager of the plant at Rock | efficiently with your shipping and billing 

’ : Falls, Ill. instructions carefully followed. Write for 
Aircraft Standard Parts Co. Div. L. R. McWeeney, who is at the Port | free catalogs and price sheets. 
33 South Sixth Street Chester plant, has been elected vice- | THE NOLAN COMPANY 
Newark 7 © New Jersey president and assistant secretary of the 

: (Formerly The Mining Safety Device Co.) 

company. 8 PENNSYLVANIA STREET « BOWERSTON, OHIO 
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SELL SAFETY::- 


and you sell more 
Western Socket Screws 
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M. G. McGregor 


McGregor Sales Manager 
ND Of Ahlberg Bearing Co. 

M. G. McGregor has been named 
to the post of sales manager of Ahlberg 
id Bearing Co. of Chicago. The appoint- 


























- ment embraces the direction of all 
sales activities in the company’s 14 
branch offices. 
Formerly Ahlberg’s manager of re- Get your customers to build safety into 
placement bearing sales, Mr. Mc- their products. Where moving parts are 
Gregor has been with the company bolted h h ‘feati 1 
1 for 22 years. He has been a salesman, Res Cagetner, Ware specmcmens ce 
‘ branch manager and manager of dis- for set screws on exposed shafts, get them 
: tributor sales, with an extensive experi- to do away with the hazards of protruding 
ence in the merchandising, selling and heads and for safety’s sake, to specify 
application problems related to the Western Socket Cap and Set Screws. 
company’s principal markets. 
‘ i her 
Lamb and Gove oo don’t — remind them that they get these othe 
) Advanced by Dayton Rubber SERENE OS EEE - « - 

Claude M. Lamb has been ap- © STRENGTH... because Western Socket 
| pointed to the new position of sales (( S inal nitiee chat: tat tena 
| manager, industrial V-Belt Division a? Sn )) eae ee es ay son 
) and assistant to vice-president in \ 4 for greater tensile strength —— greater hold- 

charge of mechanical sales of The ing power. 
Dayton Rubber Co., Dayton, Ohio. 
@ECONOMY ...stronger screws mean a 
al fewer screws and faster assembly, a saving @® 


of both time and money. 


You gain, too, because Western Socket Screws are a profitable, 
fast-turnover item you can build up into big sales volume 
with little extra effort. 


A few distributor territories are open. 
You'll like Western products and policy. 
Write for catalogs and full details today. 











Western Automatic 


Machine Screw Company 
722 Lake Ave., Elyria, O: 











Precision Screw Products, Parts and Assemblies Since 1873 . 
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= R. S. Gove 









i 
i | R. S. Gove has been named to suc- 
ene Reon | ceed Mr. Lamb as New York district 
1. Saves time—one hand operation —‘lift, slide, lock!"’ ! | sales manager. 
I Mr. Lamb has been in the employ 
2. Saves tooling expense — smaller, simpler jigs. ! of the company for the past ten years. 
3. Saves space in tool crib .. He was a field representative for the 
: . ! company’s Industrial V-Belt Division 
4. Indispensable for toolroom work in addition in the New England territory from 
to production. r 1938 until 1945, when he was made 
! sales manager of the New York district 
“SPEEPYISE- SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS. UY office. 
. Mr. Gove has been a field repre- 
| sentative, Industrial Division, in the 
new literature available CARDINAL MACHINE COMPANY | New England territory for the past 
GLENDALE, CALIFORNIA | SIX years. 











New Warehouse Underway 
To Belting Mfrs. & mo. | For National Hardware 

4 P | National Hardware Stores, Inc. has 
Sewin g Machine YQ ee Ls begun construction of its new $325,- 
rigina L Y 000 warehouse at Seattle, Wash., to 
Job mers... | | be used by the Seattle Hardware Co. 
LOOK TO for the storage of structural steel. The 
| building will be one-story high, 300 
We Would Like to Tell You: XCELITE! ft. by 133 ft. in size, divided into two 

e HOW and WHY you can make ff | 66-ft. bays by a line of columns. 
money with “H & B” Round A railroad spur will extend through 
Belting. SELL THIS BARGAIN one end of the structure. Material 
How other dealers have made will be handled by a system of 5-ton, 
money with the “H & B” Round oe am underslung electric vending cranes, 
mening Mas. with transfers arranged so that a crane 





What we are doing—in adver- 
tising and sales helps—to help 
you make the most profits. 


may reach any point on the floor. 
Large openings for trucks and railroad 











é , : a cars will be provided with motorized 
. : XCELITE “Combination-Detachable!” It’s a rolling doors. 
For full information “‘quick-change artist’ for standard screw driv- 8 
send for Catalog 13. ing in auto work one minute—Phillips work 
on hinges, mouldings, etc. the next. It’s TWO 





screwdrivers in ONE—lists at only $1.30 for 
Stubby size, $1.60 id the Regular. Ban blades 
(regular sizes No. 1, 2 or 3), only $.90. Also 
available now—a had XCELITE reamer at- 
tachment! A REAL BARGAIN for anyone using 
both types of screwdrivers! 


DON’T miss this “hot” profit item! Get 
in touch with us now. WRITE DEPT. F 
NOW FOR THE FACTS. 


*Originators not Imitators 


PARK METALWARE CO., Inc. 











Dept. F Orchard Park, N. Y. if 
Q If ie f ORDER EDITING is the first order of 
The uUatily oots the day at Chase, Parker & Co., Boston, 
Mass., with A. P. Chase, president, 
SHINGLE LEATHER CO. PREFERRED GY EXPERTS (left) and Stanley Sheldon, sales man. 


*Another Xcelite ‘‘First’’—XCELITE Reamers 











ager. 
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ONE-BLOCK SQUARE and modern 
in every particular, the new Jacksonville, 
Fla. branch of Hajoca is open and ready 
for business. 


Hajoca Occupies 
Jacksonville Quarters 


The Hajoca Corp., manufacturers 
and wholesalers, recently opened a 
thoroughly-modern, block-square office 
and warehouse building at 929 East 
Bay Street, Jacksonville, Fla., with an 
“Open House” party attended by 612 
people. 

The new, larger quarters will permit 
the expansion of the Hajoca company’s 
27-year old Jacksonville branch. The 
modern structure has 37,000 sq. ft. 
of floor space, plus an ample storage 
and loading yard. Radiant heating, 
fluorescent lighting, acoustical ceilings 
and scientific ventilation are several 
of the building’s unusual features. 
More than 9,000 sq. ft. are devoted to 
a modern pipe shop. 

On hand for the “Open House” 
were Hajoca’s president, W. A. Brecht; 
C. C. Lowry, vice-president-general 
sales, John T. Brown, Jr. treasurer; and 
V. A. Hazzard, general purchasing 
agent. 


Fred Myers Will Head 


Salesmens’ Club 


Fred Myers, sales manager for the 
Wimberly-Thomas Hardware Co., has 
been elected president of the Birming- 
ham, Ala., Salesmens’ Club. He suc- 
ceeds Miles S. Lee. 





CAREFUL training of salesmen is a 
requisite for future success in industrial 
supply selling, according to E. H. Car- 
gen, vice-president of Olmstead-Flint 
Corp., Cambridge, Mass. 




















Superior Products 
Since 1876 
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THE QUALITY LINE 
FOR DISTRIBUTORS 


whose customers 
appreciate the best 


There’s no resistance to price when the buyer is 
convinced that he’s getting 100 cents worth for 
every dollar. There’s only repeat business for the 
dealer who's wise enough to sell JACKMANCO- 
the rugged line - where performance matches 
claims and every customer becomes a booster. 

















IT’S A 





- 
® 


PRONOUNCED 
“MACK-IT” 


Mac-it %°’ x 2%2"’ Square : 
Head Set Screws have 4 vr 
a grip of more = 
than 25 tons, . r 









REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 
























2. A definite distributor 
sales policy. 








3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 







4. Advertising and mer- 
chandising help to support 
your selling job. 







5. An established quality 
line recognized for depend- 
ability for over 35 years. 









Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 



















Marketed Nationally Since 1913 by 


STRONG, CARLISLE & HAMMOND COMPANY 
Cleveland 13, Ohio 


actured by MAC-IT PARTS COMPANY, Lancaster, Pa 


















THIRTY YEARS of continuous service 
with the General Machinery & Supply 
Co., San Francisco currently is being 
celebrated by T. J. O'Rourke, sales 
manager. 





Hardware Trade Association 
Elects New Officers 
R. C. Schmidt was elected president 


of The Hardware Trade Association of 
New York at the recent annual clec- 


| tion mecting of the association. Mr. 
| Schmidt is with Stanley Tools, Inc. 


Other officers and directors of the 


| association who will officiate in the 


1949 scason are J. C. Hansen, of 
Hansen & Yorke Co., Inc.; first vice- 
president; and J. T°. Ryan, of Jos. C. 
Ryan & Sons, third vice-president. 
Secretarv-treasurer will be E. S. Nor- 


vell, E. C. Atkins & Co. 





Sydney Atkinson of R. J. Atkinson, | 


Inc., was elected chairman 


of the | 


board; and H. L. Usher, of Oliver Iron | 


& Stee] Corp. was made chairman of | 
The board | 


the executive committee. 


of directors includes O. A. Lanchantin | 
(3-year term), J. K. Larkin & Co., Inc.; | 


J. C. Walker (3-year term), Buffalo 
Bolt Co.; James Bosted (2-year term) 
with H. W. Mills, Passaic; R. H. Burd- 
sall (2-year term), Russell, Burdsall & 
Ward; F. C. Norman (1-year term), 
Browning Bos., Inc. and H. T. Potter 
(1-year term), Ames-Baldwin-Wvom- 
ing Co. 


American Brake Shoe Co. 
Names Clapp Sales Manager 


Philip H. Clapp, Jr., formerly sales 
representative, has been appointed 
sales manager of the engineered cast- 
ings division of the American Brake 
Shoe Co. Mr. Clapp has been with 
the firm since 1946. He will continue 
to be located at the division’s head- 


| quarters in Rochester, N. Y. 
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Investigate the 


EXTRA PROFITS 
IN SELLING 
















TOP QUALITY 
Since 192] 


Extra profits are always worth 
investigating especially 
when they’re tied up with Extra 
Customer Satisfaction. You get 
them both, selling Chicago Saws. 
Every blade is made of top qual- 
ity saw steel ... precision heat 
treated for toughness .. . evenly 
balanced and accurately fitted. 
And when your customers enjoy 
the quiet running, keen cutting 
edge ... the money savings from 
less frequent sharpening 
they’ll come back for more. 
Behind this famous line of saws 
is an aggressive advertising cam- 
paign running in leading publica- 
tions that reach the men who are 
using and buying saw blades 
... your customers. 


Write today for full particulars 
regarding a Chicago Saw distrib- 
utorship in your territory. 


DISTRIBUTOR PROTECTION 


CHICAGO SAW WORKS 


INC. 


5036 S. WENTWORTH AVE. 
CHICAGO ILLINOIS 
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THE PRESIDENT, A. B. Morris 
right) and Vice-President C. Carter 
Bond of the Caster & Floor ‘Truck 
Manufacturers’ Association, — discuss 
policy and plans. 


Bond and Morris 
Will Head Caster Group 


A, B. Morris has been clected presi- 
dent of the Caster & Floor Truck 
Manufacturers’ Association and C. 
Carter Bond has been named to the 
vice-presidency. Mr. Morris is asso- 
ciated with Nutting Truck & Caster 
Co.; Mr. Bond with the Bond Foun- 
dry & Machine Co, The occasion was 
the annual meeting held recently in 
Cleveland by the association, which 
now numbers 43 member firms promi- 
nent in the manufacture of floor 
trucks and casters. 

Other officers elected included A. B. 
Anderson, Nagle Chase Mfg. Co., 
treasurer; and H. P. Nolan, Chicago 
office, secretary. 

The new board of directors will in- 
clude W. G. Reycroft, The Bassick 
Co.; L. C. Conner, Orangeville Mfg. 
Co.; K. P. Norton, Case, Crane, Kil- 
bourne & Jacobs Co.; J. N. Robins, 
American Pulley Co.; C. Carter Bond 
and J. Stefan Jr., Electric’ Wheel Co. 


Half-Million Expansion 
for Thomson-Diggs 


An expansion program which will 
permit the firm to take on more diver- 
sified lines now is being completed by 
The Thomson-Diggs Co. of Sacra- 
mento, Calif., at a cost in excess of 
$500,000. Departments are being 
added; others are being expanded, in- 
cluding a complete electrical depart- 


ment for supplies, a major clectric ap- | 


pliance department, paint department 
and an automobile supplies depart- 
ment, 


The firm’s physical facilitics are be- 


ing increased by raising the 160-ft. 
square main building two stories, add- 
ing 35 percent more space. An addi- 
tion also is being built to the steel 
warehouse across the street, increasing 


the space there by about 60 percent. | 
The company offices now occupy | 
one whole floor of the main building | 
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| @ IDENTIFICATION RING 
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This drop-forged ring is | 
= permanently attached to'| 
' each ACCO Registered \ ”, 
Sling Chain. All essential \®, 
identifying information VEC 
shown on both sides of , 3 
Ring, as illustrated, pro- \ S . 
tected by outer flange. \, cnet 
en og 


in Certified 


f. BY AMERICAN CHAIN 
The Nation’s Chainmaker” 


We believe that the best way to build safety 
into Sling Chains is to make each one indi- 
vidually —to inspect it and test it as though 
it were made to special order. 

From that belief came the idea of ACCO 
Registered Sling Chains. Each sling chain 
made by AMERICAN CHAIN is Registered. 
Each one carries a Certificate of Test and 
Warranty. Every one is identified by a per- 
manent metal ring on which is stamped all 
essential identifying information. 


































































Seno for this catalog 
whichcontains informationon 
how to select, use and care for 
sling chains. It is DH-80, 


co York, Pa., Chicago, Denver, Detroit, 
. Pittsburgh, Portland, San Francisco, 
é 


MS. AMERICAN CHAIN DIVISION 


WATS. AMERICAN CHAIN & CABLE 
W In Business for Your Safety 








Los Angeles, New York, Phiiodelphia 
Bridgeport, Conn. 


































































@ Right down to the last detail B-Right-On 
Socket Screw Products are designed for profit- 
able SALES. Premium fasteners, B-Right-On 
Socket Screws come to you in a premium pack- 
age . . . metal-edged to take rough handling 
. . . attractively designed to catch the eye . 
clinch the sales’ 











For fastener sales, stock B-Right-On Socket 
Screw Products! 100% dealer cooperation 
policy . . . plenty of hard-hitting selling aids. 


An authorized distributorship may be open in 





OCKET SCREW PRODUCTS 


THE BRIGHTON SCREW & MFG. CO. 


1827 Reading Road 
Cincinnati 2, Ohio 













your locality. Check this opportunity today. 






















) ¥ Constant Consumer Demand 
Y No Factory Sales to Users 

YW Nationally Advertised 
'wFirm Resale Price Policy 






z 






Sold ONLY 


Through Authorized Distributors 





CLIPPER ELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. 





‘BELT LACE aS 
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addition and are completely air-condi- 
tioned. 

A new catalog also is in process and 
will be issued shortly. It is of the unit 
type, and was produced by the com- 
pany. 

The area served by Thomson-Diggs 
Co. extends from Bakersfield, Calif, 
north to Medford, Ore. and from Oak- 
land east to Elko, Nev. On V-J day 
the company salesmen numbered 13; 
today they number 38. The company 
employs a total of 235. 


Atkins Appoints Munro 
To Cincinnati Territory 


John M. Munro, sales representative 
of E. C. Atkins & Co., saw and saw 
tool manufacturers, Indianapolis, Ind. 
has been transferred from his territory 
in north-central Indiana, to the Cin- 
cinnati district, formerly covered by 
B. L. Owens, now manager of Atkins’ 
Chicago branch. Mr. Munro’s terri- 
tory consists of the middle section of 
southern Ohio, northern Kentucky and 
southeastern Indiana. 

Before joining the Atkins Co., 
twelve years ago, Mr. Munro worked 
for W. O. Barnes Co. 


Morse Names Baush 
To Head Export Sales 


T. W. Baush has been appointed 
general export sales manager of all di- 
visions of Van Norman Co., Spring- 
field, Mass. and also of Morse Twist 
Drill & Machine Co., New Bedford, 
Mass. 

In his 25 years with Van Norman, 
Mr. Baush has been connected with 


| sales work at all times except during 


World War II, when he served as per- 
sonnel director. He has handled Van 
Norman’s export business for 17 years 
and now will have complete charge of 
all export business for Van Norman 


| products. His headquarters remain in 








the Van Norman plant. 


T. W. Baush 
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Available Now 
and 


Better Than Ever! 


Seymovr Smitx 


Snaplock 


PLIER-WRENCH 


NEW CAPACITY 


INDICATOR 


. Swivel Jaw 
holds odd- 
shaped pieces. 
Capacity Indicator 
pre-sets jaw spread. 
Release unlocks jaws in- 
stantly by a touch of the 
finger. 
Tremendous grip. Use as a plier 
or, when locked closed, for holding § 
articles to be drilled, welded, ground, 
etc. 1000's of uses around 
home, farm, garage, shop. ~ 
No. 2607, 7”, $1.75; No. ~ 
2610, 10, $2.25. 

‘ LOCK 
At your jobber, or write us & 

. giving his name. RELEASE 


SEYMOUR SMITH & SON, INC. 


| 900 B Main St., Oakville, Conn. i 


_ 


bad 


QP 


INSTANT 








the HUOT pri | 





Huot Drill Index 


JOBBERS, DEALERS! 


Here is an item that can’t miss—A 
drill stand and indexed container 
made in 11 sizes. The HUOT Drill 
Index is a compact, convenient and 
orderly drill index designed and 
priced to sell on sight. 


Write for Literature Today 









551 N. Wheeler St. Paul 4, Minn. 





| 














Thomas J. Lingle 


Taylor Forge Names Lingle 
Division Manager In West 


Thomas J. Lingle has been ap- 
pointed western division manager in 
charge of manufacturing operations at 
the new Fontana, Calif. plant of 
Taylor Forge & Pipe Works, Chicago. 

Formerly, Mr. Lingle was associated 
with C. F. Braun Co. of Alhambra, 
Calif. The Fontana plant of Taylor 
Forge already has begun production of 
spiral pipe. Forging operations will 
begin soon. 


Farquhar Machinery Co. 
Modernizes Facilities 


The Farquhar Machinery Co., Jack- 
sonville, Fla., is modernizing its build- 
ing and constructing a new general 
office on the second floor. The first 
floor will be converted to a display- 
sales room. 

J. D. Bruch has taken over the terri- 
tory formerly serviced by John Powers, 
outside salesman, who has resigned to 
enter business for himself. 








EVERY TIME the telephone rings at 
Aircraft Steel & Supply Co., Wichita, 
it’s Rosemary Monson who answers. 
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© 
HARGRAVE 
CLAMPS 


INDIVIDUALLY TESTED to assure 
lasting service even under the most 
severe conditions. Shown (from top 
to bottom): the Spring Clamp and 
the popular Hargrave Super 
Clamps, Nos. 44, 40 and No. 43 
which are designed especially for 
welding. Frames are especially 
forged from a tough alloy steel and 
heat treated. Screw is steel hard- 
ened for extra toughness and to 
prevent battering of the thread. 


WRITE FOR CATALOG 


Showing the complete line of Hargrave Clamps 
—from % in. to 10 ft. openings, from 2 in. 
to 16 in. deep. 


peme 






®) | 4032 
HARGRAVE Montgomery 
Teited Tools | = Rows 
THE CINCINNATI Cincinnati 12, 
Ohio 


TOOL COMPANY 











\ that you can 
Zs mark with! 


st | 
wooD 
GLASS 
RUBBER 
LEATHER 





PAINTMARX 


The modern marker that marks as 
clearly and permanently as paint 
. any surface that takes paint 
. with the ease of a pencil. The 
marks are weatherproof. 


Paintmarx is always ready for use. 
No drying out—no running of 
color. Sticks do not get crusty at 
the tip. 


Discard the brush and paint bucket. 
Use this modern Stick of Paint! 


Send for FREE 
Industrial Crayon Guide, Dept. ML-41 






ee ena CRAYON « comneauia 
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David E. Martin 


Ducommun Training 
Directed By Martin 


David E. Martin recently was ap- 
pointed training director by the Du- 
commun Metals & Supply Co.,’ Los 
Angeles. 

Mr. Martin will have contact in his 
work with all of the +50 employees at 
Ducommun. Among his duties will be 
to discover what needs to be taught, 
the best way to teach it, and the actual 
training and application of the lessons 
learned. For methods, the company 
will utilize management conferences 
which will be attended by managers 
down through and including working 
foremen, an employee development 
program aimed at showing a man how 
he can advance, and how he may pre- 
pare himself for his advancement. 


Alloy Steel Products Co. 
Names Johnson to Sales 


H. E. (Hugh) Johnson has been 
appointed sales manager of Alloy Steel 
Products Co., Linden, N. J. He will 
make his headquarters at Linden. 

Mr. Johnson was district manager 
of the Chicago office, formerly. He is 
a senior member of the A. S. M. E. 
and a graduate of the Engineering Col- 
lege at the University of Michigan. He 
has specialized in valve engineering 
and sales, having been with Crane 
Co. in Phil: idelphia and Chicago and 
then with Edward Valves, Inc. in Chi- 
cago prior to joining Alloy Steel Prod- 
ucts. 


E. C. Atkins & Co. 
Elects New Board Members 


Two new members, Russell L. White 
and Joseph J. Daniels, have been 
elected to the board of E. C. Atkins 
& Co., saw and tool manufacturers of 
Indianapolis, Ind. Other members of 
the Atkins board of directors are K. W. 
Atkins, H. C. Atkins, W. A. Atkins, 
D. H. Potter and F. R. Weaver. 
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FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting, eco- 
nomical and so easy to use. 
Rubyfluid thoroughly condi- 
tions metal for a smooth, strong 
union—produces no harmful or 
objectionable odors. 

Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 

For stainless steel — Sell 
Ruby’s Stainless Steel Flux— 
perfected for that metal. 


FOR INFORMATION 
WRITE 


RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 








\Ruby fluid’ 
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MILLDALE CONN 


BOLTS NUTS SCREWS 
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Above: Machine 
bolt installation 
for securely fas- 
tening parts to 
surfaces, 


An ARRO A-C-E EXPANSION SHIELD 
in the hole is your best bet for perma- 
nently anchoring machinery, fixtures, 
etc., to floor, wall or ceiling or anchor- 
, ing eyebolts or hanger rods. The end 
| thrust of bolts expands the back. The 
nut expands the shield fo split the body 
four ways. The corrugation spacing 
prevents masonry from crumbling and 
| forms their own wedges. All in all they 
are “engineered” to the job. Made of 
certified malleable iron in bolt sizes Y% 
to 1” inc.—Arro's guarantee ageanet 
loose installations. 





ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 


EXPANSION 


| Some months ago L. 











Russell S. Henderson 


Henderson Celebrates 


25 Years With Rubber Co. 


Russell S. Henderson, treasurer of 
Weldon Roberts Rubber Co., recently 
celebrated his 25th Anniversary with 
the company. 

Mr. Henderson played an important 
part in the firm’s research which pio- 
necred the introduction of soft rubber 
abrasives into the metal industrics. 


Club Talks By Ferguson 


Sell Industrial Casters 


E. Ferguson, 

caster specialist for C. W. Marwedel, 

San Francisco, Calif., evolved a plan 

to give talks on casters before clubs of 

business men—Rotary, Lions, Kiwanis, 

| Chamber of Commerce, churchmens’ 

clubs, ete. Mr. Ferguson has “carried 

through” with his plan; he has already 

addressed 30 such gatherings, with a 
total attendance of more than 4,000. 

His method is to carry the subject 

} from the cradle to the grave. His pur- 

pose is to show how casters affect al- 

most every phase of one’s daily life. 

And by way of proof, he illustrates his 


talk by having a full table of casters of 
all kinds before him at every meet- 
ing. 


Mr. Ferguson believes in the per- 
sonal touch. At each of these sessions 





with two or three individuals, find out 
something about their business, and 
bring up their names in his talk. 

On one occasion Mr. Ferguson re- 
calls a long guess he made that paid 
off. During his talk he had spotted a 
well-known hardware dealer at a meet- 
ing. As sometime happens, one of the 
men present broke in on his talk to 
ask: “Mr. Ferguson, where can I buy 





he makes it a point to get acquainted | 





| 
| 
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We have a 
copy for you- 






















..» facts about industry's 
rating of gauges that you 


will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Ill. 
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URECALIBRATOR™ 


uRecalibrator’” v9 e that 
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> 
‘DIAL THERMOMETERS 
HEATING. SPECIALTIES 


Wediug IS EASIER, MORE PROFITABLE 


with TRINDL 
ARC WELDERS 


ae 
MODEL 125A WELDER 


A Big Money Saver 
For Any Shop 


Only 5 re) 
$ F. O. B. Factory 


Complete-Ready-To-Operate 


SAVES TIME © REDUCES COSTS @ INCREASES PROFITS! 


This exclusive, easy-to-operate TRINDL WELDER is a big saver for any shop ... MODEL 125A 
is ruggedly built . . . Can easily be carried right to the job and connected to any convenient 
properly wired 110 volt 50-60 cycle AC supply line . . . With it you can BUILD OR REPAIR 
auto and home appliances, farm implements and tools . . . Fabricate special shop equipment, 
jigs and fixtures out of prime or scrap sheets, bars and tubes and do hundreds of other repair and 
construction welding jobs when you need them and as you want them done. MODEL 125A has 
16 heat stages ranging from 20 to 125 amps, handles 1-16" to 5-32" rods .. . 
Comes Complete Ready to Operate—Nothing Else to Buy. Also available for 220 and other 
voltages at slight additional cost. 
TRINDL WELDERS HAVE PAID HANDSOME PROFITS TO THOUSANDS OF 
SATISFIED USERS—TRY ONE YOURSELF AND BE CONVINCED! 
DEPENDABLE TRINDL WELDERS, WELDING SUPPLIES & ACCESSORIES are Available te- Save 
You Both . .. Time and Money 
Write, wire or phone today 
FOR PARTICULARS AND CATALOGS 
Jobber and Distributor Inquiries Invited. 


Write for Selected Distributor Plan 


TRINDL PRODUCTS LTD. 


17 E. 23rd St. AY-29 Chicago 16, Illinois 


A RANGE OF MODELS FOR EVERY WELDING JOB! 














' VIKING... 


Gives You These Features: 


1. Self priming — Steady and even discharge. 

2. Proved simplicity — Only 2 moving parts... 
within a gear”. 

3. Slow speed — Long, dependable service. 

4. Built to handle the liquid being pumped — No com- 
promise construction. 

5. Complete control of manufacture—From factory-. 
owned and operated foundries to final assembly. 


a “gear 


Send for bulletin 47SMM today—lIt will be 
sent promptly. 


Pump Company 


Cedar Falls, lowa 
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those casters?’”’—mentioning the one 
being demonstrated at the moment. 
“Why, you can get them from Mr. 
Blank, over there,” said Mr. Ferguson, 
pointing out the hardware dealer. “I 
was guessing,” Mr. Ferguson adds, “I 
was praying that he might be carrying 
them.” After the meeting, Mr. Blank, 
the hardware dealer stepped up and 
said “Say, Ferguson, how in the world 
did you know that I was getting ready 
to take on your line? Anyhow, I am, so 
you come around and see me in the 
morning.” Mr. Ferguson did call, a 
good deal was closed, and the line has 
stayed in that house ever since. 

At another of these meetings, there 
happened to be a large contingent of 
engineers and technical men present 
from Moffett Air Field, including the 
chief technical advisor. At their re- 
quest, his time was doubled, from 30 
minutes to an hour, while they plied 
him with questions. Later, he received 
calls to go to the field and study their 
problems, so that casters could be ap- 
plied effectively to certain operations, 
resulting in some very good business. 

Mr. Ferguson concludes: “I never 
get tired of talking about the thousand 
and one things casters will accomplish, 
and since I can’t shout my ideas from 
the housetops I do the next best thing, 
that is, talk to groups of men whenever 
I can get the chance. Someone is 
bound to be interested in what you 
have to say—and you catch them at a 
time when they are unusually sus- 
ceptible.” 


Rinehart And Monnier 
Found Supply Firm 


Joseph H. Rinehart, Jr. and Mon- 
nier Tool & Supply Co. have merged 
as the Rinehart & Monnier Industrial 
Supply Co., in Springfield, O. The 
firm will sell at wholesale a complete 
line of nationally-advertised cutting 
tools and die supplies. 








TO SPEED counter service, The Satter- 
lee Co., Minneapolis, recently installed 
automatic order registers. Stanley 
Uhler, counter-salesman recommends 
and endorses their use. 
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HARRINGTON 
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BEARCAT ELECTRIC HOIST 


Light in weight with main housing and covers of high tensile aluminum alloy. 

High efficiency, multiple-thread, initial worm drive and secondary spur 
gears for speed reduction. 

Interchangeability of spur gears to obtain various hook speeds and 
load capacities. 

Two brakes: Automatic holding brake and controller operated snubbing 
brake. 

Conventional oval link, heat-treated, welded steel hoist chain—com- 
pletely flexible—in length of lift to suit requirements. 

Anti-friction bearings throughout. 

Operating handle marked and shaped for easy recognition of up and 
down operation. 

Top hook, vertical stud or trolley suspension. 

Write for Bulletin P-53, it gives complete details. 


Other Products y TH E 


CAPACITIES 
170 to 2000 lbs. 


SPEEDS 


12 to 50 ft. 
per minute 


Peerless Hoists 
ene — ere wo, ) H A R R I N G T Oo N 
Screw and Differential Hoists ' ! | COMPANY 
| PHILADELPHIA 30, PENNSYLVANIA 


Makers of Hoists since 1876 


Trolleys and Cranes 
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A BETTER DEAL 
BYMT ANOTHER PLAN7Z, 
FOR /11CHIGAN 
RED COAT 
ABRAS/VES 





Why have we had such 
spectacular growth?—A 
growth so fast, so solid 
we had to get a second 
big modern plant—just 
for fabricating Michigan 
RED COAT Abrasives. 

A top product—yes! 
But backed up with a 
POLICY THAT GIVES 
EVERY DISTRIBUTOR 
MORE PROFIT AND 
MORE PROTECTION. 

What do we mean? 
Our selected dealers are 
our friends. We do not 
solicit direct business 
from their customers. 

AND THEY MAKE 
MORE PROFIT PER 
DOLLAR INVESTED ON 
ALL MICHIGAN ABRA- 
SIVES THEY SELL! 

No hocus-pocus! It’s 
all down in black and 
white. 

WRITE FOR THE 
MICHIGAN RED COAT 
ABRASIVE DEAL 
TODAY! 


MICHIGAN ABRASIVE CO. 
2360 W. Jefferson Ave., Detroit 16, Mich. 


RED COATED 
ABRASIVES 


‘The Humidity Controlled Abrasive’ 









222 






INDUSTRIAL DISTRIBUTION © FEBRUARY, 1949 


es SHOP 


*-8/25 





~ mf? 
fh 


seabhocts Bh Fpl — : 


Jet Tools : 














DE WALT 


Awe SAWS 






AT ANY HOUR OF THE DAY, salesmen of the Craft Shop. like R. I. Bedford 
were available to demonstrate tools and supplies carried by the tirm and exhibited at 
the show. 


West Coast Distributor Exhibits at Technical Show 


W. IF. Morefield, manager of the 
Craft Shop of San Diego, Calif., often 
had debated the advisability and worth 
of exhibiting at an industrial show. but 
came to no decision, pro or con. ‘Then 
along came an opportunity to put the 
question to test—at the show of the 
Technical & Scientific Societies Coun- 
cil exhibit, held from October 1 to 
October 3. 

Mr. Morefield decided that his “‘first 
time out” at an industrial display 
should be done in an intelligent, thor- 
ough manner. First, the ‘tng ran news- 





paper advertisements, in advance of 
the show, to let its customers know 
it would be a participant. In the actual 
booth setup, it was decided to havc 
working exhibits, two of them, and 
one or the other should be “in mo 
tion” to attract an audience from 
among the 30,000 people at the show. 
The decision on working models paid 
off handsomely, for at least 75 percent 
of the visitors stopped at the booth to 
watch and comment on the lathe and 
saw at work. To carry the scheme to its 
(Continued on page 22+) 


THE WHINE OF A MOTORIZED SAW drew visitors from neighboring ‘displays 
to the Craft Shop’s exhibit of tools at work. L. E. Geiger is the salesman. 
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V-Belt Section 


Thorough impreg- 
nation of rubber 
between the cords 
prevents internal 
friction. 


Thermoid Impregnation Process’ 
Assures Longer V-Belt Life 


Thermoid V-Belts are built for the job! 


For over 68 years, Thermoid has worked 
with its distributors and industry to develop 
rubber products to meet the requirements of 
every industry. The result—a complete line 
of V-Belts for every industrial application. 


Thermoid factory representatives are avail- 
able to advise the distributor in the selec- 
tion of V-Belts for special applications. 


More profit and customer good will are 
assured when you Sgecefy Thermoid! 


Thermoid Quality Products: Transmission Belting + 
F.H.P. and Multiple V-Belts « Conveyor Belting « Ele- 
vator Belting «Wrapped and Molded Hose « Molded Prod- 
ucts « Industrial Brake Linings and Friction Materials. 


hermol 


Company 


Main Offices and Factory: Trenton, N.J., U.S.A, 
Western Offices and Factory + Nephi, Utah, U.S, A. 
Industrial Rubber Products 


Friction Materials + Oil Field Products 








‘Thermoid 


impregnation Process 


The Thermoid Impregnation Process insures 
a deeper penetration of rubber between the 
threads of the yarn, which encases each 
individual strand with protective rubber. 
The rubber acts as a sheath between the 
strands and prevents the destructive 
abrasion action as the product is flexed in 
use. To obtain the required rubber penetra- 
tion, the twist of the yarn must be to exact 
specifications. With the yarn twisted too 
tightly, proper penetration of the rubber 
compound is impossible. This condition 
produces abrasion, causing premature 
failure. On the other hand, if the yarn is 
twisted too loosely, the product lacks 
tensile strength. Thermoid has discovered 
the optimum twist of the yarn which 
assures maximum rubber penetration and 
greatest strength. The development of 
Thermoid Impregnation Process is another 
step forward in Thermoid’s planned pro- 
gram of product improvement, assuring 
maximum service and lower operating costs 
to industry through the use of Thermoid 
Industrial Rubber Products. 
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QUALITY PRODUCTS — “American Swiss’ Swiss-Pattern 
files are of first quality only, and each individual file is 
guaranteed to be perfect in every respect. 


COMPLETE LINE—You can offer a complete line of 3000 
different shapes, cuts and sizes. Whenever your customer 
has to do accurate, intricate or finishing work, he can find 
the right file in the “American Swiss” line. 


WIDESPREAD DEMAND—Machinists, tool and die makers 
and other Swiss-Pattern file users are sold on “American 
Swiss”. For 48 years we’ve supplied them with fast-cutting, 
long-wearing top-quality tools. 


PROMPT SHIPMENT—Large factory stocks are maintained 
at all times. Your orders are filled and shipped quickly. 


CONSISTENT ADVERTISING—Your market keeps grow- 
ing because of our continuing campaign in the industrial 
magazines read most by Swiss-Pattern file users. 


DEALER COOPERATION—We offer 100% dealer cooper- 
ation on every sale, and stand squarely back of our 
guarantees. 


You can count on every one of these six important planks 
in our dealer platform. They'll help build volume and 
profits for you when you sell “American Swiss” Swiss- 
Pattern files. 


Also American-Pattern Files, Milled Curved Tooth Files, 
Rotary Files and Burs, and Mechanics’ Hand Tools. 





AMERICAN SWISS FILE & TOOL CO., 410 Trumbull St., Elizabeth 1, New Jersey 


7 ASK FOR THEM 
WOU CGN 
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BY THIS NAME 


WIS Kt 
SWISS PATTERN FILES 
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natural conclusion, the firm employed 
an expert turner on the lathe, whose 
powder boxes, candlesticks and gavels 


| were turned out before the eyes of visi- 


tors and given to them. The wide- 


_ eyed children present saw tops turned 


down, and a few lucky ones got them. 

The saw exhibit showed the versatil- 
ity of the equipment, especially when 
used in conjunction with a jet dado 
and saw shaper. Sample moulding de- 
tails were produced and given away. 

As a result of the show, names and 
addresses of hundreds of prospects 
were secured. Industrial prospects all 
were followed up by salesman making 
personal calls. ‘The entire sales force 
of the company was on hand during 


| all hours of the show, both inside and 


outside salesmen. 

Mr. Morefield sums up his initial 
experience with an industrial exhibit 
in this way: “We went into it on the 


| supposition that the general advertis- 
| ing would pay us even if we got out of 


| it nothing more. As a matter of fact, 
| however, the profit on orders received 
| as a direct result of the show, in the 


first three weeks, paid for the actual 
dollar cost of participating.” 


American Brake Shoe Co. 


| Advances N. George Belury 


N. George Belury has been ap- 


| pointed president of the Engineered 
_ Castings Division of the American 
| Brake Shoe Co. Mr. Belury has been 
| with the firm since graduating from 


Purdue University in 1937. 

Formerly, he was division vice-presi- 
dent and had served in various sales 
capacities with Engineered Castings, 
including that of sales manager. He is 


/ a member of the Gray Iron Founders 
| Association and the American Society 
of Mechanical Engineers. 











TELEPHONE, catalogs and price lists 
are ready references for Bob Koon, Jr., 
of C. M. McClung & Co., Knoxville, 
Tenn., in handling his city order desk. 
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IT’S THE LEAD-IN 


THAT CLINCHES THE SALE 





the prospect 


agree. Then, when the going gets tougher, 
you have your prospect in a “positive” frame 


of mind to go along with you. 


And that’s where Jacobs Chucks serve you 
so well. They enjoy such unchallenged lead- 
ership and acceptance that they are natural 
leaders for your sales call. So universal in 
application that they’re found wherever tools 
are held... Jacobs Chucks are your best 


“door opener”. 


The super chuck that sells itself 


The Jacobs Ball Bearing Super Chuck 
gives you that rare privilege of claiming 
complete superiority ... with no danger of 
contradiction. With the tightest practical 
grip ever devised, it has a tool-holding power 
and load-carrying capacity that is wholly 


unrivaled. 





Every salesman knows the 
value of starting a sales call 
with statements with which 


can readily 


Advertising that paves your way 


You'll never have a prospect who hasn’t 
heard of Jacobs Chucks... and dramatic, 
full-page advertisements like these keep 
reminding prospects of the great advan- 
tages Jacobs Chucks. offer. Use Jacobs 
Chucks as your lead-in on every sales call 
... it’s a strategy that will pay off in extra 
volume. The Jacobs Manufacturing 
Company, Hartford 2, Connecticut. 


If it’s a JACOBS...it holds 
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(No. 92-A) 


Double Yet 
BLOW TORCH 


Exclusive double jet burner pro- 





duces a pencil-point flame —a 
flame within a flame, register- 
ing 2300°F. by pyrometer read- 
ing ® Ideal for sweating copper 
fittings, brazing, or fine preci- 
sion work ® Idling flame keeps 
torch fully generated for in- 
stant use — ideal for intermit- 
tent work ® Objectionable 
noise noticeable in single bur- 
ner torches is eliminated ® 
Seamless brass, high polished 
brass tank with bottom fill @ 
Tank capacity is one quart ® 
Fuel used—gasoline © Weighs 
only 4'%4 pounds ®@ Identical 
burner, No. 95-A, has one-pint 
capacity. 
See Your Jobber 


THE TURNER BRASS WORKS 
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Boulevard. 


THE EXHIBITION took place in Machinery Sales Co.’s new building on Leonis 





MASCO of Los Angeles Holds Machine Tool Show 


An ambitious project in the way of 
a Machine Tool Exhibition that paid 
off in a large attendance recently was 
held by ‘The Machinery Sales Co. of 
Los Angeles. ‘Ihe show served also 
to open the firm’s new building at 
2838 Leonis Boulevard. 

Fifteen hundred persons attended 
the exhibition at day and evening ses- 
sions. ‘Twenty of the machine tools 
exhibited were under power, primarily 
for use in the heavy production field, 
excluding wood-working equipment. 
In addition, the company has a well- 
established industrial supply depart- 
ment, which features small tools and 
machine shop supplies of all kinds. 

The new building has approximately 
17,000 sq. ft. under roof, with a large 


asphalt-paved parking area in their 
large lot adjoining the building. There 
is ample provision, also, for future ex- 
pansion. 

The plant is heated and cooled by 
temperature control equipment. A 
feature of the carthquake-resisting 
structure is a heavy reinforced con- 
crete fireproof vault for the storage of 
valuable records and blueprints. The 
front of the building is all-steel, with 
slanted glass windows, and the remain- 
der is of reinforced brick. 

The supply department, with its 
counter and open stock bins, is con- 
centrated as a single unit within the 
single great room. Display space in 
front of the counter is devoted to shop 

(Continued on page 228) 





WORKING EXHIBITS of various kinds held the attention of visitors to the supply 
department. 
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This Line is made only in Top Quality 
---and SOLD ONLY THROUGH TOP DISTRIBUTORS 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, 
Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. Eighth 
| “ss Los Angeles 14, Calif.; 228 First St., San Francisco 5, 
Calif; 311 S. W. First Avenue, Portland 4 4, Ore.; 31 

Trent Ave., Spokane 8, Washin _ Canadian 
Factory: 595 St. Remi St., Montreal ~_ 





FITCHBURG, MASS. 


‘Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 
ee 
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“FOR METAL, WOOD, PAPER, PLASTICS 
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Including: 

) Balata Belting 

) Solid Woven & 
Canvas Stitched 
Belting—raw, 
impregnated, coated. 
Many widths and plies. 
Belting Specialties 
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eg Batata & Texene Beuing Co. 
53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 
Factory: Easton, Pa. 
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supply and small items. 
Officers of the company, presently 
entering its second decade of opera- 
tion, include: D. N. Macconel, presi- 
dent; Howard Christanson, vice-presi- 
dent and sales manager; N. Troop, 
vice-president and treasurer and S. W. 
Clawson, secretary. 

Ten years ago, the staff comprised 
14 people; today there are 50 in the 
organization, in the Los Angeles office 
and in the San Francisco store main- 
tained for the past eight years, where 
Barney Bruning is manager. A staff 
of field engineers is maintained by the 
firm, who serve more than 100 ma- 
chine shops per day in the two areas. 





Branch At Fresno 
For Haven Saw & Tool Co. 


The Haven Saw & Tool Co., with 
headquarters in Oakland, Calif., has 
opened a Fresno, Calif. branch at 
1150 H. Street. It is in a leased build- 
ing, 40 by 120 feet. 

Norman Thole, formerly outside 
salesman for the Sacramento branch, 
has been made manager at Fresno. 
His territory at Sacramento has been 
taken over by Phil Stock, who had 
been in training in that office for the 
past three years. 





Massey and Smith 
Advanced By Weldit, Inc. 


William E. Massey has been named 
general manager of Weldit, Inc. of 
Detroit, Mich., and Joseph C. Smith 
has been appointed sales manager of 
the firm. 

Mr. Massey has been with the com- 
pany since April, 1923. Mr. Smith has 
been with Weldit, Inc., in a sales and 
engineering capacity, since September, 


1936. 








EASY to get at and dust-free are the 
cutting tool stocks in the newly ac- 
quired building of the Walter R. Ham- 


mond Co., Minneapolis. Vance Ham- 
mond, manager, designed the attractive 
stocking arrangement. 
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illings Wrenches and Shop Tools have the quality 
and reputation buyers like. 







Billings’ sales policy supports Billings Industrial 
Distributors. 


it’s smart and profitable to sell Billings, Industry's 
No. 1 Wrench and Shop Tool Line. 





WRENCHES & SHOP TOOLS 


Sk 








SPENCER COMPANY, HARTFORD UV; CONNECTICUT. & 
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conta RE THE 


MILL suPPLIES 
DISTRIBUTOR 


x ae 
THE Lamson & gessiot® 
COMPANY 


1. takes perfect teamwork to chalk up a score on the playing 
field. And it takes the same brand of teamwork to chalk up sales 
in the industrial field. The manufacturer of a product must “play 
ball” with his distributors and support their sales efforts all down 
the line. And distributors “carry the ball” for the manufacturer 
when it comes to selling in the field. They are the “key men” of 
the entire selling process. 


Lamson & Sessions supports the Mill Supplies Distributor in many 
ways. Here are just a few: 


1. We sell the distributors’ prospects on the Lamson Line 
through a broad program of national advertising. 

2. We provide a complete line of quality fasteners, thereby 
enabling the distributor to buy from ome source. This 
simplifies the distributor’s inventory and bookkeeping. 

3. Lamson salesmen will help balance a distributor’s stock to 
keep “live” items on the shelves and “dead” items off. 

4. Lamson provides Mill Supplies Distributor salesmen with 
product literature and other selling aids. 

5. Whenever requested, Lamson & Sessions engineers are 
available to help solve your customers’ fastener problems 
of a technical nature. 


Yes, the Mill Supplies Distributor is the “key man” on the Lamson 
selling team—and we're back of you every step of the way. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street * Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham « Chicago 
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IN CHARGE of stock at Cordes Sup- 
ply Co., Milwaukee, Donald Dobiash 
keeps shelves in orderly rows, easil\ 
identifiable to make order picking easy. 





| Dillon Supply Co. 
| To Purchase Depot Site 


The Dillon Supply Co. of Raleigh, 
N. C., one of the south’s largest dis- 
tributor firms, has entered an agree- 
ment to purchase the Union Depot 
site at Raleigh for use as a store and 
warehouse center. The property is 
owned jointly by three railroad cor- 
porations, the Southern, Seaboard Air- 
line and North Carolina Railroad Co. 
The site includes building and fronts 
131 ft., extends back over 600 ft. 

Dillon Supply Co.’s main offices and 
warehouse adjoin the depot site. The 
firm has branches in Durham and 
Rocky Mount, N. C. 


Rockwell District Offices 


| Change Their Addresses 


The Rockwell Mfg. Co. of Pitts- 
burgh, Pa. announces that henceforth 
its Pittsburgh Equitable Meter and 
Nordstrom Valve Divisions will be lo- 
cated at 25 Beale Street, San Francisco 
5, California, and 1102 Delano Street, 


| Houston 1, Texas. 








NO BOTTLENECKS plague warehouse 
operations at C. M. McClung & Co., 
Knoxville, when Earl Jones and William 
Smith are on the job. 





house 
Co., 
illiam 





@ The uniform quality of abrasive grain 
offered by Exolon today is the result of years 
of research ... research that is constantly im- 
proving the durability, adhesion, shape, and 
cutting strength of EXOLON (aluminum 
oxide) and CARBOLON (silicon carbide) 
abrasives. 

Experimentation with new abrasive pro- 
cessing methods ...a consistent check-up 





on current production ... these are impor- 
tant functions of the Exolon Laboratory 
which assures your customer top performance 
from all abrasives which you sell under the 
EXOLON name. 


rat EAXOLON 


COMPANY 


971 East Niagara Street, Tonawanda, New York 


Manufacturers of SILICON CARBIDE and ALUMINUM OXIDE ABRASIVES 
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One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your job. 


A 70 MATTER WHAT your present job 
4 N may be, your chances of getting 
ahead depend on your company’s 
ability to make a fair profit. 


As a production man, you have a 
pretty good idea of how profits are 
earned. You know that without 
modern, high-speed production tools, 
there wouldn’t be any profits —or 
any jobs, for that matter. Your cost- 
per-unit would be so high that you 
couldn’t compete with other manu- 
facturers in your market. 


,The same thing applies to the 
manufacture of a sale! Without mech- 





Why you have a big stake 
in your 
company’s advertising 


anization, the cost of ‘‘manufactur- 
ing’”’ would be prohibitive. 


That’s where advertising comes 
into the picture. Because advertising 
is simply the assembly-line technique 
in selling. Just consider the five basic 


far more economically than any other 
means, leaving your salesmen free 
to concentrate on the two that they 
alone can do, and do best. In that 
way, advertising increases your com- 
pany’s chance to earn a profit. And 





operations involved — that is why you have a big stake in 


. Seeking out prospects . its efficient use. 
. Arousing their interest 


. Creating a preference for 
your product 


. Making a specific proposal 
. Closing the order 


Where can your company’s ad- 
vertising work at its highest effi- 
ciency? Where but in those business 
papers which are concentrated among 
your company’s best prospects — and 
no one else! 


oT z= ono -= 


Advertising performs the first three 
of these jobs. And it performs them 


INDUSTRIAL DISTRIBUTION 


is a member of The Associated Business Papers, who have 
published an interesting folder entitled, “10 ways to measure 
advertising effectiveness.” We'll be glad to send you a copy. 
And if you'd like reprints of this advertisement (or the 
entire series) to pass along to others in your organization, 
just say the word. 
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INVENTORY RECORDS at Pecaut 
Industrial Supply Co., Sioux City, are 
kept by John Riddle and Nancy Em- 
bich, 





Brunner Mfg. Co. 
Issues Goodwill Booklet 


As a gesture of good will toward its 
distributors, suppliers and customers, 
the Brunner Mfg. Co. of Utica, N. Y. 
recently issued a booklet tracing the 
origin and growth of Utica and its his- 
tory. The story was written to inform 
Uticans and covers the first 150 years 
of history of the community. 

A feature of the booklet is a detailed 
map of Utica showing the principal 
points of interest. The back page of 





the booklet contains a list of Brunner | 


personnel most frequently called, pub- 
lished for the convenience of readers 
who may desire to contact the com- 


pany. 
Haven Builds Plant 
In Oakland 


After trying, with little success, to 
“make do” in its cramped quarters at 
950 East 14 Street, the Haven Saw & 
Tool Co., Oakland, Calif., has secured 
the large lot adjoining its present loca- 
tion on which a two-story building al- 
ready is underway and rapidly nearing 
completion. 

The offices will be put in the new 
portion of the plant, on the 35 by 150 
ft. lot, and the remainder will be used 
for stock and for demonstration shops. 
Most of the main floor of the present 
building will be used for display pur- 
poses. All told, the firm will have 15,- 
000 sq. ft. in their new quarters. 


J. E. Dilworth Co. 
Advances W. H. Allen, Jr. 


W.H. Allen, Jr., has been promoted 
to vice-president and manager of sales 
for the J. E. Dilworth Co., Memphis, 
Tenn. 

G. R. McCalla has been promoted 
to the position of vice-president and 
purchasing agent for the firm. 





| without cutting into the cover. Full-width tongues assure a perfect seal. The reinforced 
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“KING” Hose Clamps 


SINGLE BOLT—DOUBLE BOLT 


On the largest suction or discharge hose, or the smallest size garden variety, 
“King” Clamps will hold that line against leaks or seepage. Made of malleable 


iron, they are designed to tighten evenly against the entire perimeter of the hose 


bolt lugs cannot bend out of shape. Both single and double bolt styles are equally 
efficient on heavy or light wall hose ranging in size from 7%” to 17%”. Cadmium 


plated—rustproof. Also furnished entirely of brass for non-sparking services. 


Sold Only in Accordance With Our Established Distributor Policy 


re © \ T ; \ 
PRODUCERS OF JAe Quality Line COUPLINGS * NIPPLES * MENDERS * CLAMPS 


“BOSS” “GJ-BOSS” “DIXON” “KING” “AIR KING” ‘“DIX-LOCK”’ 
PHILADELPHIA, PA. BRANCHES: CHICAGO + BIRMINGHAM + LOS ANGELES * HOUSTON 
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Sherman 


“Gold 
Label” 


Nozzle 


















<5 - 
TSE BAN stock _ 


For years, machinists and mechanics 
have specified De-Sta-Co Shim Stock, 
by name. You can profit from this 
ready acceptance of a fine product 
by carrying a good stock of these 
convenient packages. Twelve sheets, 
assorted thicknesses from .001 to .O15, 
each identified, or the handy 10 foot 
roll with thickness indicated every 
6”. Rolled to precision limits in steel ,' 
or brass. Write for price sheet and Sturdy packages are popular in shop and 


supply house. Prevent waste and damage 


stocking distributor's discount plan. to stock, easily mailed. 


Heavy Bronze. 
Exclusive Non- 
Rising Stem Pre- 
vents Leakage 
34" Hose Thread 
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DETROIT STAMPING COMPANY 
332 Midland Avenue Detroit 3, Mich. 


















Now - - Order 


The Finest 
Hose Nozzle 
Ever Made 


The most widely distributed 
| Hose Nozzle in America is this 
Sherman “Gold Label.” Its ex- 
clusive, patented non-rising 
stem construction solves the 
problem of packing wear, and 
resultant leakage. Its stream- 
lined design and wide knurled 
bands make it handsome and 
distinctive. Its fingertip adjust- 


ment for spray, straight stream, 
SEMI-STEEL or positive, leak-free shut-off 
| make it preferred by all users. 


| Order today and make sure of 
| your stock. 

















Backbone of a Successful Business 
FOR DISTRIBUTORS « « « H. B. Sherman Mfg. Co. 


Battle Creek, Michigan 


@ MORGAN VISES fit into any sales plan to buy through their local distributor. Let us 
. they are nationally-known and used... send all details on our complete line .. . 
55 years of exacting facture rec d machinists bench . combination pipe . sheet 


and guarantee every vise that leaves our plant. metal workers . woodworking . quick action . 
Prompt attention to orders and we urge users solid nut continuous screw. 
Hose Nozzles . . Hose Menders . . Water 


MORGAN VISE CO, 108-112n.serexsoyst CHICAGO 6, ILL. rte Eoin Pa 
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S. W. Clement 


S. W. Clement 
Joins Black Mfg. Co. 


S. W. (Bill) Clement has been ap- 


pointed southeastern district manager | 
for the Black Mfg. Co. of Baltimore, | 
Md. He will make his headquarters in | 


Atlanta, Ga. 


Formerly, Mr. Clement was regional | 
manager of the Martin Senour Co., | 


Chicago. Prior to his fifteen vears with 
that firm, he operated his own auto- 
motive shop. 


Donora Zine Works 
Advances Hornickel 


Howard E. Hornickel has been ap- 
pointed assistant superintendent of 
the Donora (Pa.) Zinc Works of 
American Steel & Wire Co., U.S. 
Steel subsidiary. Jesse K. Miller, 


works chemist, will assume the addi- | 
tional duties of works metallurgist | 


which Mr. Hornickel relinquishes to 
accept his new post. 





ORDER EDITOR W. A. Robertson 
has been 28 years with Cutter, Wood & 
Sanderson Co., Cambridge, Mass., in- 
dustrial supply firm. 














WRITE FOR DETAILS 


GENERAL SALES AGENTS 


JOHN H. GRAHAM & CO. Inc. 


105 Duane St., New York 8, N. Y. 





MADE BY G. W, GRIFFIN CO., FRANKLIN, N, H, 
HACK AND COPING SAW BLADE SPECIALISTS 
SINCE 1880 
3G173 
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AS 


A PORTABLE 
ELECTRIC 
CHISEL 
MORTISER 


SLASHES COSTS 
IN GENERAL 
MAINTENANCE 
BY REPLACING 
HAND TOOL 
OPERATION 





v 
x 





Tuis fine English tool, now available for the first time, 
PORTABLE 


is adaptable to a wide range of uses and accessories in both 
POLISHER 


factory and field. It is quickly adjustable to various sizes 
of mortise. It serves as both a bench drill and your hand 
drill. 
an efficient polishing tool. 
Speed on full load 450 r.p.m., 110-120 volts universal 


A.C., D.C. Save Costs! Get this long needed tool, today! 


LOWER YOUR PRODUCTION COSTS WITH THESE FINE ENGLISH 
TOOLS. PROVED FOR HALF A CENTURY IN 50 WORLD MARKETS. 
NOW AVAILABLE FOR THE FIRST TIME IN THE UNITED STATES! 


OTHER Wolf PRODUCTION TOOLS COMING SOON 


With auxiliary handle and 8 inch buffing head, it is 
Steel drilling capacity 3” diam. 


PORTABLE 
YY priut 


nN 
V4 
6 4 


%. 













GK6 
6" HAND GRINDER 





vsM 7 
ELECTRIC 
SANDER 











. HAMMER KITS 
SCREWDRIVER 


S. WOLF & CO. LTD. LONDON 
Price and Distributor Particulars on request. Warehouse Stacks and Service 
Depot—New York City. Address inquiries to:— U.S. Factory Representative, 
Fred L. Stuart, Room 1111, 33 W. 42nd Street, New York 18, N.Y. LA 4—2255. 
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Charles L. Haslup 


Haslup Named To Head Sales 
For American Chain Division 


Charles L. Haslup has been ap- 
pointed sales manager of field oper- 
ations for the Reading-Pratt & Cady 
Division of American Chain & Cable 
Co., Inc., with headquarters at Read- 
ing, Pa. 

Mr. Haslup has had long expericnce 
in sales supervision in the valve indus- 
try and has a wide knowledge of dis- 
tribution problems and _ distributor- 
manufacturer relations. 


Kennametal Inc. 
Names Two To Sales 


John A. Storrs has been appointed 
sales representative in the New York 
district and Carroll Edgar has been 
named a representative in the Seattle 
area for Kennametal, Inc. of Latrobe, 
Pa. Mr. Storrs will work out of the 
Kennametal office at 6 West Broad- 
way, New York; Mr. Edgar’s head- 
quarters will be in the Seattle office, 
at the new address, 2727 First Avenue, 
South. 

William L. Chambers, application 
engineer, has been transferred from 
the midwestern district to the Pitts- 
burgh district office. John D. Cook 
has been appointed an application en- 
gineer in the midwestern district and 
will work out of Kennametal’s Chicago 
office. 


Tungsten Electric Corp. 
Appoints Bingman to Sales 


Ronale E. Bingman has been named 
sales engineer in the Indianapolis area 
for the Tungsten Electric Corp., 
Union City, N. J. He will make his 
headquarters at 3416 West Washing- 
ton Street, Indianapolis. 

Mr. Bingman’s territory will include 
Indiana, southern Illinois and north- 
ern Kentucky. 
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5205 W. Armstrong Ave. 





ARMSTRONG 


y 
ARMALOY 
Drop Gorged 
WRENCHES 


ARMSTRONG ARMALOY 
—Wrenches are NEW. They are de- 
signed to meet the requirements of 
the mechanic who knows his tools 
and insists on using tools of Superior 
Quality. 


ARMSTRONG ARMALOY 
—Wrenches are made from selected 
grade alloy steel. They are longer, 
lighter, thinner, yet stronger than the 
conventional alloy wrenches—heat 
treated to exact specifications of 
stiffness and tensile strength—better 
balanced, hence easier to use. Fin- 
ished in chrome plate with heads 
buffed bright. 


Armstrong Tools are stocked by 
leading tool departments. 


Write for NEW S-48 Catalog just released. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People.”’ 


Chicago 30, Ill. 
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"Reversible 
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Sockets 
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DETROIT PLANT, 760! CENTRAL AVENUE 
TELEPHONE TEXAS 4-2000 


DETROIT § MICH. 
December 3, 1948 


w. Van winkle, pistrict Manager 
ent and Maintenance 

2980 penobscot Building 

Detroit 26, wichiga® 


Dear Mr. Van ¥inkle: 


For 21 years, Factory vanagenent and Maintenance has been an 
ideal advertising medium for Morse wechanical Power Transmis- 
sion products. 


our advertising objective is to pres Morse products in @ 
manner that will attract favorable attention from ‘an entire 
cross-section of industry» and stimulate thinking in terms of 
worse and Morse products. 
t was given to choosing publications which 
a important industrial coverage because ° 


prohibitive nse involved in using every publication 
available to reach all prospective customers. 


d Maintenance, r 
asing of 
1 has 
g aims. 


yours very truly, 


WORSE CHAIN COMPANY 


>» we Howison 
General Sales Manager 
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| 
| MORSE ' 
MECHANICAL 
| POWER TRANSMISSION 
| PRODUCTS 


“bushemeneneneeneneemes 


BORG: WARNER 
























--- reaching 
e-ethe men who influence 

the purchasing of materials and equipment 

Here is a real record of continuous help for distributors. Read the letter 


at the left. This tells of the kind of advertising support that makes a line 
worth carrying. 






According to Mr. R. J, Howison, General Sales Manager, Morse Chain 
Company—“For 21 years, Factory Management and Maintenance has 
been an ideal advertising medium for Morse Mechanical Power Trans- 
mission Products. Our advertising objective is to present Morse Products 
in a manner that will attract favorable attention from an entire cross- 
- section of industry, and stimulate thinking in terms of Morse and Morse 
Products.” 


The use of FACTORY for this advertising is strong evidence of the recog- 
nition of the importance of the Plant Operating Croup in the manufactur- 
ing industries. This group is the heart of multiple influence buying. In 
this group are the men behind the orders, the men the distributors’ 
salesmen can’t always see but who are powerful buying influences in the 
purchase of materials, equipment and supplies, and the men who read 
FACTORY. Sell these men and you’ve sold your product. 


FACTORY has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing indus- 
tries. Outstanding readership is proved in survey after survey and this is 
why alert distributors welcome advertising in FACTORY by the manufac- 
turers whose lines they carry. 


scimeen: rea mOleey 


examine FACTORY more closely — 
MANAGEMENT AND MAINTENANCE 






to see for yourself why so many of 
your customers look to it for help 
on their daily jobs — we'll be glad 
to send you a complimentary copy. ABC ABP 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York 18, N.Y. 
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ARC WELDING ELECTRODES 
Steel, cast iron, bronze. 
In sturdy 18” tubes. 


GAS WELDING RODS 


Steel, bronze. 
In sturdy 36” tubes. 


HERE’S HOW YOU MAKE MORE 
MONEY ON “THRIFTIPAKS” 


@ INCREASE YOUR MARGIN OF PROFIT 
@ ELIMINATE LOSS, DAMAGE, ERRORS 
You make a larger unit of sale and your cus- 


tomers prefer to have these nationally adver- 
tised welding rods in handy, labeled, easily 


The BURDETTE Oxygen Co. 


© GET LARGER UNIT SALES 
@ REDUCE HANDLING COSTS 
stored packages. Write for literature and 
prices today! -Burdox welding rods and elec- 


trodes are also available in 50 and 100 Ib. 
bundles for large users. 


3328 Lakeside Ave. 








JOHNSON XLO Music Spring 
Wire—makes your operations 
easier. Your springs and wire 
forms deserve the best. ... 
All JOHNSON wire is strictly 
laboratory t — every 
pound carefully drawn... 
automatic temperature controls 
precision made dies . . . 
standardized lubricants. 

The wire of a thousand uses 
is tops in wire quality. There 
is a Johnson office near you. 
Warehouse stocks, Worcester, 
Chicago, Los Angeles. 


| 
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STEEL AND WIRE COMPANY, INC. 


WORCESTER 1, 


PHILADELPHIA 
HOUSTON 


MASS. 


}b) 298 TO) bE .0 4:10) 
LOS ANGELES 





NEW YORK 
ATLANTA 


CLEVELAND 
TULSA 
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Cleveland 14, Ohio 
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For bakeries and 
other food processing 
plants where a finished product intended 
for human consumption comes in contact 
with the conveying belt, BUFFALO 
PlasTex Belting is the “best bet’. 





The glossy surface of. PlasTex Belting 
is easily brushed off, washed, or cleaned 
with live steam. The washable plastic 
is compounded for extra wear and 
great flexibility. 


For best service where hygienic con- 
ditions are most important . . . specify 
BUFFALO PlasTex Conveyor Belting. 


“PlasTex is the registered trade 
name for Buffalo Weaving & Belt- 
ing Company's plastic-covered belt- 
ing. Makers also of RF & C 
(rubber covered), latex, solid-woven 
cotton, and glazed (nitro-cellulose 
coated) beltings. 


Get the whole PlasTex story, and a 


= 
ae 





WEAVING & BELTING CO. 
209 Chandler Street 


Chicago ° 
Detroit 


Buffalo 7, N.Y. * New York 
Pie deliicle(-tiolall- Mm MEE (e], ME adelatal 
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NATIONALLY ADVERTISED 
NATIONALLY RECOGNIZED 
BROADEST LINE OF ITS KIND 
INDUSTRIAL AND AUTOMOTIVE TOOLS 


(This standard signature appears in all Williams advertising) 
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16 pages of the latest information 
on ‘Blue Face’ Pulleys 


Now available for distributors everywhere, this new Sprout- 
Waldron Bulletin lists prices and fully describes the complete 
line of S-W Cast Iron Pulleys. 


Whether you desire a dependable source of supply for the 
usual or the unusual in pulley applications . . . contact 
Sprout-Waldron. 


The ‘Blue Face’ line of Pulleys has an established service 
record since 1866 — your assurance of quality and customer 
satisfaction. 


Get your copy of Bul- 
letin P-848 today! 
Write Sprout, Wald- 
ron & Co., 3 Waldron 
St., Muncy, Pa. 


SPR DISS 
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A NEW SHIPMENT of merchandise 
is checked through by E. L. Coxwell, 
Jr., and James Terry of Anniston Hard- 
ware Co., Anniston, Ala. 





Bailey Named Manager 
At Kieley & Mueller 


A. Bailey has been appointed gen- 
eral manager of Kieley & Mueller, 
manufacturer of automatic control 
valves. The addition to personnel is 
part of an extensive expansion pro- 
gram planned by the company. 

Mr. Bailey will make his headquar- 
ters at the company’s plant in North 
Bergen, N. Y. His previous experience 
includes ten years with King & Shep- 
herd, N. Y. where he handled the 
Fisher Governor Co. account. Later, 
he was affiliated with W. Malcolm 
Black & Co. when that concern suc- 
ceeded King & Shepherd. 


Brown Named Sales Director 
By Foote Bros. Co. 


R. C. Brown has been appointed di- 
rector of sales for Foote Bros. Gear & 
Machine Corp. In his new capacity, 
Mr. Brown will have charge of sales 
and promotion of all company prod- 
ucts. 

Mr. Brown is well-acquainted in the 
field of power transmission, having 
spent 21 years with Link-Belt Co. as 
southwest division manager. More re- 
cently, and until joining Foote Bros., 
he was president of the Brown-Steele 
Co. of Dallas, Texas. 


R. C. Brown 

























More Accurate Selection * 
of Quality End Mills 
BROWN & SHARPE 


ADDITIONAL 






OFFERS 
TYPES 
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Long, Two-Flute 
Fast Spiral Single- 
End End Mill with 
Straight Shank. 















Long, Fast Spiral 
Single-End End 
Mill with Straight 
Shank. 






Extra Long, Fast 
Spiral Single- End 
End Mill with 
Straight Shank, 
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Ball End, Two-Flute 
Fast Spiral Single- 
End End Mill with 
Straight Shank. 





Long, 
Fast Spiral Double- 
End End Mill with 
34¢” Straight Shank. 


Long, Fast Spiral 
Double-End End 
Mill with 346” 
Straight Shank. 


Two-Flute Fast 
Spiral Double-End 
End Mill with %.” 
Straight Shank. 






Fast Spiral Double- 
End End Mill with 
346” Straight Shank. 






Two-Flute 





NEW HANDY-SIZE CATALOG 


describing important production- 





improving features of all Brown 
& Sharpe End Mills together with 
complete specifications and 
prices. There’s a Brown & 
Sharpe quality end mill to meet 
every end milling need. Brown & 
Sharpe Mfg. Co., Providence 1, 
R.1., U.S. A. 


BROWN & SHARPE CUTTERS [Ps 
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_ _ OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY i 


Frank O. Lincoln 


Lincoln Named Board Head 
By Hy-Pro Tool Co. 


Frank O. (“Abe”) Lincoln has 
been elected chairman of the board 
of the Hy-Pro Tool Co., subsidiary of 
Continental Screw Co., New Bedford, 
Mass. 

Before retiring in 1946 he was with 
the Morse Twist Drill & Machine Co. 
for 43 years as vice-president in charge 
of sales. 








MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equipment 
field for a quarter of a century. Write 
for full information on this profitable line. 


q 





Differential Hoist Capac- . 
ities one-half, and one- I-Beam Trolley in four Spur Gear Hoist. High 
ton. A fast-selling low- models, plain or geared speed, high quality, in 
cost hoist, with a large types in capacities from capacities ranging from 
et. Y% through 10 tons. Y% through 20 tons. 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division St., Mendota, Illinois 
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THEY SPELL 


“Real Safety’ 


EMBURY 


Luck-E-Lite 


HIGHWAY TORCHES 


Lowest Cost for Highest 
Dependability 


Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N.Y. 



















Riechman-Crosby Co. 
Holds Sales School 


The Riechman-Crosby Co., distrib- 
utors of Memphis, Tenn., departed 
from its regular, traditional sales meet- 
ings recently and instituted a three- 
day sales school, which treated with 
transmission problems. The American 
Pulley Co., Philadelphia, Pa., was 
asked to conduct the school, and the 
enthusiasm and knowledge gained 
from these instruction classes were so 
outstanding, definite plans are being 
made to conduct similar schools on 
other manufacturers’ products. 

Classes were held each day, from 
9 am. to 5 p.m., and actual trans- 
mission problems that had been en- 
countered by salesmen were presented 
and thrashed out among the men until 
everyone present understood each 
problem, and knew the remedies. 
“Home work” consisted of three prob- 
lems presented to each salesman to 
work out alone. The morning follow- 
ing, papers were graded and returned 
to each man. Each of the three prob- 
lems was discussed openly and solved. 

Riechman-Crosby salesmen who at- 
tended included: C. Y. Caldwell, C. 
E. Campbell, G. E. Cox, N. L. 
Rhodes, W. E. Zepf, A. B. Ramsey, 
W. H. Weeks, J. A. Farnham, H. S. 
Wright, W. J. Callicott, W. Z. Adam, 
W. QO. Adams, R. M. Barron, J. B. 
Batts, W. B. Craig, Richard Gray, V. 
E. Leatherman, J. M. Penecost, F. E. 
Porter, Jr., and Jack Pittman. Amer- 
ican Pulley men who participated in- 
cluded Curtis Green, district engineer, 
St. Louis, Mo.; G. P. Weishaar, man- 
ager, power transmission division, Phil- 
adelphia, Pa.; and R. H. Jackson, re- 
gional manager from Chicago, III. 


Rochester Chamber 
Elects Roberts Treasurer 


Roland O. Roberts, general man- 
ager of Weed & Co. in Rochester, 
N. Y., has been elected treasurer of 
the Rochester Chamber of Commerce. 


ALL OUT FOR CLASS was the good word at Riechman-Crosby Co.’s power trans- 
mission sessions for its salesmen, conducted by the American Pulley Co. 





Comer Joins Powell Co. 
As Sales Vice-President 


Joe L. Comer has been appointed 
vice-president in charge of sales in the 
New York area for The Wm. Powell 
Co., valve manufacturers of Cincin- 
nati, Ohio. He will make his head- 
quarters at 50 Church Street, New 
York City. 

For many years Mr. Comer was en- 
gaged in general sales and trade rela- 
tions with the Crane Co. In 1943 he 


joined Culbert Pipe & Fittings as vice- | 


president. 


He is a member of the Engineers | 


Club of New York City. 
Luther J. Westbrook 
Joins Billings & Spencer 


Luther J. Westbrook has joined the 
Billings & Spencer Co. in southwest 


sales territory to represent the firm’s | 


line with headquarters in Bellair, a 
suburb of Houston, ‘Texas. 


He served during the last war as a | 


Second Licutenant and later was pro- 
moted to the rank of Major in the 


Combat Intelligence Division. He was | 


at one time a member of the planning 


and research staff of a Houston oil and | 


refining company. 





Luther J. Westbrook 
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America Asks 


More than Amy 
Other Hack 
Saw Blade 


When a leading popular maga- 
zine* recently polled hardware 
dealers from coast-to-coast to 
find out what maker-branded 
hack saw blades are most fre- 
quently asked for by brand 
mame at sales counters, the re- 
sponse was overwhelmingly 
“STAR”. 

Of all dealers replying, 50% 
named Star. 

Reflected in this outstanding 
leadership are; Star’s 69-year-old 
reputation for consistent high 
quality workmanship—Star’s 
merchandising policy designed 
to help you... year-round ad- 
vertising to your customers, sales 
aids such as the Star Wall Chart 
and the Star Metal Cutting 
Booklet, ready references on se- 
lection, use and care of hack saw 
blades for workshop and pocket 
or tool kit respectively. 

Be sure of your share of Star 
profits—stock the complete Star 
line. 

*Name upon request. 
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CLEMSON 


BROS., INC. 
MIDDLETOWN, N. Y. 


Makers of hand and power hack saw 
blades, frames, metal cutting band saw 
blades and the Clemson Lawn Machine, 
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Yes, they do. They get to thinking about 
you often as they sit, relaxed and unhur- 
ried, reading the latest issue of American 
Machinist. For thousands of the metal- 
working production executives who sub- 
scribe to this magazine read their copies 
at home, where they have ample time 
to concentrate and think. 


And under these ideal sales conditions, 
many of the manufacturers whose prod- 
ucts you sell are helping you to get more 
business. They are doing this through 
the advertising pages of the metalwork- 
ing magazine more metalworking execu- 
tives ... the men who make buying 
decisions . .. pay to read than any other. 


This advertising . . . highly informative, 
clearly written, carefully designed to give 
your best customers and prospects the 
reasons why they should get in touch 
with you soon ... is building sales for 
you every day. 


So the next time you put your paycheck 
in the bank, stop and think about how 
much good industrial advertising helps 
make your job easier and more profitable. 
Right now this advertising is making con- 
tacts throughout your territory ... arous- 
ing interest among your customers and 
prospects ... creating a preference for 
the lines you handle. And the result is 
that tomorrow, and every other day, you 
can concentrate more of your time on 
closing orders. 


WAGATINN OF METALWORKING PRODUCTION 


MOW TO MACHINE VITALLIUM © ELECTROFORMING ~ 0 specie! report 
WHAT SILICOMES ARE, AWD WHAT THET DO 


The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18 
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; Blue Heart 
3 » 
6 manila rope 
, In addition to “Blue Heart", H & A No instrument devised by man is more universal 
4 — — r = se ursansel in its applications than rope. And when the 
7 Re eee purposes at hand call for rope of 
1 Rope, Drilling Cable, Lariat Rope, ¥ . 
Yacht Rope, Twisted and Braided Jute absolutely assured quality, men find they 
Packing, Jute and Hemp Twines, Hard can completely trust the thorough 
si Twines, Lath Yam, Terred Mer competence of “Blue Heart” Manila. 
aly CS Gey A ee Readily identified by the famous 
) center strand of blue, processed and 
) spun from highest grade fibre by a 
3 mill long noted for meticulous 
{ standards of workmanship, 


“Blue Heart” invariably wins the 
confidence of both those 
who need and those who 

merchandise rope of 
outstanding merit. 
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THE HOOVEN & ALLISON COMPANY 


“Spinners of Fine Cordage Since 186%” 


XENIA, OHIO 


BRANCHES: KANSAS CITY, MO. * OMAHA, NEB. * MINNEAPOLIS, MINN. 
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WHAT! NO INDIANS? 


PRESIDENT TRUMAN'S “fair deal” will remind 
distributors of the manufacturer who takes two per- 
cent ten days, but doesn’t believe distributors should 
have it. Or, those suppliers whose motto is “coopera- 
tion”; cooperation, as long as it starts and ends at 
your door! 


Or, maybe, the manufacturer who keeps yelling 
about teamwork. You know him;—he believes it’s 
teamwork as long as you play under his rules; as long 
as he is the quarterback, can throw and receive the 
passes and run through the nice big holes. You can 
do the blocking, make the tackles and be responsible 
for all the mistakes and errors in judgment. Yes Sir;— 
that’s teamwork and nuts to you! 


Of course, it might remind the other kind of manu- 
facturer of some distributors, whose idea of a fair deal 
is something for nothing. 

“Something for nothing” !—the product of new deal- 
ism, socialism and assorted shades of red. 

Somehow most politicians become intrigued with 
anything with a “deal” in it. They feel that by dress- 
ing up the word with a fancy prefix, it can be made 
to look respectable to enough people. At some levels 


of political thinking, the word deal means:—deal from 
the top of the deck as long as the suckers haven’t a 
chance. Otherwise, out of the middle or from the 
bottom and try to make it look honest. 


It will be safer to wait and see, before accepting the 
fair deal for all as anything you can get your teeth into. 
You will have to stretch your imagination to square 
an excess profit tax with tax-free allowances to con- 
gressmen, (and maybe the president), or, tax-free gov- 
ernment operated industrial plants. And it won’t be 
easy to understand how the fair deal will satisfy the 
labor moguls and at the same time keep us common 
men, who foot all the bills, out in front of the eight- 
ball. 


W E HAVE become bored with promisers who talk 
out of both sides of their mouths and whistle a lullaby 
out of the middle. The trick has become too easy. 
Now, all of a sudden, a new twist is added and it’s a 
honey if it works. Mr. Truman hints he can whistle 
out of both sides and talk out of the middle. The 
tune from the right side? “It ain’t goin’ to rain no 
more”. From the left? “I’m forever blowing bubbles”, 
and all the time reciting, “Ten little Indians on the 
fence”. The trick is not to run out of Indians. 


All business wants out of the fair deal is to be con- 
sidered as people. No special favors or consideration, 
and, not a catch-all for political ends. Business like 
labor, agriculture and the politician, is people and 
entitled to all the privileges enjoyed by the family of 
all the people—no more and no less. 


The best way to waste time is to spend it trying to 
translate some one’s political mouthings into final 
legislation. And, this is no time to waste time! 

The days when orders walked in the door and said 


’ “howdy” are over. You get off your royal and go after 


them, from now on, or you won’t get any. 1949 should 
shape up well for the doer—tough for the moaner. 
ARCH MORRIS 








INDUSTRIAL DISTRIBUTION © FEBRUARY, 1949 











m 


he 


he 
re 
ne 
\V- 


1€ 


it- 


l- 


a Oo 


we 








FAIR AND SQUARE 


THE 




















Starrett 
DISTRIBUTOR 
POLICY 














The Starrett Industrial Distributor 
Policy is a hard and fast policy of 
close cooperation and complete pro- 
tection for distributors stocking the 
Starrett line. This firm policy was 
established by Laroy S. Starrett when 
he sold his first combination square 
through dealers and distributors 70 
years ago. Today the complete line of 


Starrett 





THE L. S. STARRETT CO. + World's Greatest Toolmakers * 





Starrett precision tools, dial indica- 
tors, steel tapes and rules, ground flat 
stock, hacksaws and band saws offers 
the industrial distributor tremendous 
possibilities for volume and profit. 
And the Starrett distributor policy is 
backed by aggressive advertising and 
sales promotion that makes it easy for 
you to get your share. 


NYielilelelae Mel ml aa-taiiie))) 
MECHANICS’ HAND MEASURING TOOLS AND PRECISION 


INSTRUMENTS + DIAL INDICATORS .« STEEL TAPES » HACKSAWS 
AND BAND SAWS » PRECISION GROUND FLAT STOCK 





Buy Through Your Distributor 


ATHOL, MASSACHUSETTS, U.S.A. 





MODERN 
MATERIAL HANDLING 





@ The very name of this electric 
hoist—““SPEEDWAY’—is geared to the 
modern idea in production efficiency. 


Where material and labor expense 
is fixed, the only place to cut costs 
is in the movement of material into, 
through and out of the plant. Here, 
speed is economy. 


Get in touch with the nearest 
WRIGHT District Office for informa- 
tion about the WRIGHT “Speedway” 
—and about the line of WRIGHT 
HOISTS—TROLLEYS—CRANES. They 
will fit into your customers’ current 
or future plans for more efficient 
material handling. 


a co York, Pa., Chicago, Denver, Los Angeles, New York, Portland, San Francisco, Bridgeport, Conn. 
~& ‘ 

Ft WRIGHT HOIST DIVISION 

mis AMERICAN CHAIN & CABLE 


———— 


\, 4 
or 
= o In Business for Your Safety 





